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Sr  WORKIN' WIRELESS 


Microsoft  has  formed  a  joint  venture  with  Ericsson  to  offer 
mobile  users  e-mail  access  via  wireless  gear.  Page  8. 


BIGGER  VPNs 


RedCreek’s  new  Ravlin  7150  supports  larger,  faster 
and  more  easily  manageable  VPNs.  Page  17. 


Never  mind  Times  Square.  There's  only  one  place  for  network  profes¬ 
sionals  to  ring  in  the  new  year  this  Dec.  31  —  at  the  office. 

"Everyone  wants  to  be  here  to  make  sure  their  systems  work,"  says  Lyn 
McDermid,  chief  information  officer  of  Virginia  Power  in  Richmond. 

McDermid  says  she  had  more  volunteers  for  the  critical  6  p.m.  to  6  a.m. 
shift  on  DecJJl  than  she  needed:  "We've  had  an  extraordinary  response." 

■  Sse  Y2K,  page 


The  network  portal:  www.nwfusion.com 

Sun  ploy  sparks 
Java  grumbling 


Standards  rift  overshadows  enterprise  Java  release. 


BY  JOHN  COX 

NEW  YORK  —  Sun’s  confir¬ 
mation  last  week  that  it  has 
scrapped  plans  to  make  Java 
an  international  standard  has 
put  a  damper  on  the  compa¬ 
ny’s  coming  out  party  for  a 
new  enterprise  edition  of  the 
technology.  And  some  of  Sun’s 
strongest  supporters  are  riled. 

In  fact,  IBM  and  BEA 
Systems,  key  Java  boosters,  last 
week  said  they  have  yet  to 
sign  licensing  deals  for  the 
new  Java  2  Enterprise  Edition 
(J2EE).  J2EE  adds  a  vital  set  of 
interfaces  and  services  for 
building  server-based  applica¬ 
tions. 

A  lack  of  vendor  support 


for  a  common  version  of  Java 
would  be  bad  news  for  cus¬ 
tomers,  who  would  have  less 
assurance  that  a  Java  program 
written  for  one  application 
server  would  run  on  another. 

While  IBM  and  BEA  say 
they  probably  will  sign  on  to 
support  J2EE,  they  still  have 
issues  to  address  with  Sun 
regarding  the  firm’s  control 
over  Java. 

“We  were  a  bit  surprised  by 
Sun’s  decision,"  said  a  deadpan 
Sandy  Rankin,  IBM’s  director 
of  Java  software.  “The  ball  is 
really  in  Sun’s  court  now; 
We’re  interested  to  hear  about 
what  they  see  are  the  alterna¬ 
tives  to  accomplishing  this 
See  Java,  page  16 


Instant  messaging  flap 
renews  call  for  standard 


The  newsweekly  of  enterprise  network  computing 


Government  gives  green  light 
to  Cisco  s  buyout  of  IBM  net  biz 


SECRETS 

of  the 

TARIFF 


BY  MARC  SONGINI 

RESEARCH  TRIANGLE 
PARK,  NC.  —  The  process  of 
transforming  IBM  network 
customers  into  Cisco  cus¬ 
tomers  can  begin  in  earnest 
now  that  the  government  has 
given  its  formal  blessing. 

The  Department  of  Justice 
and  the  Federal  Trade 
Commission  have  decided 


they  have  no  objection  to 
Cisco’s  approximately  $600 
million  buyout  of  the  switch¬ 
ing  and  routing  portion  of 
IBM’s  Networking  Hardware 
Division  (NHD).  To  ease  the 
migration  path  of  NHD  cus¬ 
tomers  to  Cisco  gear,  the  com¬ 
panies  plan  to  begin  interop¬ 
erability  testing  between  their 
separate  products,  sources  say. 

See  NHD,  page  16 
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Carriers  like  to  make 
tariffs  as  complicated  as 
possible  to  hide  the  good 
deals,  but  this  guide  will 
help  you  score  the  best 
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on  New  Year  s  Eve 


BY  CAROLYN  DUFFY 
MARSAN 

The  on-again,  off-again 
instant  messaging  wars  flared 
anew  last  week,  as  America 
Online  attempted  to  block 
traffic  from  AT&T  WorldNet’s 
I  M  Here  service,  a  gambit  that 
worked  only  sporadically  and 
quickly  garnered  criticism. 

The  flap  between  the  two 
ISPs  could  raise  the  profile  of 
ongoing  efforts  to  standardize 
See  Instant,  page  84 


GET  THE 
MESSAGE 

Download  AT&T’s  I  M  Here. 


White  paper:  The  importance 
of  real-time  collaboration 
applications. 
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8-way  intel®  pentium®  III  xeon™  processor-based  servers,  now  high- 
performance  e-business  is  both  achievable  and  affordable,  here  are  eight 

ways  that  8-way  intel-based  servers  will  change  e-business:  ©  you  will 
have  the  high  performance  you  need  to  run  the  most  demanding  e-business 
applications.  @  one  platform  powers  both  nt  and  unix*  solutions,  making 
e-business  more  accessible  and  affordable  than  ever.  @  the  ability  to  scale 
to  8-way  on  a  single  architecture  simply  gives  you  a  broader  choice  of 
server  solutions.  ©  built-in  performance  headroom  absorbs  sudden  spikes 
in  demand.  ©  a  broad  range  of  clustering  solutions  delivers  maximum 
uptime  and  availability.  ©  a  wide  choice  of  os,  apps,  database  software 
and  server  sourcing  gives  you  unprecedented  flexibility  and  agility. 
©  systems  are  widely  available,  thanks  to  overwhelming  support  from 
leading  server  brands  worldwide.  ®  all  of  which  adds  up  to  this:  you  are 
now  ready,  both  financially  and  technologically,  to  take  e-business  to  the 
highest  level,  make  way  for  8-way.  (.  -»  intel.com/ebusiness' ) 
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POWERFUL.  FLEXIBLE.  RELIABLE.  This  is  robust  data  delivery  to  the  99.999th  power! 
We  offer  the  toughest  network  availability  guarantee  in  the  business.  And,  we  back  it  up.  Here's  the  proof:  Intermedia 
Communications'  frame  relay  network  guarantees  99.95%  reliability  end-to-end.  Unlike  other  carriers,  our 
guarantee  also  includes  the  local  loop.  In  fact,  our  actual  uptime  is  an  amazing  99.999%!  Now  that's  confidence. 
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THIS  WEEK 
ONLINE 

E  Keeping  Current.  Last 
week,  Fred  looked  at 
noncomputer  tech¬ 
nologies  that  spurred 
network  innovation. 
This  week,  he'll  take  on  the  top 
five  network  technologies  that 
revolutionized  the  industry.  Read 
his  picks  and  then  chime  in  with 
your  own.  DocFinder:  5937 

Mixed  messages.  Is  unified 
messaging  the  cure  for  message 
overload?  Ipswitch  founder  Roger 
Greene  says  the  technology's 
potential  for  saving  time  and 
money  may  not  live  up  to  its  hype. 
But  Lucent  General  Manager 
Vinnie  Deschamps  says  to  give  it 
a  chance.  Both  execs  will  be 
online  this  week  to  take  your 
questions  about  this  up-and-com¬ 
ing  technology.  DocFinder:  5925 

NOS  upgrade.  What's  better: 
NetWare  5.X  or  Windows  NT? 

A  user  is  trying  to  decide  which 
to  install  for  his  departmental 
server.  He  is  currently  running 
NetWare  3.12,  but  the  rest  of  his 
company  uses  NT.  One  reader 
says:  "Novell  NetWare  is  by  far 
the  more  stable  network  operat¬ 
ing  system  and  is  much  easier  to 
administer  than  NT."  Which 
would  you  recommend  and  why? 
DocFinder:  5938 

Forked  path.  Sometimes  the  call 
to  management  seems  almost 
impossible  to  resist.  But  how 
can  you  dodge  the  management 
path  when  it  seems  your  only 
option  to  get  ahead?  If  you  like 
the  hands-on  part  of  your  job,  is 
there  any  way  to  advance  your 
career  without  ascending  the 
corporate  ladder?  Exchange  tips 
with  other  users  in  our  forum. 
DocFinder:  5939 

Independent  labor. 

By  2003,  half  of  the 
country's  work  force 
will  be  made  up  of 
contractors.  But  how 
can  companies  tap  into  this  free- 
agent  market?  In  this  week's 
Water  Cooler,  Features  Managing 
Editor  Amy  Schurr  shares  what 
she  learned  at  the  IT  Sourcing 
and  Staffing  Conference  and 
offers  tips  for  finding  all  those 
independent  workers. 

DocFinder:  5940 
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Is  unified  messaging  the 
cure  for  message  overload? 
Vinnie  Deschamps  of  Lucent 
says  yes,  while  Roger 
Greene  of  Ipswitch  begs  to 
differ.  Page  57. 
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VA  Linux  wows  Wall  St. 

VA  Linux  Systems’  share  value  rose 
almost  700%  following  its  initial  public 
offering  last  Thursday,  setting  a  record  for 
a  first-day  percentage  gain  on  Wall  Street. 
VA  Linux,  which  started  the  day  with  an 
offer  price  of  $30,  saw  its  shares  rise  to  a 
high  of  $320  before  closing  at  $239.25  on 
a  volume  of  7.68  million  shares.  VA  Linux 
distributes  and  services  the  open  source 
Linux  operating  system,  an  alternative  to 
Microsoft's  Windows  operating  system 
that  has  been  touted  by  some  as  a  strong, 
low-cost  platform  for  Web  servers. 

BroadVision  broadens  vision 

Last  week,  e-commerce  software 
provider  BroadVision  made  its  first  acquisi¬ 
tion  by  snapping  up  Fidutec  Information 
Technology.  Financial  details  of  the  trans¬ 
action  were  not  disclosed. 

Based  in  Lausanne,  Switzerland,  Fidutec 
is  a  system  integrator  staffed  by  English-, 
German-,  French-  and  Italian-speaking  con¬ 
sultants  who  specialize  in  Internet  bank¬ 
ing.  BroadVision  said  it  has  been  working 
with  Fidutec  for  the  last  18  months,  so 
consultants  are  already  trained  to  use  the 
BroadVision  software. 

Gateway  founder  bows  out 

PC.  and  server  vendor  Gateway,  Inc.  last 
week  announced  that  Jeff  Weitzen  will 
replace  company’s  col¬ 
orful  founder  Fed  Waitt 
as  CEO.  Weitzen  will 
continue  to  hold  the 
position  of  company 
president,  running 
Gateway’s  global  oper¬ 
ations,  the  vendor  said. 

Waitt  will  retain  his 
title  as  Gateway  chair¬ 
man  and  play  an  active  Ted  Waitt  (above) 
role  in  shaping  the  is  out  as  Gate- 
company’s  strategy,  way's  CEO. 

The  transition  is  effec¬ 
tive  Jan.  1 . 

NT  4.0  passes  security  muster 

Though  a  year  later  than  expected, 
Microsoft  can  finally  boast  that  its  Windows 
NT  4.0  operating  system  and  CryptoAPIs  for 
encryption  have  passed  government  securi¬ 
ty  evaluations  by  the  National  Security 
Agency  (NSA)  and  the  National  Institute  of 
Standards  and  Technology  (NIST).  Under  the 
exacting  review  —  in  which  Microsoft  took 
the  unprecedented  step  of  letting  the  NSA 
look  at  its  NT  source  code  —  Micro¬ 
soft  had  to  make  software  changes  to 
pass  what’s  called  the  NSA  C2-level  tests  for 
secure  access  control.  These  culminated  in 
NT  Service  Pack  6-A,  but  one  change  came  as 
recently  as  List  week  when  Microsoft  issued 
a  C2  “hot  fix’’  for  access  control,  even  as  it 


announced 
it  had  finally 
gotten  C2 
evaluation. 

The  NIST, 
which  over¬ 
sees  testing 
of  encryp¬ 
tion  mod¬ 
ules,  found 
that  Micro¬ 
soft’s  CryptoAPIs  in  the  Windows  95, 
98,  NT  4.0  and  2000  operating  systems 
meet  the  basic  Level  1  requirements  of 
the  FIPS  140-1  standard.  In  other  words, 
the  encryption  services  work  without 
known  flaws. 

Nice  day  at  the  optical  beach 

There  hasn’t  been  much  opportunity  to 
get  to  know  a  company  called  Qtera,  and  if 
a  rumored  $2.5  billion  to  $3-5  billion  deal 
goes  through,  that  time  is  running  out. 
Nortel  Networks  is  reported  to  be  sniffing 
around  the  year-old  Boca  Raton  start-up, 
ready  to  seal  a  stock  deal  to  capture  Qtera’s 
optical  expertise. 

Qtera,  funded  with  $43  million  in 
venture  capital,  projects  that  by  the 
end  of  next  year  it  will  be  ready  to 
ship  technology  that  enables  all-optical 
transport  gear  that  can  cut  the  equip¬ 
ment  cost  for  long-haul  fiber  networks 
by  90%.  The  deal  would  not  only  en¬ 
rich  Nortel’s  fiber-optic  acumen  with 
Qtera’s  brain  trust,  but  it  would  capture  a 
fistful  of  patents  Qtera  holds  on  the  tech¬ 
nology.  Nortel  isn’t  talking  about  the 
reported  deal. 

CERT  taking  on  new  role 

Carnegie  Mellon  University,  home  to  the 
computer  emergency  response  organiza¬ 
tion  called  the  CERT  Coordination  Center 
—  which  issues  technical  advisories  on 
Internet  security  problems  —  now  plans 
to  tackle  research  on  defensive  measures. 
Carnegie  Mellon’s  Software  Engineering 
Institute  will  house  the  adjunct  CERT 
Analysis  Center  to  research  security  inci¬ 
dents  in  order  to  better  understand  the 
root  cause  of  security  vulnerabilities  and 
ways  to  counter  them. 

Virus  author  pleads  guilty 

Computer  programmer  David  Smith  last 
week  plead  guilty  in  a  New  Jersey  court  to 
having  created  and  spread  the  notorious 
Melissa  virus,  which  is  believed  to  have 
caused  more  than  $80  million  in  damage 
over  the  Internet.  The  virus,  which  struck 
in  March,  attacked  Microsoft  Word  pro¬ 
grams  and  spread  itself  via  infected  e-mail 
attachments.  Under  a  plea  bargain  agree¬ 
ment,  Smith  is  expected  to  serve  up  to  five 
years  in  prison. 


Management  vendors 
target  e-businesses 


BY  JEFF  CARUSO 

Companies  that  need  better 
visibility  into  the  networks  and 
applications  supporting  then- 
new  Internet  businesses  don’t 
necessarily  need  to  look  to 
start-ups  targeting  this  market. 
That’s  because  established 
management  software  compa¬ 
nies  are  retooling  their  prod¬ 
ucts  to  work  in  the  new  e- 
world. 

Among  recent  activity: 

•  Peregrine  Systems  last 
week  introduced  Get. 
Resources,  software  for  track¬ 
ing  assets  that  a  company  buys 
over  the  Internet.  Peregrine 
also  announced  an  alliance 
with  business-to-business  com¬ 
pany  Commerce  One.The  part¬ 
nership  is  aimed  at  allowing 
users  to  purchase  directly  from 
Commerce  One’s  Web  site. 

•  Candle  this  week  will 
reveal  it  is  restructuring  its 
enterprise  business  group  to 
bring  together  its  traditional 
management  tools  with  new 
software  for  e-business.  Candle 
hired  Steve  Kiser,  former  CEO 
of  Xerox  subsidiary  Chrystal 
Software,  to  help  blend  the  two 
disciplines. 

•  Compuware  this  month 
will  start  shipping  enhance¬ 
ments  to  its  EcoTools  software 
to  make  it  more  relevant  to  an 
e-commerce  environment. The 
software  will  be  able  to  tell 
which  Web  pages  get  the  high¬ 
est  number  of  hits,  as  well  as 
measure  transaction  response 
times  for  servers. 

•  Concord  CEO  Jack  Blaeser 
recently  said  his  firm  will  ex¬ 
pand  beyond  its  traditional  net¬ 
work  performance  reporting 
software  to  report  on  the  per¬ 
formance  of  e-business  trans¬ 
actions.  Concord  will  likely 
acquire  other  management 
companies  next  year  to  achieve 
this,  he  says. 

The  efforts  by  these  estab¬ 
lished  firms  to  get  the  extra  let¬ 
ter  “e”  into  everything  they  do 
just  might  work,  according  to 
observers. 

E-business  capabilities  added 
to  existing  management  soft¬ 
ware  can  be  more  palatable  to 
users  than  brand-new  software 
from  untested  companies, 
says  David  Yockelson,  a  vice 


president  at  the  META  Group 
consultancy.  Companies  would 
like  to  tie  e-business  manage¬ 
ment  into  their  existing  net¬ 
work  and  systems  manage¬ 
ment  processes,  he  says. 

Peregrine’s  new  software 
allows  businesses  to  purchase 
supplies  and  equipment  on¬ 
line.  Get.  Resources  is  intended 
to  give  users  a  way  to  compare 
different  online  resellers’  prices 
and  to  track  if  shipments  have 
been  on  time.  The  product 
links  to  Peregrine’s  AssetCenter 
asset  management  software, 
which  tracks  equipment 
throughout  its  useful  life. 

The  software  runs  on  Win¬ 
dows  NT,  is  accessed  via  a 
browser,  and  uses  Oracle, 
Microsoft  or  Sybase  databases. 
Get.Resources  is  expected  to 
ship  in  February.  A  typical 
installation  will  cost  $200,000. 

At  Candle,  “all  products  here 
have  to  be  e-aware,”  says  Kiser, 
the  new  vice  president  and 
group  manager  of  Candle’s 
enterprise  computing  group. 

He  says  Candle  will  build  a 
Web-based  portal  to  manage  all 
the  types  of  systems  the  firm 
currently  supports,  plus  newer 
e-business  systems  such  as  Web 
servers.  Candle’s  existing  man¬ 
agement  tools  will  be  tied  in 
with  the  portal,  he  says. 

Compuware  also  is  inte¬ 
grating  its  management 
tools  as  it  moves  into  e-busi- 
ness.  Compuware’s  enhance¬ 
ments  come  at  a  time  when 
the  company  is  trying  to  tie 
its  EcoTools  monitoring  soft¬ 
ware  into  its  EcoScope 
performance  management 
tool  and  the  capacity-plan¬ 
ning  software  Compuware 
recently  acquired  from  CACI 
International. 

The  new  version  of  EcoTools 
will  ship  this  month.  The  soft¬ 
ware  starts  at  $700  per  server. 

Compuware:  www.compu 
ware.com 

Peregrine:  www. peregrine, 
com 
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When  we  say  Unicenter®  can  manage 
anything,  anywhere,  we  mean  it. 

As  this  Formula  One  MP4/14  car 
races  along  at  speeds  in  excess  of  21 0 
miles  per  hour,  pulling  G  forces  that  rival 
a  jet  fighter  plane,  it  broadcasts  hun¬ 
dreds  of  megabytes  of  critical  telemetry 
data  back  to  the  pit  crew.  They  use  it  to 
make  split-second  decisions  that  often 
mean  the  difference  between  victory 
and  defeat. 

Unicenter  TNG®  helps  the  West  McLaren  Mercedes  race 
team — one  of  the  winningest  teams  in  Formula  One  history — 
interpret  this  vital  information  through  Unicenter  TNG’s  sophisti¬ 
cated  manager/agent  technology,  and  a  revolutionary  3-D 
interface.  Everything  that’s  happening,  from  the  pressure  on 


the  left  rear  brake  pad  to  the  downforce 
of  the  chassis  set-up,  can  be  monitored 
and  managed  through  Unicenter  TNG. 

By  looking  at  this  data  in  a  whole 
new  way,  the  West  McLaren  Mercedes 
race  team  can  now  make  smarter 
decisions  in  less  time.  In  a  business 
where  hundredths  of  a  second  can 
mean  the  world,  Unicenter  TNG  is 
making  a  difference. 

This  is  just  one  example  of  how 
Unicenter  TNG  today  is  managing  all  kinds  of  non-IT  devices 
for  all  kinds  of  organizations. 

Call  us  to  find  out  how  Unicenter  TNG  can  help  you 
be  more  competitive. 

Call  1-888-UNICENTER,  or  visit  www.cal.com 


Unicenter  TNG’s  Real  World  Interface ™  analyzes  critical 
performance  measures  such  as  front  and  rear  brake 
pressure  impact  on  car  speed. 
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News 


Microsoft  makes  wireless  bid 


Ericsson  deal,  neiv  microbrowser  help  company  make  up  ground. 


BY  JOHN  FONTANA 

Despite  another  high-profile 
partnership  and  the  introduc¬ 
tion  of  a  new  microbrowser, 
Microsoft  is  still  trying  desper¬ 
ately  to  get  its  feet  on  the 


less  carriers. 

Microsoft  also  introduced  a 
new  microbrowser  for  wire¬ 
less  phones  called  Mobile 
Explorer,  which  provides  a 
software  platform  for  applica¬ 
tion  services. 


Wireless  boom 

The  number  of  handset  devices,  cell  phones  and  smart  phones 
shipped  per  year  and  the  number  of  people  using  them  are 
expected  to  explode  in  the  next  five  years. 

Celluiar/PCS  subscribers  worldwide  (in  millions) 
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ground  in  the  wireless  market. 

Last  week,  the  software  giant 
and  the  Swedish  telephone 
firm  Ericsson  agreed  to  form  a 
joint  company  that  will  allow 
mobile  users  to  access 
e-mail  with  wireless  phones. 

The  deal  is  similar  to  one 
Microsoft  made  a  year  ago 
with  Qualcomm  to  form 
Wireless  Knowledge,  which 
offers  data  services  to  wire- 


/ 


Be  a 


Net  Know-It-All 

For  the  answer  to  this  week’s  question  and 
more  net  trivia,  visit  Network  World  Fusion 
and  enter  2467  in  the  DocFindcr  box. 


This  week's  question: 


Who  is  Richard  Posner? 


www.nwfu^ion.com 


But  despite  the  two  advance¬ 
ments,  Microsoft  is  late  again 
and  playing  its  usual  game  of 
catch-up. 

“The  wireless  industry  has 
been  doing  a  tango,  and 
Microsoft  has  been  doing  a 
waltz  —  they  are  out  of  step,” 
says  Ian  Gillott,  an  analyst  with 
International  Data  Corp.  in 
Framingham,  Mass.“If  it  was  any 
other  company,  I  would  say  you 
are  too  late,  but  Microsoft 
might  be  able  to  pull  it  out.” 

A  little  more  than  a  year 
ago,  Microsoft  laid  out  its  wire¬ 
less  strategy,  which  was 
intended  to  support  the  firm’s 
move  into  the  post-PC  era.  The 
company’s  four  goals  were  to 
embrace  industry  standards; 
provide  server,  middleware 
and  client  products;  support 
value-added  service;  and  help 
carriers  deploy  infrastructure. 

The  company’s  first  mis¬ 
step  may  have  been  to  snub 
the  Wireless  Application 
Protocol  (WAP)  in  favor  of  IP. 
WAP  is  a  specification  for  pro¬ 


viding  wireless  phones  and 
other  devices  with  efficient 
access  to  e-mail  and  other 
Internet  content  (see  story, 
right).  The  protocol  enjoys 
widespread  acceptance,  but 
Microsoft  only  recently 
pledged  support. 

The  deal  with  Ericsson  is 
significant  in  that  Microsoft 
gains  the  right  to  use 
Ericsson’s  WAP  stack  in  Mobile 
Explorer.  Ericsson  is  one  of  the 
creators  of  the  standard. 

“We’ve  learned  that  Micro¬ 
soft  and  WAP  have  the  same 
goal,”  says  Rebecca  Thompson, 
a  Microsoft  product  manager. 
“WAP  is  committed  to  XML 
and  Internet  standards,  and 
both  are  key  for  us.” 

What  about  Windows  CE? 

Another  Microsoft  goal  is  to 
provide  a  wireless  client  plat¬ 
form.  While  Mobile  Explorer 
does  that,  it  also  masks  another 
Microsoft  misstep. 

“With  Mobile  Explorer, 
Microsoft  in  a  sense  is  going 
around  the  failures  of  Windows 
CE,”  says  Warren  Wilson,  an  ana¬ 
lyst  with  Summit  Strategies  in 
Kirkland, Wash.“They  now  have 
this  technology  they  can  use  to 
play  in  the  market  while  they 
try  to  tune  CE.” 

Windows  CE  has  been  criti¬ 
cized  for  being  too  bulky 
for  deployment  on  wireless 
phones.  A  competing  operating 
system  from  Psion,  called  Epoc, 
is  already  highly  regarded  and 
has  the  backing  of  Ericsson 
through  a  project  called 
Symbian. 

Mobile  Explorer  also  is  likely 
to  have  its  problems  entering 
the  microbrowser  arena.  Nokia, 
Phone.com  and  Spyglass  all 
have  browsers,  while  Mobile 
Explorer  will  not  be  available 
until  late  next  year. 

“Microsoft  is  nowhere  near 
solidly  established  in  this 
market,”  Wilson  says.  “But 
Mobile  Explorer  and  invest¬ 
ments  like  the  one  with 
Ericsson  are  another  step  in 
the  right  direction.” 

With  wireless  key  to 
Microsoft’s  overall  strategy 
and  with  the  market  taking 
off  at  a  furious  pace  (see 
graphic),  Microsoft  is  likely  to 
begin  taking  those  steps  a  lit¬ 
tle  quicker.  3 
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WHAT  IN  THE  WIRELESS 
WORLD  IS  WAP? 


It's  nearly  the  oldest  promise  in  the  history  of  cellular 
phones  —  the  ability  to  access  data  over  a  wireless 
connection. 

For  nearly  10  years  the  promise  has  been  greeted  by 
snickers  and  outright  laughter,  but  now  it  finally  appears  to 
be  garnering  some  credibility. 

Credit  the  Wireless  Application  Protocol  (WAP),  an  open 
protocol  that  allows  for  the  efficient  transmission  of  Web- 
based  data  and  applications  over  a  wireless  connection. 
WAP  is  slim  and  hip;  Internet  standards  are  fat  and  slow. 
WAP  is  not  a  replacement  for  Internet  standards.  It  is 
actually  based  on  many  of  the  standards  currently  running 
on  the  Web.  It's  just  that  WAP  handles  them  in  a  more  effi¬ 
cient  way. 

Internet  standards  such  as  HTTP  and  TCP  are  not  designed 
for  long  latencies,  intermittent  coverage  and  the  limited  band¬ 
width  of  wireless  networks.  HTTP  sends  commands  in  bulky 
text  format,  and  security  standards  require  heavy  client/ 
server  communication  that  makes  them  nerve-wracking  and 
nearly  useless  over  wireless  links. 

WAP's  got  the  goods 

WAP  has  the  answers,  according  to  nearly  all  major  car¬ 
riers,  handset  vendors  and  software  developers  in  the  wire¬ 
less  market. 

WAP  uses  binary  transmission  for  greater  compression 
of  data,  and  is  optimized  for  long  latency  and  low  band¬ 
width.  It  uses  Wireless  Markup  Language,  a  derivative  of 
XML,  for  WAP  content,  which  makes  optimum  use  of  small 
screens,  including  support  for  two-line  text  displays  or  full 
graphic  screens. 

By  2001,  every  wireless  phone  will  be  WAP-enabled, 
according  to  market  research  firm  International  Data  Corp. 
in  Framingham,  Mass.  With  that  kind  of  ubiquity,  much  like 
the  browser  has  enjoyed  on  the  Web,  users  will  be  able  to 
run  applications  on  their  cell  phones  that  could  provide 
great  efficiencies. 

IT  professionals  could  check  the  health  of  their  servers 
while  stuck  in  traffic  on  the  morning  commute.  Sales  per¬ 
sonnel  could  check  on  a  customer's  latest  orders  minutes 
before  stepping  into  their  offices. 

Another  plus  for  WAP  is  that  it  works  over  a  variety 
of  wireless  transport  mechanisms  and  can  work  in  con¬ 
junction  with  Bluetooth,  another  up-and-coming  wireless 
specification. 

Unlimited  potential? 

The  protocol  appears  to  have  unlimited  potential,  with  the 
WAP  Forum  already  working  on  end-to-end  security,  smart 
card  interfaces,  connection-oriented  transport  protocols, 
persistent  storage,  billing  interfaces  and  push  technology. 

With  the  client  side  enjoying  unprecedented  popularity, 
the  back  end  is  beginning  to  be  filled  in.  Nokia  this  week  will 
release  one  of  the  first  WAP  servers,  which  will  be  able  to 
satisfy  appetites  for  WAP-enabled  applications  (see  related 
story,  page  18). 

So  it  looks  like  it's  good-bye  snickers,  hello  reality. 

—  John  Fontana 
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FDD!  nears  the  end  of  the  line 

Chip  makers  announce  “ last  call”  for  silicon;  vendors  urge  users  to  migrate. 


BY  JIM  DUFFY 

FDDI  users  who  have 
delayed  migration  to  newer, 
faster  technologies  had  best  get 
moving  because  FDDI’s  days 
are  now  officially  numbered. 

Chip  manufacturers  have 
announced  a  “last  call”  for  FDDI 
silicon,  which  means  network 


vendors  are  developing  their 
last  FDDI  products.  Once  the 
current  supply  of  FDDI  chips 
and  network  devices  runs  out, 
there  will  be  no  more. 

“The  last  time  we  accepted 
orders  was  July,”  says  Mike 
Shoemake,  product  manager 
for  Motorola’s  PowerQuick 
line  of  communications 


processors.  “Our  last  ship  date 
is  January  2000.” 

Once  the  darling  of  high¬ 
speed  LAN  users,  the  100M  bit/ 
sec  fiber-optic  gear  has  been 
supplanted  by  faster  technolo¬ 
gies,  such  as  Gigabit  Ethernet 
and  ATM,  and  less-expensive 
ones,  such  as  Fast  Ethernet.  The 
last  surge  in  FDDI  purchases 
was  in  1995  and  1996,  when 
ATM  was  in  its  LAN  infancy  and 
Gigabit  Ethernet  was  merely  a 
glimmer  in  some  engineer’s  eye. 

The  market  for  FDDI  has 
been  sharply  declining  since 
1996  (see  graphic). 

Some  users  are  already  well 
into  their  migrations.  Texas 
Christian  University  (TCU)  in 
Fort  Worth,  Texas,  once  had  30 


HSN’s  vice  president  of  tele¬ 
communications  . 

“Since  we  intend  to  make 
the  switch  in  February  —  our 
slowest  month  —  this  [last  call] 
announcement  will  not  change 
our  timeline,”  White  says.  “Most 
of  the  time,  being  lucky  is  bet¬ 
ter  than  being  good.  In  this 
case,  we  lucked  out.” 

Vendors  have  been  encourag¬ 
ing  FDDI  customers  to  migrate 
to  alternative  technologies  for  a 
few  years,  but  now  the  encour¬ 
agement  has  been  replaced  by 
prodding  and  nudging. 

“FDDI  has  been  a  very  stable 
technology  for  customers  and 
has  served  them  well  for  quite 
a  long  time,”  says  Tim  Hale, 
senior  product  marketing  man¬ 
ager  at  3Com.  “With  this  news 
from  the  silicon  vendors,  now 
is  the  time  to  seriously  look  at 
your  FDDI  migration  solution 
rather  than  waiting  until  you 
can’t  get  FDDI  anymore.” 

3Com  offers  up  to  a  20% 


FDDIs  light  goes  dim 

Sales  and  shipments  of  FDDI  equipment  have  dropped  by  more 
than  60%  since  1996. 
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hosts  and  about  4,000  end- 
stations  on  an  FDDI  network; 
that’s  now  down  to  two  hosts 
and  a  half-dozen  endstations, 
says  Bill  Senter,  manager  of  tech¬ 
nical  services  at  the  university. 

TCU  converted  most  of  its 
FDDI  nodes  to  Gigabit  Ethernet 
last  summer.  The  school  will 
complete  its  transition  in  the 
next  month,  Senter  says. 

“We  actually  decided  to  go 
before  we  heard  [the  last  call] ,” 
Senter  says.  “It  was  like,  ‘Wow, 
good  thing  we  were  moving.’ 
We  really  have  liked  FDDI  and 
almost  had  a  sentimental 
attachment  to  it  because  it’s 
been  so  reliable  and  the  redun¬ 
dancy’s  been  great.” 

The  Home  Shopping  Net¬ 
work  in  St.  Petersburg,  Fla.,  still 
has  an  FDDI  ring  at  the  heart  of 
its  network,  but  plans  to  replace 
that  with  Gigabit  Ethernet  early 
next  year,  says  Roderick  White, 


rebate  toward  the  purchase  of 
qualified  3Com  products  on 
the  trade-in  of  comparable, 
competitive  networking  prod¬ 
ucts.  3Com  also  offers  a  rebate 
of  50%  off  the  list  price  of  its 
CoreBuilder  9000  switch  when 
customers  trade  in  earlier- 
generation  3Com  switches. 

For  those  who  want  to 
squeeze  through  the  last  few 
bits,  vendors  are  stockpiling 
FDDI  products  to  last  a  few 
years. 

“Especially  in  the  high-end 
router  series,  we  recognize 
that  FDDI  is  going  to  be 
around  for  quite  a  while.  So  we 
decided  to  go  ahead  and  invest 
pretty  heavily  in  doing  a  very 
large  last-time  buy  to  take  care 
of  any  of  our  demand  require¬ 
ments  far  into  the  future,”  says 
Tom  Russell,  manager  of  prod¬ 
uct  marketing  for  high-end 
routing  at  Cisco.  B 
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Standard  pitched  for  linking  e-comm  apps,  directories 


BY  JOHN  FONTANA 

A  proposed  standard  that  could 
help  unite  corporate  directories  and 


e-commerce  applications  is  being 
greeted  with  cautious  optimism  by 
users  and  analysts. 

Bowstreet  last  week  led  a  group  sub¬ 


mitting  the  Directory  Services  Markup 
Language  1.0  (DSML)  to  three  stan¬ 
dards  clearinghouses,  including  the 
Organization  for  the  Advancement  of 
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Structured  Information  Standards 
(OASIS),  an  international  group  that 
focuses  on  data  exchange  formats.  IBM, 
Microsoft  and  three  other  companies 
joined  with  Bowstreet 

Observers  say  moving  DSML  through 
the  standards  process  is  the  right  way  to 
go,  but  warn  they  will  take  a  wait-and- 
see  approach  to  the  technology,  since  it 
is  based  on  XML,  an  increasingly  popu¬ 
lar  but  largely  unproven  technology. 

“DSML  has  the  potential  to  help  solve 
die  problem  of  interoperable  and  inter¬ 
changeable  directories,  and  I  will  take  a 
good,  hard  look  at  it,”  says  one  directory 
manager  for  a  Canadian  financial  firm 
who  asked  to  remain  anonymous.  “But  I 
need  to  separate  the  reality  from  the 
hype;  that’s  what  worries  me  about  XML.” 

Directories  all  have  proprietary 
schema,  a  way  to  define  the  objects  and 
attributes  they  house.  With  DSML,  direc¬ 
tories  would  be  able  to  describe  the 
information  they  contain  in  a  standard 
way.  Any  XML-based  application  could 
use  DSML  to  read  schema,  such  as  infor¬ 
mation  about  end-user  access  rights  that 
could  be  important  for  companies 
deploying  extranet  and  business-to-busi- 
ness  commerce  applications. 

DSML  would  reduce  the  need  for 
developers  to  build  directory-specific 
interfaces  into  their  applications. 

“If  you  are  writing  an  XML-aware 
application,  that  means  you  will  be  able 
to  consume  directory  information,  and 
that  is  a  good  thing,”  says  Jamie  Lewis, 
president  of  The  Burton  Group,  a  con¬ 
sultancy  in  Midvale,  Utah.  But  Lewis  cau¬ 
tions  that  XML  may  be  getting  over¬ 
hyped  and  that  DSML  won’t  magically 
resolve  directory  interoperability  issues. 

Caution  appears  to  be  prudent,  since 
DSML  has  yet  to  be  accepted  by  a  stan¬ 
dards  body.  The  specification  was  sub¬ 
mitted  last  week  to  OASIS,  but  the  sides 
are  still  discussing  the  submission  of  a 
request  for  a  working  group  charter, 
according  to  Laura  Walker,  executive 
director  of  OASIS. 

Bowstreet,  in  hopes  of  gamering 
broad  support,  also  submitted  the  spec¬ 
ification  to  the  World  Wide  Web  Consor¬ 
tium,  which  controls  the  base  XML  stan¬ 
dard,  and  BizTalk,  a  Microsoft-led  initia¬ 
tive  to  develop  XML  formats. 

Bowstreet  officials  expect  it  will  be 
up  to  a  year  before  DSML  becomes  a 
recognized  standard,  but  the  firm  already 
has  included  the  specification  in  its  Web 
Automation  Factory,  a  platform  for  creat¬ 
ing,  managing  and  linking  customized 
Web  sites  for  business-to-business  com¬ 
merce.  IBM,  Microsoft,  Novell,  Oracle 
and  Sun/Netscape  have  all  said  they  will 
include  DSML  in  their  directories.  B 
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Start-up  carriers  make  converged  services  pitches 


BY  TIM  GREENE 

Two  upstart  carriers  will  use 
free  or  cut-rate  ’Net  access  as  a 
carrot  to  lure  small  and  midsize 
businesses  to  sign  up  for  new 
services  that  carry  voice  and 
data  traffic  over  a  single  link. 

In  separate  efforts,  2nd 
Century  Communications  and 
Urban  Media  are  rolling  out 
bundled  services,  with  2nd 
Century  letting  customers 
burst  above  their  dedicated 
Internet  access  speed  for  free, 
and  Urban  offering  200K 
bit/sec  Internet  access  at  no 
charge. 

Receiving  voice  and  data  ser¬ 
vices  over  a  single  trunk  line 
can  save  customers  money  by 
eliminating  the  need  to  pay  for 
separate  access  lines.  It  can  also 
be  more  convenient  than  deal¬ 
ing  with  both  a  local  phone 
company  and  an  ISR 

The  bundled  offerings, 
among  the  first  designed  for 
small  and  midsize  companies, 
feature  local  phone  service 
prices  that  depend  on  the 
going  rates  in  different  mar¬ 
kets.  Long-distance  is  also 


included  in  the  services. 

2nd  Century  feeds  customer 
sites  via  traditional  T-l  circuits. 
It  installs  Vina  Technologies 
integrated  access  devices  at 
customers’  sites.  These  devices 
have  analog  voice  ports  to  han¬ 
dle  phone  connections  and  10/ 
100M  bit/sec  Ethernet  ports  to 
the  sites’  LANs. 

Both  voice  and  data  are  sent 
back  via  ATM  to  2nd  Century’s 
switching  office.  Switches  from 
AFC  and  Convergent  dump 
voice  traffic  onto  the  public 
phone  network,  and  Internet 
traffic  is  sent  to  an  ISR 

While  the  network  embraces 
cutting-edge  technologies,  it 
also  relies  on  relatively  untested 
equipment  companies,  notes 
Tim  Smith,  an  analyst  with 
DataQuest.  “That’s  a  risk  they 
take  as  they  go  to  market,” 
Smith  says. 

2nd  Century  will  sell  to  any 
customer  in  its  service  areas, 
which  initially  includes  Atlanta; 
Austin, Texas;  Baltimore;  Boston; 
Houston;  Jacksonville,  Fla.; 
Orlando;  Miami;  Philadelphia; 
Pittsburgh  and  Tampa,  Fla. 

The  Global  Companies  has 


upgraded  its  voice  and  data  net¬ 
works  by  switching  to  2nd 
Century  and  is  saving  money  to 
boot.  For  example,  Global  has 
gone  from  28  to  38  phone  lines 
at  its  St.  Petersburg,  Fla.,  site 
and  pays  $250  per  month  less 
than  it  did  before,  says  Don 
Holcomb,  Global’s  vice  presi¬ 
dent  of  operations. 

As  for  Urban,  the  carrier  runs 
fiber  from  the  basement  of 
buildings  to  each  tenant  floor 
and  multiplexes  voice  and  data 
onto  T-3  trunks  back  to  its 


switching  offices. 

Urban  sells  only  to  business¬ 
es  located  in  office  buildings 
owned  by  a  network  of  associ¬ 
ated  property-management 
companies.  The  carrier  is 
rolling  out  services  in  Chicago, 
Dallas,  Detroit,  Houston,  Jack¬ 
sonville,  Los  Angeles,  Minne¬ 
apolis,  Philadelphia,  and  the  San 
Francisco  Bay  and  Washington, 
D.C.,  areas. 

Urban  isn’t  saving  customer 
Fort  Point  Partners  any  money 
over  its  alternatives,  but  Fort 


Point  Vice  President  of 
Operations  Mark  Corrales  says 
the  carrier  gets  services 
installed  faster  and  is  more 
responsive  to  calls  for  help 
than  other  providers. 

Both  2nd  Century  and 
Urban  plan  additional  ser¬ 
vices,  including  application 
outsourcing,  network  manage¬ 
ment,  virtual  private  networks 
and  wireless  LANs. 

2nd  Century:  www.2ndcen- 
tury.com;  Urban:  www.urban- 
media.com 


Upstarts  try  beating  the  Bells 

2nd  Century  Communications  and  Urban  Media  are  trying  to  lure  small  and  midsize  businesses 
with  packaged  voice  and  data  services. 

Internet  access 

Local  voice 

Long-distance 

2nd  Century  $500  (1 28K  bit/sec,  burstable  to  1 ,2M  bit/sec) 

On  par  with  local  Bell 

About  9  cents  per  minute 

Urban  Media  Free  (200K  bit/sec,  may  be  slower  due  to 
stat  muxing) 

On  par  with  local  Bell 

4  to  7  cents  per  minute 

CA  to  bring  smart  agents  to  e-comm  apps 


breaking  news 

Network  World  Fusion  now  has  more  news  than  ever. 
Check  out  these  stories  online: 

Novell  uncorks  support 
packs  tor  NetWare  4,  5 
Novell  this  week  will  make 
available  a  beta  version  of  its 
latest  support  packs  for 
NetWare  4,  5  and  Group  Wise. 

Support  packs  are  intended  to 
fix  bugs  in  NetWare,  and  this 
package,  for  instance,  is 
designed  to  correct  1,200  to 
1 ,500  errors.  DocFinder:  5941 

Kennard:  Fixed  wireless  could  rival  DSL,  cable 

Broadband  fixed-wireless  systems  are  a  potential  widespread 
competitor  to  DSL  and  cable  modems,  says  the  nation’s  top 
telecom  regulator.  And  the  creation  of  large  telecom  companies 
through  mergers  could  help  bring  about  such  a  three-way  race 
for  control  of  broadband  networking.That  was  the  view  Federal 
Communications  Commission  Chairman  William  Kennard 
expressed  in  a  keynote  to  last  week’s  annual  gathering  of  the 
nation's  top  telecom  lawyers.  DocFinder:  5942 

Bush  takes  to  the  Web 
Campaign  2000  took  a  high-tech  turn  as 
Texas  Gov.  George  W.  Bush  used  video- 
conferencing  software  to  speak  with  New 
Hampshire  fourth-graders  last  week.  Using  White  Pine's  CU- 
SeeMe  Pro  videoconferencing  client,  Bush  was  able  to  see  the 
students  and  hear  their  questions  from  the  three  remote  sites. 
DocFinder:  5943 
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Company  gives  new  details  on  predictive  Neugent  technology. 


BY  ELLEN  MESSMER 

IS  LAND  LA,  NY—  Computer 
Associates  last  week  shed  new 
light  on  its  plans  to  deliver  pre¬ 
dictive  reasoning  technology 
that  should  make  it  easier  for 
companies  to  manage  net¬ 
works  and  online  business 
transactions. 

CA  has  been  talking  about 
its  Neugent  software  agents 
for  at  least  a  year  and  a  half, 
but  only  last  week  started  to 
get  down  to  specifics.  The 
company  says  it  will  deliver 
Neugents  for  its  line  of  e-com¬ 
merce  and  security  applica¬ 
tions  as  well  as  for  a  host  of 
third-party  products.  CA  has 
Neugents  in  the  works  for 
everything  from  Unix  to 
Microsoft  Exchange  to  3Com 
Palm  handheld  devices  to 
routers. 

The  first  Neugent  shipped 
by  CA  monitors  Windows  NT 
systems.  The  company  also 
offers  a  tool  kit  that  lets  cus¬ 
tomers  roll  their  own  Neugents 
designed  to  work  with  CA’s 
Unicenter:  The  Next  Genera¬ 
tion  management  platform. 


Neugents,  based  on  neural 
network  technology,  learn  from 
experience  so  they  can  spot 
potential  problems  with  appli¬ 
cations,  networks  or  devices 
and  notify  end  users  or  net¬ 
work  managers. 

CA  plans  to  highlight  its  first 
slew  of  Neugents  next  spring  at 
the  company's  annual  customer 
conference  in  New  Orleans. 
However,  CA  declined  to  detail 
when  its  Neugents  will  ship. 

Among  the  Neugents  that 
could  be  on  display  are  those 
that  will  come  as  options  with 
CA’s  assorted  financial  and 
supply-chain  products,  which 
are  sold  through  the  com¬ 
pany’s  recently  formed  Inter- 
Biz  e-commerce  division.  The 
Neugents  for  e-commerce 
applications  from  CA  acquisi¬ 
tions  such  as  MK  Group, 
Prestige  Software,  Acacia 
Technologies  and  Portico,  will 
help  companies  better  diag¬ 
nose  buying  patterns,  delin¬ 
quent  accounts  and  inventory' 
levels. 

Some  longtime  CA  cus¬ 
tomers  are  intrigued. 

“This  could  give  us  a  better 


ability  to  forecast  sales,”  says 
Dawne  Luetscher,  director  of  IS 
at  Arrow  Group  Industries  in 
Wayne,  N.J.,  which  uses  CA’s 
MK  Group  supply-chain  appli¬ 
cation  for  issuing  reports  and 
managing  transactions  and 
inventory.  Arrow  Group  sells 
storage  buildings  to  customers 
such  as  Sears  and  Home  Depot. 

If  a  Neugent  module  can 
scour  public  information  such 
as  U.S.  economic  reports  or 
Moody’s  bond  ratings  with 
Arrow  Group’s  sales  and  cus¬ 
tomer  lists,  it  might  aid  in  pre¬ 
dicting  sales,  Leutscher  says. 

CA  last  week  also  announced 
it  is  building  its  artificial-intelli¬ 
gence  technology,  which  can 
provide  predictions  in  a  3-D 
visual  form  —  into  the  com¬ 
pany’s  Jasmine  ii  application 
development  environment. 

The  Jasmine  ii  tool  kit, 
now  in  beta  testing,  lets 
developers  build  a  server- 
based  repository  to  store  data 
objects  mapped  from  applica¬ 
tions  and  databases  built  on 
object-oriented  programming 
technologies,  including  Java 
and  C++.  3 
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Java, 

continued  from  page  1 

goal  of  a  Java  standard.” 

Ironically,  it  was  IBM 
refugee  Pat  Sueltz,  the  recently 
appointed  president  of  Sun’s 
softw  are  and  platforms  group, 
who  broke  the  news  last  week 
about  Sun’s  decision  during 
the  Java  Business  Conference 
’99  in  New  York. 

“We  will  remain  the  [Java] 
guardians,”  Sueltz  said,  noting 
that  the  European  Computer 
Manufacturers’  Association 


(ECMA)  —  the  group 
Sun  has  been  work¬ 
ing  with  since  May  to 
standardize  Java  — 
hadn’t  done  anything 
w'rong.  Sun’s  decision 
had  more  to  do  with 
the  company’s  com¬ 
mitment  to  control 
compatibility  among 
various  Java-based 
products  and  to 
speed  Java  develop¬ 
ment,  she  said. 

However,  observers  say 
Sun’s  relationship  with  the 


ECMA  became 
strained  because  of 
the  group’s  policy  of 
not  maintaining  a 
vendor’s  copyright 
and  Sun’s  insistence 
on  not  giving  up  its 
Java  copyright. 

The  Java  standard 
decision  wasn’t  the 
only  move  by  Sun 
last  week  that  ran¬ 
kled  the  Java  faith¬ 
ful.  The  company 
had  to  apologize  to  a  group  of 
open  source  developers 


Sun's  Pat  Sueltz 
has  ruled  out  plans 
to  work  with  stan¬ 
dards  body  ECMA. 


NHD, 

continued  from  page  1 

It  is  also  likely  that  Cisco  will 
tweak  its  management  soft¬ 
ware  to  handle  IBM  devices. 

There  appears  to  be  little 
apprehension  among  cus¬ 
tomers  about  moving  from  IBM 
to  Cisco,  although  one  manager 
expressed  concern  about  nar¬ 
rowing  market  options. 

“The  problem  I  have  is 
Cisco  is  coming  too  close  to 
being  a  monopoly,”  says  an  IT 
director  at  a  large  enterprise 
network,  who  spoke  on  the 
condition  of  anonymity.  “We 
always  want  to  have  two  ven¬ 


members.  In  fact,  SHARE 
intends  to  add  more  Cisco 
teaching  sessions  to  assist  the 
IBM  users  in  their  migration 
efforts. 

“Cisco  approaches  IBM  in 
terms  of  responsive  service 
and  support,”  says  Donald 
Haile,  an  IS  manager  at  Fidelity 
Investments  in  Boston.  “They 
have  a  mature  service  organi¬ 
zation,  and  they  know  how  to 
get  things  done.” 

Haile  believes  NHD  cus¬ 
tomers  should  be  reassured 
by  the  fact  that  Cisco  is  popu¬ 
lated  by  a  number  of  ex- 
IBMers,  including  company 
CEO  John  Chambers. 


more  upbeat  today  than  he 
was  when  the  Cisco-IBM  deal 
was  first  announced.  His  com¬ 
pany  network  was  primarily 
Cisco-based  but  had  about 
300  users  who  relied  on  15 
IBM  2216  routers.  Now  his 
company  intends  to  phase 
out  the  IBM  gear  and  run  the 
entire  network  on  Cisco 
equipment,  making  it  easier 
to  manage.  “Cisco  has  treated 
us  well,”  he  adds. 

“We  chose  Cisco  as  our  ven¬ 
dor  about  four  years  ago,”  says 
Laurence  Kung,  a  senior  net¬ 
work  manager  at  MCI  World- 
Com.’This  validates  the  path  we 
chose,  now  that  the  industry  is 


"Cisco  approaches  IBI\/I  in 
terms  of  responsive  service 
anti  support .  They  have  a 
mature  service  organization, 
anti  they  itnow  how  to  get 
things  tione." 


Donald  Haile,  IS  manager,  Fidelity  Investments 


dors,  and  in  this  area,  we 
don’t.  Cisco  is  the  networking 
company.”  The  manager  says 
that  while  Cisco  is  usually 
very  responsive  to  customer 
requests,  he  fears  that  could 
change  and  “there  would  be 
no  alternative”  vendor. 

Most  users  expressed 
greater  confidence,  however. 
With  its  vast  market  share, 
Ciseo  is  a  natural  choice  for 
users  to  go  to  for  their  net¬ 
work  gear,  says  Ron  Thielen, 
an  IT  planner  at  the  Universi¬ 
ty  of  Chicago  and  president  of 
the  SHARE  user  group,  which 
includes  IBM  and  Cisco  cus¬ 
tomers. Thielen  says  migrating 
to  Cisco  equipment  is  not  a 
concern  for  most  SHARE 


Fidelity’s  massive  network 
includes  thousands  of  Sun 
servers  and  several  main¬ 
frames  attached  to  Cisco 
routers  via  Channel  Interface 
Processors.  Fidelity  has  been 
migrating  from  SNA  to  IP  for 
the  past  five  years  and  except 
for  the  mainframe-to-main- 
frame  communications,  is 
mostly  an  IP  shop.  Fidelity 
still  has  15  NHD  3745 
Communications  Controllers 
to  run  SNA  sessions  and  they 
work  very  well;  nevertheless 
the  company  will  probably 
shed  them  in  the  next  couple 
of  years,  Haile  says. 

One  network  manager  at  a 
large  insurance  company  who 
asked  not  to  be  named  is 


taking  the  same  one.” 

MCI  WorldCom  is  complet¬ 
ing  an  SNA-to-IP  migration 
and  still  has  some  IBM  gear  in 
its  network,  Kung  says,  but  is 
primarily  a  Cisco  shop.  While 
the  migration  was  positive 
overall,  there  were  difficulties 
doing  things  such  as  getting 
IBM  monitoring  software  to 
extract  data  from  the  Cisco 
devices,  he  says.  With  IBM  and 
Cisco  now  partners  instead  of 
direct  competitors,  users  may 
even  find  it  easier  to  conduct 
their  SNA-to-IP  migrations,  he 
suggests.  3 
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known  as  Blackdown  after 
neglecting  to  give  the  group 
credit  for  a  port  of  Java  on 
Linux  that  Sun  initially  billed 
in  a  press  release  as  a  joint 
effort  between  it  and  Inprise. 

Now,  the  good  news 

But  Sun,  like  the  jazz  band 
that  played  cool  and  smooth 
tunes  at  the  company’s  Java 
party  last  week,  hit  a  few  high 
notes  of  its  own  at  the  confer¬ 
ence.  Among  these  was  the 
company’s  decision  to  do 
away  with  certain  royalties  it 
had  been  extracting  from  Java 
developers. 

And  even  Sun’s  decision  on 
yanking  Java  out  of  the  ECMA’s 
hands  wasn’t  considered  bad 
news  by  all  Sun  partners. 

“Long-term,  we  think  it 
would  be  beneficial  to  the 
industry  to  turn  Java  over  to  a 
standards  body,”  said  John 
Magee,  Oracle’s  director  of 
Internet  platform  marketing. 
“But  we’re  comfortable  with 
the  decision  on  ECMA  because 
the  process  [created  by  Sun 
for  developing  the  Java  specifi¬ 
cation]  has  been  working  very 
well.” 

The  system  he  refers  to  is 
the  Java  Community  Process, 
under  which  anyone  can  pro¬ 
pose  a  change  to  the  Java  spec¬ 
ification.  A  Sun  “program 
office”  reviews  proposals  and 
invites  members  of  the  Java 
development  community  to 
work  on  turning  approved 
proposals  into  drafts  that  are 
then  used  by  Sun  engineers  to 
build  new  Java  code. 

The  ECMA  decision  got 
mixed  reviews  from  users. 
Without  copyright  protection, 
Sun  would  be  unable  to  go  to 
court  to  prevent  other  com¬ 
panies  from  creating  incom¬ 
patible  Java  Virtual  Machines 
or  other  software,  said  inde¬ 
pendent  Java  consultant 
Rajeev  Karunakaran,  of  San 
Francisco. 

“If  making  Java  a  standard 
means  it  becomes  easier  for 
Microsoft  to  create  a  divergent 
form  of  Java,  then  I  think  Sun’s 
decision  was  right,”  he  says. 

Sun  has  achieved  its 
write-once,  run-anywhere  goal 
for  Java,  Karunakaran  says,  and 
he  wants  to  see  that  accom¬ 
plishment  protected. 

But  he  also  wants  a  Java 
standard  —  sooner  rather  than 
later.  And  he  wants  a  standard 
that  isn’t  tied  to  the  fortunes 
of  a  given  vendor. 

Given  that  so  many  com¬ 
panies  have  so  much  riding  on 


Sun's  decision  to  pull 
Java  out  of  the  interna¬ 
tional  standards  process 
has  upset  some  key  Java 
backers  and  could  affect 
the  way  Java  applications 
work  across  enterprise 
networks.  Critics  of  Sun's 
decision  say  the  lack  of  a 
standard  leaves  more 
room  for  varied  —  and 
incompatible  —  imple¬ 
mentations  of  Java  in 
enterprise  applications. 


Java,  the  brouhaha  over  Sun’s 
standards  decision  promises  to 
continue. 

“We  want  a  model  in  place 
to  maintain  the  pace  of  J2EE 
innovation,”  says  Scott  Dietzen, 
chief  technology  officer  of 
BEA’s  e-commerce  server 
group.  BEA  has  hammered  out 
an  agreement  in  principle 
with  Sun  on  these  concerns, 
according  to  Dietzen. 

That’s  not  the  case  with 
IBM,  which  is  wrangling  with 
Sun  over  the  latter’s  insistence 
of  creating  a  label,  or  brand, 
called  “J2EE  compatible.”  IBM’s 
Rankin  says  compatibility  test¬ 
ing  is  vital  and  IBM  fully  sup¬ 
ports  it,  but  the  branding 
would  confuse  enterprise  cus¬ 
tomers  by  seeming  to  create  a 
different  Java,  she  says. 

“It’s  not  adding  any  value  to 
our  customers,”  Rankin  says. 

The  challenge  Sun  faces 
now  is  managing  a  growing 
federation  of  vendors  and 
developers  fully  committed  to 
using  Java  to  compete  with 
each  other.  This  is  a  political 
world  more  than  a  technical 
one.  Sueltz,  a  veteran  of  years 
of  IBM  politics,  may  be  ideally 
suited  for  this  new  world. 

One  of  her  first  key  moves 
was  a  reorganization  that  put 
George  Paolini,  former  vice 
president  of  marketing,  in 
charge  of  a  new  group 
focused  on  serving  the  needs 
of  the  vendor  partners  and 
developers.  Paolini  described 
his  role  as  that  of  an  ombuds¬ 
man  —  an  impartial  interme¬ 
diary  between  the  community 
members  and  Sun.  □ 

Get  more  info  online. 

|  DocFinder:  S935  | 
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Briefs 


Allied  Telesyn  International 

last  week  announced  a  line  of 
low-density  Gigabit  Ethernet 
switches  for  high-bandwidth 
Layer  2  switching  in  data-inten- 
sive  workgroup  and  desktop 
environments.  The  AT-GS900 
series  delivers  gigabit  switching 
at  a  street  price  of  less  than 
$315  per  port,  Allied  Telesyn 
says.  The  AT-GS903  features 
three  fixed  1000SX  gigabit  ports 
and  a  single  10/100TX  port.  The 
AT-GS904  sports  four  fixed 
1000SX  ports  that  provide  an 
aggregate  throughput  of  more 
than  5.9  million  packet/sec,  the 
company  says. 

The  AT-GS903  and  the  AT- 
GS904  are  available  now,  at  list 
prices  of  $1,690  and  $1,840, 
respectively. 

Allied  Telesyn:  www.allied 
telesyn.com 

Storage  vendor  Seagate 
Technology  last  week  an¬ 
nounced  a  finalized  agreement 
to  buy  Xiotech  and  its  storage- 
area  network  product  Magni¬ 
tude.  The  stock-swap  deal  to 
acquire  the  privately  held 
Xiotech  is  valued  at  about  $360 
million,  Seagate  says. 

Seagate  www.seagate.com; 
Xiotech:  www.xiotech.com 

Inrange  Technologies  this 
week  will  announce  a  Fibre 
Channel  switch  for  storage-area 
networks  (SAN).  The  128-port 
FC/9000  is  designed  for  enter¬ 
prise  data  center-based  SANs 
and  includes  support  for  full 
switched-fabric  and  Fibre 
Channel  Arbitrated  Loop  environ¬ 
ments.  The  switch  has  redun¬ 
dant  control  modules,  power 
supplies,  fans  and  hot-swap¬ 
pable  components,  which 
increase  its  fault  tolerance. 

The  FC/9000  will  be  available 
in  the  second  quarter  of  2000. 
Pricing  is  not  yet  available. 

Inrange:  www.inrange.com 
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RedCreek  aims  to  build  bigger  VPNs 

Faster  hardware  and  new  software  support  more  users,  easier  management. 


BY  TIM  GREENE 

NEWARK,  CALIF.  —  RedCreek 
Communications  is  bringing  out  virtual 
private  network  hardware  and  software 
to  help  users  build  larger  VPNs  that  are 
easier  to  manage. 

Among  the  company’s  new  offerings 
being  announced  this  week  are  a  high¬ 
speed  VPN  tunnel  server,  a  management 
platform  that  network  managers  can  use 
to  set  policies  for  users,  and  a  new  oper¬ 
ating  system  with  hooks  for  routing  and 
firewall  applications. 

The  new  tunnel  server,  the  Ravlin 
7150,  supports  a  full  T-3  worth  of  traffic. 
The  device  sends  and  receives  encrypted 
data  over  a  45M  bit/sec  link  to  the 
Internet,  establishing  secure  links  with 
other  Ravlin  tunnel  servers  or  individual 
RedCreek  clients. 

The  Ravlin  7150  has  enough  process¬ 
ing  power  to  handle  as  many  as  200 
simultaneous  site-to-site  connections  to 


RedCreek's  Ravlin  7150  tunnel  server  sup¬ 
ports  1,000  connections  at  T-3  speed. 


other  tunnel  servers  at  separate  nodes  of 
a  VPN.  The  box  can  also  handle  about 
1,000  simultaneous  connections  with 
individual  dial-up  clients. 

The  device  supports  IP  Security 
authentication  and  Data  Encryption 
Standard  3,  and  is  interoperable  with 
Remote  Authentication  Dial-In  User 
Service  servers.  It  features  a  10/100M 
bit/sec  Ethernet  port  to  connect  to 
the  LAN. 

RedCreek  says  the  new  box  is  a  big 
improvement  over  its  former  high-capac¬ 


ity  server,  the  Ravlin  7100,  which  also  had 
a  T-3  interface. 

“It’s  identical  to  the  7100,  but  it’s 
twice  as  fast  and  handles  twice  as 
many  users  for  $1,000  more,”  says  Jim 
Perry,  RedCreek’s  director  of  channel 
marketing. 

The  new  Ravlin  7150  costs  $8,500. 

The  T-3  box  is  key  to  enterprises  that 
have  passed  the  initial  trial  phase  of  VPN 
use  and  are  ready  to  authorize  hundreds 
or  thousands  of  users  with  access  to  the 
VPN,  says  Raymond  Keneipp,  principal 
analyst  with  The  Burton  Group.  “You  need 
a  really  big  pipe  and  powerful  encrypt¬ 
ing,”  he  says. 

The  operating  system  for  all  Ravlin 
boxes,  including  the  7150,  has  been 
upgraded  to  include  a  packet  transform 
engine,  which  is  software  that  manipu¬ 
lates  packets.  For  example,  the  engine 
would  enable  the  Ravlin  to  filter  packets 
in  conjunction  with  a  firewall.  The 
See  RedCreek,  page  24 


Data  replication  helps  prevent  potential  problems 


BY  DENI  CONNOR 

The  anticipation  of  day-long  power 
outages  and  disruptive  earthquakes  that 
could  cause  downtime  and  lost  transac¬ 
tions  was  on  Tom  Halen’s  mind  when  he 
decided  he  needed  to  replicate  data  from 
his  financial  network  in  San  Francisco  to 
a  remote  office  in  San  Diego. 

Halen,  general  manager  at  Golden  Gate 
Financial  Group,  is  using  data  replication 
software  from  Network  Integrity.  Dubbed 
Real-time  Replicator,  the  software  lets 
customers  continuously  copy  data  from 
one  site  to  another  in  real  time  as  changes 
are  made.  In  the  event  of  a  failure,  up-to- 
the  minute  data  can  be  retrieved  from  the 
remote  site. 

Numerous  vendors,  including  IBM, 
EMC,  Compaq  and  Veritas,  have  adopted 
data  replication  technology  for  Windows 
NT  and  Unix  platforms  from  the  main¬ 
frame,  where  data  replication  is  common. 

Robert  Gray,  an  analyst  at  International 
Data  Corp.  in  Framingham,  Mass.,  says 
data  replication  software  is  prevalent  in 
the  banking  industry,  where  its  use  is 
mandated.  “It  gives  you  a  means  of  mak¬ 


ing  data  available  24-7 
forever,”  Gray  says. 
“More  and  more  high- 
availability,  high-end 
storage  will  be  orga¬ 
nized  in  configurations 
that  have  that  disaster 
tolerant/disaster  recov¬ 
ery  capability.” 

Golden  Gate  Finan¬ 
cial  Group,  which 
makes  about  $1  billion 
in  trades  per  month, 
replicates  6.6G  bytes  of 
data  over  T-l  lines  as 
changes  are  made  from 
its  head  office  in  San 
Francisco  to  a  remote 
office  in  San  Jose  in  real 
time. 

The  company  re¬ 
couped  its  investment 
in  Network  Integrity’s 
Real-time  Replicator 
quickly  last  year  when 
San  Francisco  was  hit 
by  a  day-long  power 
See  Data,  page  24 


Cross-country  replication 

Merrill  Lynch  uses  Real-time  Replicator  on  its  NT  server 
network  so  its  branch  offices  always  have  quick  access  to 
fresh  data. 

Every  midnight  on  the  East  Coast,  2G  bytes  of  financial  data  are  sent  from 
NT  servers  in  New  Jersey  to  the  California  offices.  This  lets  employees  use 
the  most  recent  data  locally,  without  the  2-  to  3-minute  transmission  delay. 


finonriol  rornrrlo 


At  noon  each  day,  updates  that  were  made  to  the  data  are  sent  from 
New  Jersey  to  California. 
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Nokia  package  offers  wireless  IP  for  the  masses 


BY  MARC  SONG1NI 

Users  looking  to  have  their  handheld 
devices  securely  tied  to  a  wireless  IP 


backbone  may  want  to  check  out  the 
latest  offerings  from  Nokia. 

The  big  mobile  phone  company  is 
rolling  out  a  set  of  products  that  will  let 


users  with  cellular  phones,  personal  dig¬ 
ital  assistants  or  other  mobile  devices 
easily  access  IP  network  resources.  The 
company  has  also  partnered  with  IBM 


Test-drive  a  free  evaluation  copy  of  SystemEDGE:  www.empire.com/evalad 


With  critical  systems,  there's  no  tolerance  for  downtime.  Which  used  to  mean  lots  of 
uptime  for  your  beeper.  But  SystemEDGE  changes  all  that.  It  automatically  detects  failed 
applications  and  can  take  corrective  action,  without  manual  intervention.  By  automating 
the  critical  processes  that  ensure  systems  stay  up,  you  can  do  all  kinds  of  proactive 
management  without  lifting  a  finger.  Which  probably  sounds  pretty  good  —  especially 
after  all  that  beeping.  SystemEDGE  is  brought  to  you  by  Empire  Technologies,  a  Concord 
Communications  Company.  Call  800-851  -8725  or  visit  our  Web  site  today. 


n  CONCORD. 


The  Total  View " 


www.empire.com 


Say  helld  to  your  new 


paperweiq : 


and  Hewlett-Packard  to  bundle  the 
Nokia  wireless  software  server  on  their 
NT  boxes. 

Nokia  is  backing  wireless  IP  claiming 
10%  to  15%  of  all  handheld  devices  sold 
in  2000  will  be  Internet-ready. 

This  week,  Nokia  plans  to  offer  its 
WAP  Server  1.0  to  customers.  The  soft¬ 
ware  lets  any  Wireless  Application  Proto¬ 
col  handheld  device,  such  as  a  Palm  or  a 
cellular  phone,  handle  a  variety  of  tasks, 
such  as  e-mail  retrieval  or  order  entry. 

WAP  Server  sits  on  a  Windows  NT 
box  and  converts  IP  traffic  to  the 
Wireless  Markup  Language,  an  XML- 
based  format  that  lets  applications  talk 
to  mobile  devices.  The  server  authenti¬ 
cates  end  users  via  certificates. 
Developers  can  use  the  server  to  con¬ 
nect  wireless  devices  to  Internet  appli¬ 
cations  based  on  Windows  CE  Java,  XML 
and  other  technologies,  Nokia  says. 


Networking  the  wireless  way 

Nokia  hopes  to  cash  in  on  the 
expected  boom  in  the  number  of  U.S. 
wireless  data  users  with  its  new 
wireless  server  offering. 


U.S.  wireless 
data  users 

(in  millions) 


1998  1999*  2000*  2001* 

SOURCE:  CAHNERS  IN- ST  AT  GROUP. 

newton,  mass.  ‘Projected 


The  company  claims  it  already  has 
10,000  WAP  Server  installations,  1,000  of 
which  are  in  the  U.S.  To  further  bolster 
its  market  position,  Nokia  also  recently 
announced  the  Nokia  71xx  line  of  WAP- 
compliant  phones,  which  will  be  avail¬ 
able  in  the  U.S.  in  the  first  half  of  2000. 

IBM  will  not  only  bundle  Nokia  WAP 
Server  software  on  its  NetFinity  servers, 
but  it  also  will  offer  it  as  an  add-on  to 
Nokia ’s  middleware. 

Wireless  IP  is  a  method  to  get  data 
and  applications  out  in  real  time  to 
users  so  they  don’t  have  to  boot  up 
their  laptops,  says  Peter  Stevens,  a  vice 
president  at  Sabre  in  Dallas.  Sabre  offers 
computer  flight-reservation  services 
and  has  been  testing  the  WAP  Server  on 
NT  for  cell  phone  users  to  book  flights 
or  access  travel  data  on  the  fly. 

WAP  Server  1.0  can  exploit  existing 
IP  data  and  programs  —  in  can  be  used 
with  off-the-shelf  products  without ‘the 
pain  and  suffering  of  a  special  device 
design,”  Stevens  says. 

Pricing  for  WAP  Server  1 .0  starts  at 

$10,000. 

Nokia:  www.nokia.com 
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Dynamic  Delivery 


Online,  the  richer  the  content,  the  better.  And  that  means  animation,  graphics,  streaming  media  and 
interactivity.  Why  embrace  mediocrity  and  risk  indifference  when  intensity  and  impact  are  at  your  fingertips. 
By  revolutionizing  content  and  applications  delivery,  Akamai  delivers  an  online  experience  unlike  any  other  - 
without  limits,  constraints  or  excuses.  Web  sites  are  no  longer  bound  by  traditional  performance  restrictions. 
At  Akamai,  we're  fundamentally  improving  the  Internet  through  technology  innovations  that  deliver  a  more 
engaging  and  exciting  Web  presence.  Confine  constraint  to  the  past. 

Move  forward,  ban  boredom,  add  intensity  and  forever  change 
what  you  do  online. 

Get  Akamaized  today. 

Call  toll  free  in  the  US:  1-877-4-AKAMAI 
or  617-250-3000 


www.akamai.com 


nfrastructure 


10G  Ethernet  coming  to  a  network  near  you 


BY  JIM  DUFFY 

Hie  time  for  enterprises  to  start  plan¬ 
ning  for  10G  bit/sec  Ethernet  is  now, 


according  to  one  of  the  world’s  leading 
Ethernet  and  telecommunications 
companies. 

The  technology7  won’t  initially  be 


used  to  build  high-speed  campus  and 
building  backbones,  though,  but  as  a 
service  offering  from  carriers  for  met¬ 
ropolitan-area  networks  (MAN)  or  as  a 


Introducing  the  MultiFlow  5000'”- 
the  world's  first  and  only  wire- 
speed  multilayer  switch  with  WAN 
and  OC-48  SONET  connectivity. 

Interconnect  ATM,  V.35,  and 
any  LAN  from  100BASE-FX  to 
Gigabit  Ethernet. 

Make  MAN  SONET  I 
backbone  connections 
based  on  Anritsu's 


Linking -- 
the 
Wbrld 


ONE  Technology'"  (OC-48 
Network  Extension). 

Run  IP,  IPX,  and  AppleTalk. 
All  at  wire  speed.  And  only 
the  MultiFlow  5000  has  it. 
There's  features  and  relia¬ 
bility  to  match. 
Load  balancing, 
link  aggregation, 
QoS  for  voice, 


MultiFlow  5000  Multilayer  Switch 


Layer  4  switching,  full  hardware 
redundancy.  Full  RIP,  OSPF,  and 
multicast  routing  protocols  -  it's 
all  here. 

That  makes  the  MultiFlow 
5000  ideal  for  network  managers 
who  want  maximum  flexibility 
today  and  tomorrow.  And  for 
CLECs  and  ISPs  offering  metro- 
area  data  services. 


Better  yet,  the  MultiFlow  5000 
comes  in  chassis  and  standalone 
models  to  meet  the  needs  of  almost 
any  enterprise,  large  or  small. 

So  choose  the  multilayer 
switch  that  won't  leave  you 
suspended. 

Call  1-800-ANRITSU  today. 

Or  visit  our  web  site  at 
www.us.anritsu.com. 


/knritsu 

Multilayer  Switching 


©1999  AnriUu  Co  mpany  MultiFlow  and  ONE  technology  are  trademarks  of  Anrttsu  Company  All  other  trademarks  are  property  of  their  respective  owners.  All  nghts  reserved. 
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fat  pipe  to  access  the  Internet,  Nortel 
Networks  says. 

Even  though  a  draft  specification  of 
the  10G  bit/sec  Ethernet  standard  is  not 
expected  until  September  2000,  Nortel 
is  making  a  “strategic  investment"  in  the 
technology  now,  according  to  Rod 
Wilson,  director  of  the  company’s  10G 
Ethernet  Project,  and  Carlos  Zaidi, 
Nortel’s  Emerging  Technologies  strate¬ 
gist.  Nortel  says  the  time  is  right 
because  users  and  service  providers 
need  a  familiar,  low-cost,  high-speed 
technology  to  support  networked  appli¬ 
cations,  such  as  virtual  private  net¬ 
works,  IP  telephony,  transparent  LAN 
services  and  e-commerce. 

Ethernet  running  at  10G  bit/sec 
offers  that.  It  reduces  costs  because  it’s 
one  technology  that  can  be  used  from 
the  LAN  to  the  MAN  to  the  WAN.There’s 
no  need  for  ancillary  equipment,  such 
as  protocol  translators,  so  equipment 


Why  the  market  for 
10G  bit/sec  Ethernet  will  boom 

By  2002... 

•  Close  to  300,000  10G  bit/sec  WAN  ports 
will  be  required  in  North  America  alone. 

•  Global  dense  wave  division  multiplexing 
optical  infrastructure  will  support 
between  400,000  and  1.6  million  10G 
bit/sec  ports. 

•  More  than  200,000  server-area  networks 
will  need  10G  bit/sec  links. 

SOURCE:  NORTEL,  ANALYST  REPORTS 


and  operational  costs  are  reduced. 

Indeed,  Ethernet  gear  costs  one-fifth 
the  price  of  its  SONET  counterparts  for 
the  WAN  —  OC-192  ATM  and  packet- 
over-SONET.  This  could  translate  into 
less-expensive  services  and  easier  net¬ 
work  management  for  enterprises, 
because  the  network  is  based  on  a  sin¬ 
gle  core  technology. 

SONET  is  an  optical  networking  tech¬ 
nology  that  is  complex,  costly  and  opti¬ 
mized  for  voice.  But  with  the  multi- 
billion-dollar  installed  base  of  SONET 
gear  in  the  public  network,  the  technol¬ 
ogy  probably  won’t  be  disappearing 
anytime  soon. 

Ten-gigabit  Ethernet  packets,  there¬ 
fore,  would  include  a  thin  SONET  wrap¬ 
per  that  would  strip  out  most  of  the 
costly  and  complicated  attributes,  but 
maintain  some  of  the  unique  WAN  man¬ 
agement  capabilities  for  data  transport, 
Nortel  officials  say. 

Nortel  plans  to  add  10G  Ethernet 
interfaces  to  its  Versalar  25000  router  in 
late  2000,  company  officials  say.  Nortel 
also  plans  to  develop  a  10G  Ethernet 
server  interface  for  server  clusters.  The 
company  already  supports  10G  bit/sec 
interfaces  on  its  Optera  optical  trans¬ 
port  system. 

Nortel:  www.nortelnetworks.com 
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How  can 
fram 


you  be  certain  you're  getting 
e  relay  and  ATA/I  services  from 


the  most  reliable 
your  carrier? 


a 


Free  Infonetics  White  Paper  "Cost  of  WAN  Downtime"  •  www.visualnetworks.com/n 


Visual  THE  WAN  SERVICE  LEVEL  MANAGEMENT  LEADER. 


▼  NETWORKS® 


€>1999  Visual  Networks,  Inc.  Visual  Networks  is  a  registered  trademark  of  Visual  Networks. 


With  the  rise  of  the  Internet,  there  has  been  some 
speculation  as  to  the  role  Microsoft  will  play. 

Surprisingly  (to  some),  Microsoft  has  not  gone  the  way 
of  the  brontosaurus.  The  proof?  Microsoft®  Windows® 
DNA,  our  comprehensive  platform  for  easily  building 
distributed  Web  apps  today.  More  proof?  There  are 
more  Web  sites  (including  Ask  Jeeves, drugstore.com, 
Dell  .com,  and  Nasdaq®)  running  on  our  platform  than 
any  other,  including  Sun  Solaris* 

The  Windows  DNA  platform  includes  Internet-enabled 
tools  you  know  today,  such  as  the  Visual  Studio®  6.0 
development  system  and  Microsoft  SQL  Server  "  7.0, 
combined  with  Windows  2000,  an  Internet-scale 
OS  with  Web  services  and  functionality  built  in.  Add 
the  info  and  how-to  help  you  can  get  from  MSDN'", 
and  you’ve  got  a  real,  productive,  ready-right-now  Web 
development  platform.  For  all  things  Windows  DNA, 
go  to  msdn.microsoft.com/windowsdna 


•  Netcraft  Survey  (September  1999). 

©  1999  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  MSDN.  SQL  Server.  Visual  Studio,  Windows,  and  Where  do  you  want  to  go  today?  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  In  the  United  States 
and  /or  other  countnes.  Dell.com  is  a  registered  trademark  of  Dell  Corporation.  Ask  Jeeves,  drugstore.com.  Nasdaq,  and  Sun  Solaris  are  either  registered  trademarks  or  trademarks  of  their  respective  owners. 
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Where  do  you  want  to  go  today?  Microsoft 
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Data, 

continued  from  page  17 

outage.  Because  data  in  the  San 
Francisco  office  was  replicated  to  San 
Jose,  trading  was  only  down  a  half-hour. 
Employees  traveled  to  the  San  Jose,  set 
up  shop  and  used  current  replicated 


data  to  do  their  work. 

“It  was  a  matter  of  copying  the  repli¬ 
cated  data  to  a  working  directory  and 
accessing  it,”  Halen  says.  “By  the  time  we 
got  to  the  San  Jose  office,  we  were 
already  set  up.” 

After  the  lights  came  back  on,  Golden 
Gate  copied  the  data  back  to  San 


Francisco  and  started  work  again. 

“We  are  trading  a  few  hundred  mil¬ 
lion  dollars  on  any  given  day,  and  with 
the  market’s  volatility,  we  need  to  exe¬ 
cute  our  orders  and  trades  at  any  time,” 
Halen  says.  Before  Golden  Gate  installed 
the  software,  it  copied  data  manually  to 
from  city  to  city. 


At  Merrill  Lynch,  which  is  also  using 
Network  Integrity  software,  2G  bytes  of 
critical  financial  information  has  to  be 
distributed  daily  to  three  remote  offices 
for  use  by  staff.  Previously,  IS  staff 
copied  the  data  by  batch  file  scripts 
manually  from  Princeton,  N.J.,  to  remote 
offices  in  San  Francisco  and  San  Diego 
once  per  week.  Now  data  is  updated 
two  times  each  day  to  NT  servers  in 
each  remote  location  —  once  at  mid¬ 
night  and  again  at  noon.  Only  changed 
data  amounting  to  about  200M  bytes  is 
sent,  thus  saving  bandwidth  and  time. 

Now  users  have  access  to  the  latest 
data  and  it’s  local,  residing  on  a  file 
server  where  they  work,  says  Richard 
Ens,  NT  systems  manager.  Merrill  Lynch 
paid  off  its  data  replication  costs  in  a 
month.  □ 


RedCreek, 

continued  from  page  17 

previous  operating  system  did  not 
have  that  capability.  The  packet  trans¬ 
form  engine  can  be  added  to  previ¬ 
ous  Ravlin  models  via  a  firmware 
download. 

To  manage  the  Ravlin  7150  as  well 
as  other  RedCreek  gear,  the  company 
is  introducing  RedCreek  Enterprise 
Manager,  software  that  imposes  policy 
rules  across  enterprise  VPNs. 

From  a  central  workstation,  network 
administrators  can  provision  remote 
RedCreek  devices,  configure  them  and 
download  software  updates.  Admin¬ 
istrators  can  also  group  VPN  users  and 
impose  access  policies  on  them. 
Enterprise  Manager  sets  the  policies, 
and  they  are  downloaded  to  Ravlin 
devices  at  each  node  in  the  VPN  in 
which  the  policies  are  enforced. 

RedCreek  has  formed  partnerships 
with  IBM  Global  Services  and  Expert 
Systems  Resources  (ESR)  to  provide 
customers  with  maintenance  and 
other  services. 

IBM  will  supply  users  worldwide 
with  configuration,  integration  and 
maintenance  services. 

ESR  will  provide  project  manage¬ 
ment  for  customers  thinking  about  set¬ 
ting  up  VPNs,  including  security  audits. 

RedCreek:  www.redcreek.com 


www.nvufusion.com 


BAFFLED  BY 

VPNs 

Try  your  hand  at  the  RedCreek  VPN 
Configurator.  The  wizard  will  help  you 
figure  out  which  product  will  work  in  your 
network  environment. 


Harder  Problems 
Welcome. 


Go  ahead.  Tell  us  your  problems. 

Your  hardest  problems. 

And  we'll  provide  you  with  the  solutions. 

Arcstar,  NTT  Communications'  global  solution  brand, 
has  the  answers  to  all  your  telecommunications  problems. 
WAN.  LAN  construction.  IP  network  service.  Network  security. 
And  much  more.  Arcstar  offers  one-stop 
end-to-end  services  using  the  latest  technology 
to  provide  real  solutions  to  your  real  needs. 

Why  wait  any  longer? 

The  solutions  are  right  here. 


Better  Solutions 
Found. 


A  trusted  solution  service  from  NTT  Communications 


/Krcstar 


-  Global  Network  Services - 

Global  Managed  Bandwidth  Service  /  Global  Managed  Frame  Relay  Service 
Global  IP  Fax  Service  /  Global  EBN  Service  ( IP-VPN  Service  ) 

Global  High-speed  Digital  Leased  Circuit  Service  /  Global  ATM  Service  /  Global  IP  Backbone  Service 

- Comprehensive  One-Stop  Services  — — 

One-stop  Shopping  Service 

•  Applications  handled  at  a  single  contact  point  (  International  communications  lines,  local  access  lines  ) 
One-stop  Billing  Service 

•  Multiple  bills  into  a  single  statement  at  a  single  location 
•  Bills  in  local  currency  or  any  major  currency  •  Split  billing  upon  request 
One-stop  Maintenance  Service 

•  On  site  /  off  site  network  maintenance  •  24  hour  global  network  management 
•  On-line  Help  Desk  l  English  /  Japanese  J 

•  A  full  service  offering  may  not  be  available  in  some  countries 

NTT  America,  Inc.  Tel:  1212)  661-0810 


Your  Trusted  Partner  In  Network  Solutions 


HITT  Communications 


NTT  Communications  Group  NTT  America,  Inc.  101  Park  Avenue.  41st  Floor.  New  York.  NY10178.  U.S.A.  Tel:  (212)  661-0810  Fax:  1212)  661-1078  NTT  do  Brasil  Telecomunicacoes  Ltda.  Av.  Paulista,  854-11*  andar  conj.  Ill  Sao  Paulo-  SP.  Brasil. 
Tel  55  111)  253-0108  Fax:  55  111)  253-0608/  NTT  Communications  Corporation  Tokyo.  JAPAN  •  TOKYO  •  OSAKA  •  BANGKOK  •  BEIJING  •  HANOI  •  HONG  KONG  •  JAKARTA  •  KUALA  LUMPUR  •  MANILA  •  SEOUL  •  SHANGHAI  •  SINGAPORE  f 


FRANKFURT  •  GENEVA  .  LONDON  •  MADRID  •  MILAN  •  PARIS  •  NEW  YORK  •  MOUNTAIN  VIEW  •  LOS  ANGELES  •  WASHINGTON  D  C  •  RIO  DE  JANEIRO  •  SAO  PAULO 


www.ntt-c.com 
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Get  discounts 
up  to  46% 

trading  up  to  a  new  APC 
UPS  using  the  Reliability 
Upgrade  Program. 


FREE  Power 
Availability  Kit 

that  will  help  you  solve 
your  enterprise  power 
protection  problems. 


Key  Code 

http://promo.apcc.com  P64i z 

(888)  289-APCC  x7798  •  FAX:  (401 )  788-2739 


Legendary  Reliability' 


□  YES!  I'd  like  more  information.  Please  send  my  FREE 

Power  Availability  Kit. 

□  YES!  I'd  like  to  be  contacted  about  APC's  Reliability 

Upgrade  program,  where  I  can  save  up  to  46% 
on  a  new  APC  UPS! 


APC  Smart-UPS®  5000RM 


Key  Code 

p641z 


Name: _ 

Title: _ 

Address:  _ 

City/Town: _ 

Phone: _ 

Brand  of  UPS  used? _ 

Brand  of  PC  used?  _ 

Brand  of  Servers  used?. 


Company: 


State: 


Zip: 


Country: 


/ 

f 

f 
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How  to  Contact  APC 

Call:  (888)  289-APCC 

use  the  extension  on  the  reverse  side 

Fax:(401)  788-2739 

Visit:  http://promo.apcc.com 

use  the  key  code  on  the  reverse  side 

APC 


Legendary  Reliability" 


Your  enterprise  is  only  ^ 
as  available  as  its  power 


APC  Smart-UPS®:  Legendary  power 
protection  for  critical  remote  servers 


With  users  and  customers  demanding  that  critical  servers 
be  up  99.999%  of  the  time,  power  problems  are 
the  last  thing  you  should  have  to  worry  about. 

Short  blackouts,  sudden  sags  or  simple  power 
surges  can  mean  the  instant  destruction  of 
cards,  disks  and  processors.  This  means  lost 
data  and  unplanned  downtime. 

Be  ready  for  the  unexpected.  No  other  product 
offers  more  advanced  protection  for  networks 
and  servers  than  the  APC  Smart-UPS  family. 

Consider  how  Smart-UPS  can  safeguard  your  critical  servers: 

•  Pre-failure  diagnostics  -  It  allows  network  administrators  to 
solve  problems  before  users  know  they  exist. 


Smart-UPS  5000 
Rack-mount 


•  Availability  -  Instantaneous  battery  backup  power  keeps  appli¬ 
cations  and  operating  systems  up  and  running  and  safe  from 
power-related  crashes. 

•  Intelligent  Battery  Management  -  With  FastCharge  ",  battery 
recharge  time  is  cut  by  75%. 

•  Web  SNMP  -  With  a  Web/SNMP  card, 

Smart-UPS  can  be  monitored  and  managed 
remotely  with  a  Web  browser  or  SNMP  NMS. 


"APC  NetShelters  and  Smart-UPS  have  become  the  standard 
install  for  all  our  offices  at  Nextel...  knowing  we  can  count 
on  APC  saves  us  time  and  provides  us  with  peace  of  mind." 

-  James  Whitaker,  Novell  Architecture  and  Design  Engineer, 
Tom  Schmidt,  Novell  Host  Server  Architect, 

Troy  Sims,  Novell  Host  Server  Architect 


•  Remote  -  E-mails  or  pages  network  administrators  via 
FlexEvents  "  before  users  know  of  problems. 

•  Manageability  -  Provides  warnings,  environ¬ 
mental  monitoring  and  safe  shutdown  using 
PowerChute®  plus  software. 


APC's  NetShelter  offers  manageable  enclosure  space  for  all 
your  networking  equipment  including  Compaq,  Dell,  HP,  Cisco, 
Nortel  Networks,  3Com  and  IBM. 


Find  out  why  APC  is  the  brand  of  choice  for  critical  server 
protection.  Our  technology  grows  with  your  business  and  can 
help  power  protect  your  new  applications  as  you  roll  them  out. 
Contact  APC  today  and  let  APC's  Legendary  Reliability™ 
work  for  you. 


Legendary  Reliability 


FREE  Power  Availability  Kit.  Or  save  46%  on  a  new  UPS  with  our  Reliability  Upgrade  Program 

Go  to  the  web  and  learn  how  to  increase  uptime  in  your  enterprise.  Also  trade  your  old  UPS  for  a  new  one  with  APC's  Reliability  Upgrade  Program. 
To  order:  Visit  http://promo.apcc.com  Key  Code  p641z  •  Call  888-289-APCC  x7798  •  Fax  401-788-2797 
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Infrastructure 


internetworking  Monitor  .  Kevin  Tolly 

The  implosion  of  token  ring 


With  the  near  simultaneous 
implosions  of  IBM's  Network¬ 
ing  Hardware  Division  (NHD)  and 
Olicom  at  the  end  of  August,  any 


remaining  hope  that  token  ring  would 
continue  as  a  strategic  network  tech¬ 
nology  was  snuffed  out. 

Victim  of  a  deadly  downward  spiral 


of  lessening  customer  interest  fol¬ 
lowed  by  correspondingly  drop  in 
vendor  interest,  token  ring  has 
“augered  in.”  Olicom,  whose  stock  was 
trading  at  11/16  the  last  time  I 
checked,  cited  dramatic  decline  in 
token-ring  sales  as  the  cause  for  the 
company’s  accelerated  demise. 


.  ,  QMS  SC-100 

..  .  w/Duplexer 5-Bin  Mailbox  Digital  Copier  finisher  l 

doHsirs.  . 
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.y  -T  it*demafk  M, (Minolta  Co  .Ltd  All  other  trademarks  or  registered  trademarks  are  the  property  ot  their  respective 
>  ,-fli3mifctitule&,  6  S  A.  contracts,  are  available  9/99 


Finisher  Unit 


10-btn  Mailbox 


Mailbox  Finisher 


Large  Capacity  Input 


Fully-Configured  Document 
Workcenters  for  Less  than 


$6500 


Desktop  Models 
Starting  as  Low  as 

$1799 


ADAPT. 

WITH  THE  QMS  2560 
PRINT  SYSTEM. 

Business  is  a  jungle. 

The  QMS®  2560  is  your  key 
to  survival,  adapting  to 
today’s  office  environment. 
Its  aggressive  performance 
means  you  won’t  have 
to  hide  from  tough  print 
tasks,  while  its  multiple 
paper  handling  options 
allow  you  to  explore 
new  features  as  your 
needs  change. 


1  -800-523-2696 
www.qms.com 


QMS 

Member  of  the  Minolta  Group 


Ironically,  there  are  still  many  cus¬ 
tomers  out  there  who’ve  got  networks 
that  can  continue  to  run  fine  for  years 
to  come.  But,  like  it  or  not,  they  will 
have  to  begin  the  forced  march  to 
Ethernet. 

Just  a  year  ago,  things  looked  very 
different.  The  religious  wars  were 
over  and  Ethernet  was  victorious,  but 
token  ring  was  clearly  a  viable  niche 
market.  While  greenfield  sites  would 
likely  be  Ethernet,  it  was  still  usually 
cheaper  to  buy  the  more  expensive 
token-ring  network  interface  cards 
(NIC)  and  switch  ports  to  update  and 
extend  existing  token-ring  LANs  than 
to  begin  a  massive  migration  to 
Ethernet. 

When  it  came  to  advancing  token 
ring  to  the  1 00M  bit/sec  level,  the  field 
had  narrowed  to  three:  IBM,  Madge  and 
Olicom.  But  to  many  existing  token¬ 
ring  customers,  the  IBM/Madge/ 
Olicom  troika  represented  more  than 
enough  commitment.  Many  customers 
were  anxiously  awaiting  High-Speed 
Token  Ring  (HSTR)  NICs  and  switch 
ports  that  were  slated  to  ship  around 
year-end  1998. 

More  than  that,  though,  before  com¬ 
mitting  to  100M  bit/sec  token  ring,  cus¬ 
tomers  were  waiting  for  IBM  et  al  to 
announce  an  aggressive  campaign  to 
make  up  for  lost  time  and  produce 
industry-standard  Gigabit  token  ring  in 
1999.  Clearly,  they  wanted  that  message 
as  a  guarantee  that  money  invested  in 
HSTR  would  not  simply  be  good  money 
after  bad.  What  was  the  answer  to  the 
Gigabit  question? 

As  my  German  friends  would  say, 
“Keine  Antwort  is  auch  eine  Antwort.” 
Rough  translation:  No  answer  is  also  an 
answer.  IBM’s  failure  to  take  a  positive, 
aggressive  stance  no  doubt  sent  a  clear, 
negative  message  to  many  of  its  larger 
customers.  If  IBM  isn’t  bullish  on  token 
ring,  they  likely  told  themselves,  it  is 
time  to  put  our  Ethernet  conversion 
into  high  gear. 

Last  December,  IBM  quietly  cancelled 
its  announced  HSTR  switch  port  mod¬ 
ule  —  leaving  only  Olicom  and  Madge 
to  deliver  on  the  promise  of  HSTR 
switching.  While  both  companies  had 
churned  out  impressive  technology 
over  the  years,  by  themselves,  they 
could  not  sustain  an  industry. 

Today,  Olicom  is  gone  —  having  sold 
all  its  token-ring  technology  to  Madge, 
and  IBM  NHD  is  just  a  bit  player.  That 
leaves  Madge  the  undisputed  “premier” 
purveyor  of  token  ring  in  the  world. 
And  what  is  Madge  doing?  Trying  to 
become  an  application  service 
provider  as  fast  as  it  can.  Convert?  No 
longer  is  it  a  question  of  “if,”  but  merely 
of  “when.” 

Tolly  is  president  of  The  Tolly  Group, 
a  strategic  consulting  and  indepen¬ 
dent  testing  firm  in  Manasquan,  N.J. 
He  can  be  reached  at  (723)  528-3300 
or  ktolly@tolly.com. 


Your  enterprise  is  only 


as  available  as  its  power 


APC  Symmetra™  Power  Array™: 

N+1  redundancy  for  100%  uptime 

Data  access  is  critical  to  both  your  internal  and  external 
customers.  Now  that  applications  like  messaging,  Web 
integration  and  E-commerce  are  deemed  mission-critical, 
losing  power  to  your  storage  and  processors  is  not  an  option. 

You  need  to  be  ready  for  the  unexpected.  APC's  Symmetra 
Power  Array  is  the  single  most  highly  available  UPS  in  the 
marketplace.  Since  power  problems  are  the  leading  cause  of 
downtime,  make  sure  you're  prepared. 

Consider  how  Symmetra  protects  your  business: 

•  N+1  redundancy  design  assures  continuous  availability  - 

If  a  module  fails,  the  others  instantly  begin  supporting  the 
full  load. 

•  Scalable  power  -  Additional  4  kVA  modules  can  be  added  to 
expand  to  16  kVA  of  power  capacity  (4  unit  frame  is  expand¬ 
able  to  8  kVA) 

•  Serviceable  while  load  is  up  and  running  -  Additional  battery 
modules  increase  runtime  and  all  the  modules  are  hot  swap¬ 
pable,  meaning  no  downtime. 


Installing  or 
reconfiguring 
your  modular 
Power  Array 
couldn't  be 
any  simpler. 


"Not  having  a  Symmetra  in  place  would  have  resulted  in  lost  data, 
corrupted  hard  drives  and  lost  time  to  recover.  The  Symmetra  system 
has  more  than  paid  for  itself  during  this  one  outage. " 

-  Bob  Lesher  and  Charlie  Bise,  Information  Technology,  Exel  Logistics 


Now  you  can  easily  manage  power  to  your  systems. 
APC  MasterSwitch™  in  your  communications  and 
computer  racks  can  save  you  time  and  money  by 
helping  your  staff  to  manage  power  proactively. 


PowerView"  is  a  hand-held  control  panel  for  network 
administrators  that  configures  and  controls  UPSs  in 
rack,  computer  room,  and  datacenter  environments. 


APC  is  a  leader  in  the  field  of  power  availability.  Our  technology 
grows  with  your  business  and  can  help  power  protect  your 
new  applications  as  you  roll  them  out.  Contact  APC  today  and 
let  APC's  Legendary  Reliability™  work  for  you. 


Legendary  Reliability” 


FREE  Power  Availability  Kit  -  Get  Legendary  Reliability  for  your  network. 

To  order:  Visit  http://promo.apcc.com  Key  Code  p642z  •  Call  888-289-APCC  xl 341  •  Fax  401-788-2797 
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Stackable 


Switches  &  Switching  Routers: 

Fastlron  Workgroup  &  Backbone  Switches 
Nettron  Switching  Router 
Turbolron/8  Switch  &  Switching  Router 


Serverlron 


Server  Load  Balancing  and  Transparent 
Caching  Switch 


Fastlron  II 

Wiring  Closet  Switches: 

Fastlron  II,  Fastlron  II  Plus,  Fastlron  II  GC 
and  Fastlron  II  Plus  GC 


Biglron  4000 

Switch  &  Switching  Router 


Biglron  8000 

Switch  &  Switching  Router 


Whenever  top-tier  ISPs  like  AOL®,  Yahoo!®  and  MindSpring®  cry  out  for 
maximum  speed,  we  heed  their  call.  When  enterprises  like  First  Union 
National  Bank,  LTV  Steel  and  Carnival®  Cruise  Lines  grasp  for  reliability, 
we  leap  to  the  rescue.  And  when  organizations  like  the  University  of 
Southern  California  and  the  National  Institutes  of  Health  search  the 
world  for  price  and  performance,  we  arrive  just  in  time. 

We're  Foundry  Networks.  And  we've  got  powers  no  one  else  can  match. 
For  starters,  we're  the  only  vendor  to  offer  super-fast  10/100  and  Gigabit 
Ethernet  switches  for  Layers  2, 3,  and  4-7 — all  totally  integrated.  Plus 
Packet  Over  SONET  WAN  links.  That's  product  breadth  from  the  network 
edge  to  its  core. 

Then  there's  our  super  feature  set.  Integrated  multi-protocol  wire-speed 
routing  and  application-enabled  Layer  4-7  switching.  Plus  64  port  Gigabit 


Ethernet  density  at  up  to  96  Mpps  for  maximum  investment  protection 
and  flexibility. 

Yes,  we've  won  multiple  awards  for  product  and  corporate  excellence, 
but  we're  not  in  this  business  for  the  praise.  We're  in  it  to  give  our 
customers  IronClad  Network  Performance.  Does  that  make  us  super¬ 
heroes?  We  don't  know.  But  our  customers  might. 

Visitwww.foundrynetworks.com/nwl  for  a  hot  deal  on  our  hot  products. 
Or  call,  1-888-TURBOLAN  (887-2652). 

phone:  408.530.3300 
visit:  www.foundrynetworks.com 
email:  info@foundrynet.com 
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in  Test 


Subscription  Application! 


I  want  to  receive/continue  to  receive 
my  FREE  subscription  to  Network  World. 


No,  thank  you.  □ 


Signature  (required) 


Date 


TO  QUALIFY:  You  must  supply  your  company  name  and  address.  If  military  ,  please  spedfiy  branch/base. 
If  government,  please  specify  division. 


Name 


Title 


Company 


Division/Mail  Sto|VMilitary  Branch  or  Base 


Street  Address 


City  State  Zip 

Business  phone  ( _ ) _ FAX  ( _ ) _ 

Internet  E-mail  address _ 

We  would  like  to  send  you  periodic  information  via  email  on  3rd  party  networking  products/services. 

□  Check  here  if  you  DO  NOT  wish  to  receive  this  information. 

If  there  Is  a  parent  company,  please  provide  name: _ 

□  My  home  address  is  also  my  business  address. 

Optional  delivery  address:  Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 


Please  indicate  the  Internet/Intranet/LAN/WAN  products/services  that  you  are  currently 
involved  in  purchasing  or  plan  to  purchase  (check  all  that  apply] 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


A 

□  07. 


INTERNET/INTRANET 
A  B 

□  01.  □  VPN  Equipment 

□  02.  □  VPN  Services 

□  03.  □  Firewalls/Security/Encryption  □  08. 

□  04.  □  Electronic  Commerce  □  09. 

□  05.  □  Web  Servers/Software  □  10. 

□  06.  □  Web  Enabled  Call  Center  Tools  □  11. 

LOCAL-AREA  NETWORKS/INTERNETWORKING  _ 

A  B  A 

□  17.  □  Local-Area  Networks  □  25. 

□  18.  □  Network  Operating  System  □  26. 

Software  (NOS)  □  27. 

□  19.  □  Intel  Based  Servers  □  28. 

□  20.  □  Intel  Based  Multiprocessor  Servers  □  29. 

□  21.  □  RISC  Based  Servers  □  30. 

□  22.  □  Clustered  Servers  □  31. 

□  23.  □  Print  Servers 

□  24.  □  Routers  □  32. 

WAN  EQUIPMENT  &  SERVICES _ 

A  B  A 

□  40.  □  Modems  □  46. 

□  41.  □  Cable  Modems  □  47. 

□  42.  □  Asynchronous  Transfer  Mode  (ATM)  □  48. 

□  43.  □  Frame  Relay  Equipment  □  49. 

Including  FRADS  □  50. 

□  44.  □  Frame  Relay  Services  □  51. 

□  45.  □  Remote  Access  Products  □  52. 


□  Voice/Video  Over  IP 
(IP  Multicast  Routing) 

□  Internet  Services 

□  Web  Hosting 

□  Host  Access 

□  Web  Development  Tools 


□  12.  □  Management/Monitoring  Software 

□  13.  □  Web  Based  Management  Tools 

□  14.  □  Web  Based  Collaboration/ 

Groupware 

□  15.  □  Caching/Load  Balancing  Products 

□  16.  □  Other  Intemet/lntranet 


□  Layer  2  Switches 

□  Layer  3  Switches 

□  Layer  4  Switches 

□  ATM  Switches 

□  Token-Ring  Switches 

□  Network  Storage  (NAS,  SANs) 

□  Storage/Backup  (Optical,  Disk, 
Tape,  RAID) 

□  Network  Test/Diagnostic  Tools 


A  B 

□  33.  □  UPS 

□  34.  □  Network  Interface  Cards 

(NICs, PCMCIA) 

□  35.  □  Hubs/Intelligent  Hubs/ 

Stackable  Hubs 

□  36.  □  Cables, Connectors,  Baiuns 

□  37.  □  SNMP  Platform 

□  38.  □  Management  Frameworks 

□  39.  □  Other  LAN/Intemetworking 


□  Remote  Access  Services 

□  Wireless  Data  Equipment/Services 

□  ISDN  Equipment/Services 

□  FT-  l/T-l/T-3  Services 

□  xDSL  Services/Products 

□  Diagnostic/Test  Equipment 

□  DSU/CSU 


□  53.  □  PBXs 

□  54.  □  Videoconferencing 

□  55.  □  Managed  LAN/Router  Services 

□  56.  □  Fax  Servers/Services 

□  57.  □  Other  WAN  Equipment/Services 

A  B 

None  of  the  above  (1-57)  □  58.  □ 


Street  Address  City  State  Zip 

Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications.  ALL  questions  must  be  answered. 
Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified  US  applicants.  International  rates  available  upon  request. 

BI299 


What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 


01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 
03.  □  Insurance/Real  Estate/Legal 
04.  □  Health  Care  Services 
05.  □  Hospitality/Entertainment/Recreation 
06.  □  Media/TV/Cable/RadiiVPrint 
07.  □  Retail/Wholesale  Trade/Business  Services 
08.  □  Transportation 
09.  □  Utilities/Process  Industries 
(Mining/Construction/Petroleum 
Refining/Agriculture/Forestry) 


10.  □  Education 

11.  □  Government 

12.  □  Military 

13.  □  Aerospace 

14.  □  Consulting  (Independent)  * 

15.  □  Carrierx/Service  Providers 

16.  □  Internet  Service  Provider  (ISP) 

17.  □  Manufacturing  (Computer/ 

Communications/OEM) 

18.  □  Resellers  of  Computer/Network 

Products  (VARs.VADs)* 


19.  □  Systems/Network  Integrators* 

20.  □  Distributors  (Computer/ 

Communications)* 

21.  □  Other  (please  specify) 

'Attn  Consultants,  Integrators, 
Distributors,  Resellers:  Please  complete 
entire  form  based  on  ALL  clients  and 
your  own  business  needs 


P:  What  is  your  primary  job  function?  (check  one  only) 

S:  What  is  your  secondary  job  function?  (check  all  that  apply) 


p  s 

□  1.  □  Network  Management 

□  2.  □  LAN  Management 

□  3.  □  Datacom/Telecom  Management 

□  4.  □  IS/IT/MIS/CIQ/CTO/Systems 

Management 


P  S 

□  5.  □  Intemet/Intranet/e-Commerce 

Mgmt,  Webmaster 

□  6.  □  Engineering  Management 


P  S 

□  7.  □  Corporate  Management  (CEO, 

COO,  CFO,  Pres.,  VP,  Dir,  Mgr.) 

□  8.  □  Consultant  (Independent) 

□  9.  □  Other  (please  specify) 


What  is  the  estimated  value  of  Network  equipment  and  services  that  you  specify, 
recommend  or  approve  the  purchase  Of?  (Please  print  the  appropriate  number  code  on  the  line  next  to  each 
product  category.  Please  complete  ALL  categories  A~N.) 


1  $100  Million  or  more 

2  $50  Million  to  $99.9  Million 

3  $25  Million  to  $49.9  Million 

4.  $10  Million  to  $24.9  Million 

5.  $1  Million  to  $9.9  Million 

6.  $100,000  to  $999,999 

7.  $50,000  to  $99,999 

8.  Under  $50,000 

9.  None  of  the  above 


A  _ Large  Systems 

( Mainframes/Minis) 

B  _ Desktops  (Micros/Laptops/ 

Workslations/PDAs) 

C  _ Servers 

D  _ LANs 

E  _ WAN  Equipment 

F  _ Carrier  Services 


G 

H 

I 

J 

K 

L 

M 

N 


.  Internetworking 
. Internet 
_ Intranet 

.  Extranet/Ecommerce 
.  Remote  Access 
.  Peripherals  (including  storage) 
_  Software 
.  Service/Support 


s 


a  What  is  the  total  number  of  sites  tor  which  you  have  purchase  influence? 

(check  ONE  only) 


1.  D100+  2.  050-99  3.  □  20-49  4.  □  10-19  5.  □  2-9  6.  □  1  7.  □  None 


What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (check  one  box  in  each  column) 


SERVERS 

At  Location  Entire  Org. 

A  B 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none 


At  Location 
C 

□  1. 
□  2. 

□  3. 

□  4. 

□  5. 

□  6. 

□  7. 


CLIENTS 

Entire  Org. 
D 

50,000+  □ 

10,000  to  49,999  □ 
1,000  to  9,999  □ 

100  to  999 


50  to  99 
10  to  49 
1  to  9 


□  8.  none 


□ 

□ 

□ 

□ 

□ 


LANS 

At  Location  Entire  Org. 

E  F 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9 

□  8.  none  0 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 


A.  Scope  (check  ONE  only) 

CORPORATE: 

1. D  Entire  Enterprise/Multiple  Enterprises 

2.  □  Division/Multiple  Divisions _ 

3.0  Department 
4.D  None 


B.  Involvement  (check  ALL  that  apply) 

1. D  Create Network/IT Strategy 

2. D  Recommend/Specify  Brand 

3.  □  Approve  Purchase 


4. D  Evaluate  Products/Services 

5. D  Determine  the  Need 

6. D  None 


What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

(check  ONE  In  each  section) 


A.  At  your  location: 

1.  □  Over  20,000 

2.  □  10,000-  19,999 

3.  □  5,000-9,999 

4.  □  2,500  -  4,999 

5.  □  1,000  -  2,499 


6.  □  500-999 

7.  □  250  -  499 

8.  □  100-249 

9.  □  99  or  less 


B.  Entire  organization: 
L  □  Over  20,000 

2.  □  10,000-  19,999 

3.  □  5,000-9,999 

4.  □  2,500-4,999 


5.  □  1,000-2,499 

6.  a  500-999 

7.  O  499  or  less 


□ 

Please  indicate  the  Network  hardware/software/services  that  you  are  currently  involved  in 
purchasing  or  plan  to  purchase:  (check  all  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 

COMPUTERS/PERIPHERALS 

A 

B 

A  B 

A  B 

□  01.  □  Laptops/Notebooks/PDAs 

□  05.  □  Storage/Backup 

□  08.  D  Minis 

□  02.  □  PCs 

(Optical, Disk, Tape, RAID) 

□  09.  □  Mainframes 

□  03.  □  Windows  Terminals/Thin  Clients 

□  06.  □  Printers 

□  10.  □  Fax/Modem  Boards 

□  04.  □  Workstations 

□  07.  □  Printer/Fax/Copier  Hybrids 

□  11.  □  Memory/Chips/Boards/Cards 

SOFTWARE/APPLICATIONS 

(Multifunction  Printers) 

□  12.  □  Other  Computers/Peripherals 

A 

B 

A  B 

A  B 

□  13.  □  Network  Management 

□  21.  □  E-Mail 

□  28.  □  Site  Metering  Tools 

□  14.  □  Systems  Management 

□  22.  □  Enterprise  Resource  Planning 

□  29.  □  Data  Warehousing 

□  15.  □  Security 

(ERP) 

□  30.  □  Anti  Virus  Software 

□  16.  □  Directory  Services 

□  23.  □  EDI 

□  31.  □  Multimedia 

□  17.  □  Operating  Systems 

□  24.  □  Desktop  Videoconferencing 

□  32.  □  Y2K  Conversion  Software 

□  18.  □  Applications  Development  Tools 

□  25.  □  Imaging 

□  33.  □  Helpdesk 

□  19.  □  Database  Management/RDBMS 

□  20.  □  Groupware 

SERVICES 

□  26.  □  Middleware/Serverware 

□  27.  □  Document  Management 

□  34.  □  Other  Software/Applications 

A 

B 

A  B 

A  B 

□  35.  □  BPO  (Business  Process 

Outsourcing  incl.  Financial 
Services,  HR,  Logistics  etc.) 

□  36.  □  Applications  Outsourcing 

□  37.  □  Call  Center  Outsourcing 

□  38.  □  Systems  Integration/Consulting 

□  39.  □  Education/Training  Services 

□  40.  □  Other  Services 

A  B 

None  of  the  above  (1  -  40)  □  41.  □ 

tel  1  Please  indicate  the  platforms  that  are  currently  installed/planned:  check  all  that  apply) 

J  A.  Currently  installed  B.  Planned  for  purchase 

NETWORK  PROTOCOLS 

A  B 

□  01.  □  TCP/IP 

□  02.  □  IPv6 

□  03.  □  SNA 

LAN/WAN  ENVIRONMENT 

A  B 

□  04.  □  Novell  IPX/SPX 

□  05.  □  APPC/APPN/LU  6 2 

□  06.  □  NETBIOS/NETBUEI 

A  B 

□  07.  □  NFS 

□  08.  □  SNMP 

□  09.  □  Other  Network  Protocols 

A  B 

□  10.  □  Gigabit  Ethernet 

□  11.  □  Switched  Ethernet 

□  12.  □  Fast  Ethernet 

□  13.  □  Ethernet 

□  14.  □  ATM 

□  15.  □  Token  Rin^Token  Ring  Switching 
NETWORK  OPERATING  SYSTEM 

A  B 

□  16.  □  IP  Switching 

□  17.  □  Layer  3,4  Switching 

□  18.  □  FDD1 

□  19.  □  100Base-T 

□  20.  □  lOBase-T 

□  21.  □  Fibre  Channel 

A  B 

□  22.  □  Wireless 

□  23.  □  DSL 

□  24.  □  ISDN 

□  25.  □  Frame  Relay 

□  26.  □  Private  Line  Tl,  T3,  FT-1,  SONET 

□  27.  □  Other  LAN/WAN  Environment 

A  B 

□  28.  □  Windows  NT/Windows  2000 

□  29.  □  Novell  (NetWare  5JQ 

□  30.  □  Novell  (NetWare  4JQ 

□  31.  □  Novell  (NetWare  2JL3JQ 
COMPUTER  OPERATING  SYSTEM 

A  B 

□  32.  □  LINUX 

□  33.  □  Microsoft  (IAN  Manager) 

□  34.  □  Banyan  (Vines) 

A  8 

□  35.  □  IBM  (IAN  Server) 

□  36.  □  Other  Network  Operating  System 

A  B 

□  37.  □  NT  Workstation 

□  38.  □  Windows  2000 

□  39.  □  Windows  98/95/3.1 

□  40.  □  Intel  based  UNIX 

□  41.  □  RISC  based  UNIX  (incL  SOLARIS) 

A  B 

□  42.  □  LINUX 

□  43.  □  DOS 

□  44.  □  OS/2, OS/2  WARP 

□  45.  □  OS/400 

□  46.  □  IBM  MVS/VM/VS&ESA 

A  B 

□  47.  □  Digital  VMS 

□  48.  □  Macintosh 

□  49.  □  Other  Computer  Operating  System 

A  B 

None  of  the  above  (1-  49)  □  50.  □ 

1  Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

L  Lt  1  (chock  ALL  that  apply) 

A  -  Mainframes 

B  -  Minis  (Midrange) 

C  -  Workstations 

(Large  Scale) 

1.  □  IBM  RS/6000 

1.  □  Sun  Microsystems 

1.  □  IBM 

2.  □  IBM  AS/400 

2.  □  H-P 

2.  □  Other 

3.  □  Digitai/Tandem/Compaq 

3.  □  Digital/Compaq 

4.  □  Unisys 

4.  □  IBM 

5.  □  H-P 

5.  □  Silicon  Graphics 

6.  □  Other 

6.  □  Other 

What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

(check  ONE  only) 


1.  □  $20  Billion  or  More  5. 

2.  □  $10  Billion  to  $19.9  Billion  6. 

3.  □  $1  Billion  to  $9.9  Billion  7. 

4.  □  $500  Million  to  $999.9  Million  8. 


□  $100  Million  to  $499.9  Million 

□  $50  Million  to  $99.9  Million 

□  $10  Million  to  $49.9  Million 
D  $5  Million  to  $9.9  Million 


9.  □  $4.9  Million  or  less 

10.  □  None  of  the  above 


For  which  areas  outside  of  the  US  do  you  have  purchase  influence? 

(check  ALL  that  apply) 


3.  □  South  America 

4.  □  Australia 


5.  □  Middle  East 

6.  □  Africa 


7.  □  Canada 

8.  □  None 


FORM:  9902 
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Key  DSL  flavor  faces 
big  compatibility  test 
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and  trends 

Product  reviews, 
buyers  guides, 
management  surveys 
and  more! 


1.  FOLD  HERE  &  MAIL  TODAY  i 


Your  colleagues  may  also  qualify 
for  a  FREE  subscription! 

Please  list  below  names  and  job  functions  of  other  individuals  at  your  location  who  might  also  benefit 

from  a  FREE  subscription  to 


NAME 
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FUNCTION 
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FUNCTION 
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Briefs 


PSINet  is  deploying  Ennovate 
Network's  Envoy  1600  IP  edge 
switches  throughout  its  network. 
PSINet  and  Ennovate  last  week 
signed  a  multiyear,  multimillion- 
dollar  deal. 

While  the  companies  wouldn't 
confirm  how  much  the  deal  is 
worth,  PSINet  did  say  it  expects 
to  roll  out  hundreds  of  the  Envoy 
1600  devices.  Ennovate  last 
week  also  announced  that  the 
Envoy  1600  now  supports  native 
frame  relay  switching,  which 
offers  business  users  and  carri¬ 
ers  a  migration  path  to  full  IP 
switching. 

PSINet:  www.psi.net;  Ennovate: 
www.ennovatenetworks.com 

USWeb/CKS  last  week  intro¬ 
duced  its  Internet  Application 
Manager  (1AM)  for  e-commerce 
service.  USWeb's  latest  applica¬ 
tion-hosting  service  lets  busi¬ 
ness  users  outsource  their  high- 
end  Web-hosting  and  e-com¬ 
merce  sites.  USWeb  offers  24-7 
management  and  monitoring  in 
addition  to  integrated  back-end 
systems  support.  The  service  is 
available  now.  Pricing  starts  at 
$25,000  per  month. 

USWeb:  www.uswebcks.com 

AT&T  Wireless  is  rolling  out  a 
new  technology  from  Score- 
Board,  a  software  company  in 
Herndon,  Va.,  which  will  let  the 
wireless  carrier  get  maximum 
performance  out  of  each  cell  site 
on  its  network.  ScoreBoard 
offers  a  service  called  Score- 
Board  3.5,  which  analyzes  a  car¬ 
rier's  network  data,  pinpoints 
problems  and  recommends  the 
best  way  to  fix  them.  The  service 
targets  problems  such  as  high 
interference  and  overloaded  cell 
sites  and  does  so  in  near  real 
time.  These  types  of  problems 
cause  poor  call  quality  and 
dropped  calls. 

AT&T  Wireless:  www.attws. 
com 


arriers 


The  Internet ,  Extranets ,  Interexchange 
and  Local  Carriers ,  Wireless ,  Regulatory  Affairs 


AT&T  taps  execs  in  reorganization 

Armstrong  chooses  Roscitt  and  Earley  to  oversee  enterprise  networking  services. 


BY  DAVID  ROHDE 

NEW  YORK  —  Forget  about  frame 
relay,  ATM  and  Internet  services  all 
being  housed  in  different  organizations 
at  AT&T. 

As  part  of  a  wide-ranging  reorganiza¬ 
tion,  AT&T  Chairman  C.  Michael  Arm¬ 
strong  last  week  tapped  two  executives  to 
head  up  a  newly  converged  business  unit 
handling  all  the  company’s  enterprise  net¬ 
working  services. 

The  move  occurred  at  a  conference 
for  investment  ana¬ 
lysts  in  New  York  at 
which  Armstrong 
and  his  deputies 
talked  up  AT&T’s 
prospects  and  creat¬ 
ed  a  slight  opening 
for  competitors  to 
get  in  on  AT&T’s 
cable  Internet  build¬ 
out. 

Rick  Roscitt,  cur¬ 
rently  president  of 


AT&T  Solutions  —  the  com¬ 
pany’s  outsourcing  and  managed- 
network  unit  —  will  become 
president  of  AT&T  Business 
Services  and  head  the  company’s 
entire  voice  and  data  enterprise 
networking  effort. 

Kathleen  Earley,  currently  pres¬ 
ident  of  AT&T  Internet  Services, 
will  add  the  frame  relay,  ATM  and 
private  line  portfolio  as  the  new 
president  of  AT&T  Data  and 
Internet  Services.  Earley  will 
report  to  Roscitt,  who  in  turn  will  report 
to  Armstrong. 

The  appointments  fill  a  leadership  gap 
that  resulted  when  the  former  chief  of 
AT&T  Business  Services,  high-profile  tele¬ 
com  veteran  Bob  Annunziata,  resigned 
abruptly  last  spring.  Annunziata,  who  pre¬ 
viously  ran  Teleport  Communications 
Group  —  the  competitive  local  exchange 
carrier  for  businesses  that  AT&T  acquired 
in  1998  —  is  currently  CEO  of  high-flying 
start-up  Global  Crossing. 

Annunziata  had  been  temporarily 


replaced  by  AT&T  veteran 
Michael  Keith.  But  Keith  had 
retained  a  low  profile  and 
last  week  was  shifted  into  a 
new  position  —  head  of  a 
new  fixed-wireless  local 
loop  venture  within  AT&T’s 
sprawling  wireless  unit. That 
unit  is  slated  to  be  covered 
by  a  separate  tracking  stock 
beginning  next  spring. 

Roscitt  and  Earley  promise 
new  integration  between  tra¬ 
ditional  and  Internet-based  offerings.  For 
example,  they  touted  AT&T’s  recently 
introduced  IP-Enabled  Frame  Relay  —  a 
service  that  uses  IP  addressing  rather 
than  frame  relay  routing  tables  and  mul¬ 
tiple  permanent  virtual  circuits  to 
achieve  any-to-any  connectivity  in  a  cor¬ 
porate  network.  “And  we’re  going  to  cat¬ 
apult  ourselves  into  the  Web-hosting 
business,”  Earley  says. 

Armstrong  says  AT&T  will  complete  at 
least  half  of  its  promised  26  Web  hosting 
See  AT&T,  page  33 


Roscitt  will  be 
president  of  AT&T 
Business  Services. 


Earley  will  head 
up  AT&T  Data  and 
Internet  Services. 


NorthPoint  enlists  Equinix  to  speed  DSL 


BY  TIM  GREENE 

SAN  FRANCISCO  —  Digital  sub¬ 
scriber  line  (DSL)  specialist  NorthPoint 
Communications  is  trying  to  make  DSL 
more  attractive  by  speeding  links 
between  customers  and  the  Web-based 
services  they  seek. 

NorthPoint  will  establish  hub  sites 
within  facilities  run  by  Equinix,  where 
other  service  providers  also  house  their 
gear.  Collocating  like  this  allows  fast, 
direct  connections  among  Equinix  cus¬ 
tomers’  networks  rather  than  slower, 
direct  wide-area  links  to  each  other. 

That  in  turn  gives  NorthPoint  cus¬ 
tomers  faster  access  to  certain  Internet 
content  as  well  as  services  provided  by 
application  service  providers  (ASP), 
according  to  Michael  Malaga,  president 
of  NorthPoint. 

Today,  NorthPoint’s  customers  can 
buy  a  high-speed  DSL  connection  to  an 
ISP.  But  once  customers  start  pulling 
information  off  the  Internet,  the  actual 
speed  may  be  considerably  slower 


because  of  Internet  bottlenecks.  For 
example,  a  1.5M  bit/sec  DSL  connection 
drawing  data  from  a  server  connected 
to  the  Internet  at  256K  bit/sec  will  be 
limited  to  the  speed  of  the  server 
connection. 

Equinix  is  setting  up  a  network  of 
secure  buildings  where  content  pro¬ 
viders  such  as 
large  e-business 
sites  and  ASPs  can 
lease  space  for 
their  servers. 

When  end  users 
seek  content  from 
Equinix  cus¬ 
tomers,  the  con¬ 
tent  is  delivered 
from  the  nearest 
Equinix  site.  For 
many  end  users, 
that  will  eliminate 
time-consuming 
trips  across  the 
Internet  that  can 
slow  down  con¬ 


tent  delivery. 

With  that  bottleneck  gone,  customers 
are  more  likely  to  want  a  high-speed 
Internet  link  such  as  DSL  because  the 
overall  link  from  the  content  to  cus¬ 
tomers  will  be  faster,  Malaga  says. 

NorthPoint  will  install  gear  within 
Equinix  sites,  known  as  Internet  busi¬ 
ness  exchanges  (IBX),  so  Northpoint 
customers  will  be  able  to  directly  access 
certain  other  service  providers. 

For  example,  if  a  customer  wanted  to 
See  Equinix,  page  33 


Equinix  interconnections 


Equinex  Internet  business  exchanges  (IBX)  house  carriers,  ISPs, 
ASPs  and  other  content  providers  at  a  single  site.  These  service 
providers  can  connect  to  the  site  and  each  other  via  a  single  trunk 
rather  than  many. 


Equinix  IBX 


DSL  provider  If 
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Seeing  through 
certain  environments 
takes  special  vision . 


Switch  Vision  Suite 

Need  documentation?  With  a  single 
click,  you  can  generate  spanning 
tree  and  switched  server  connection 
diagrams  with  our  unique  link  to 
Visio®  software.  And  if  a  key  device, 
router,  or  switch  port  is  overloaded, 
you'll  know  about  it  in  a  heartbeat. 

Then,  put  our  LANMeter*  with 
SwitchWizard™  to  work.  It's  the 
fastest  way  to  find  problems  in 
switched  networks.  In  seconds,  it 
can  zero  in  on  the  problem  and  give 
you  detailed  error  information  -  from 
anywhere  in  the  network.  You  can 


even  drill  down  to  the 
physical  layer  to  isolate  a 
bad  cable  or  a  NIC.  Or  use  it 
as  a  remote  probe  to  feed  data 
back  to  the  Network  Inspector 
console. 

Finally,  illuminate  problems 
through  the  application  layer  with 
our  Protocol  Inspector™.  You'll  have 
the  power  of  full  seven-layer  de¬ 
codes  with  expert  analysis.  Ad¬ 
vanced  filtering  and  triggering  let 
you  find  offending  packets  in  what¬ 
ever  dark  corner  they  may  be  lurk¬ 
ing. 

The  Switch  Vision  Suite  from 
Fluke.  It  gives  you  the  power  to  see 
inside  switched  environments.  And 
in  today's  world  that's  what  being  in 
control  is  all  about  -  better  vision. 


This  is  what  you  need 
to  control  switched 
environments. 


A  few  years  ago,  a  protocol 
analyzer  gave  you  total  network 
visibility.  But  then  switched  net¬ 
works  came  along  and  left  you  in 
the  dark. 

That's  why  we  developed  our  new 
Switch  Vision  Suite.  It's  a  powerful 
package  of  visionary  network  man¬ 
agement  products  that  work  together 
to  monitor,  analyze  and  troubleshoot 
to  give  you  control  of  every  situation 
that  pops  up.  You  get  enterprise¬ 
wide  vision  with  the  power  to  drill 
down  seven  layers  deep.  All  for 
about  the  same  price  as  the  leading 
protocol  analyzer. 

For  starters,  our  Network  Inspector™ 
software  monitors  and  trends  all  the 
ports  in  your  switched  network.  Our 
new  Trace  SwitchRoute™  feature 
pinpoints  problems  between  nodes. 


Fluke.  Keeping  your  world 
up  and  running. 


For  the  complete  story,  visit  our  web  site  at 
www.fluke.com/nettools/switchvision. 

Or  better  yet,  see  for  yourself,  in  action. 

Call  1-888-819-2487  and  we'll  come 
out  and  show  you  how  much  it  can  do 
in  your  own  switched  environment. 


Network  Inspector  now  works  with  Visio. 


©1999  Fluke  Corporation.  U.S.  (800|  44-FLUKE.  Fax  back  (800)  FLUKE  FAX.  Canada  (800)  36-FLUKE.  Europe  (31  40)  2  678  200.  Other  countries  (425)  356-5500.  www.nuke.com/nettools/ 
All  rights  reserved.  Ad  no.  01217 
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th  connection? 


CABLE  &  WIRELESS 


If  you  want  to  succeed  in  e-business, 


terms  of  your  bottom  line.  Better  still,  we’ll 


you  only  need  to  get  one  connection.  And 


put  you  on  one  of  the  fastest  backbones  on 


that’s  Cable  &  Wireless. 


the  planet.  So  you’ll  always  have  a  very 


reliable,  extremely  scalable,  unquestionably 

You  can  choose  from  a  whole  host  of 

global,  and  supremely  fast  connection 

Cable  &  Wireless  products  and  services. 

to  the  Internet. 

One  box  e-business  solutions,  intranets, 


extranets,  security,  high  speed  Internet 
access — in  fact  everything  you  need  to 
grow  your  business  online,  off  line,  and  in 


Get  the  connection  with  Cable  &  Wireless. 
You’ll  get  all  the  resources  you  need  to 
become  an  a-list  player  in  e-business. 


i 


Visit  www.GetTheConnection.com 


Carriers  &  ISPs 


AT&T. 

continued  from  page  29 

centers  by  the  end  of  2000,  with  the  rest 
expected  to  follow  in  2001. 

But  Earley  rules  out  a  widespread 
move  by  AT&T  into  the  application  ser¬ 
vice  provider  (ASP)  business.  Instead, 
she  says  AT&T’s  Web-hosting  business 
could  have  ASP,  as  well  as  enterprise, 
customers. 

Another  of  AT&T’s  most  talked-about 
initiatives  —  cable  access  over  Internet 
lines  —  also  appeared  set  for  two  more 
years  of  development.  At  the  confer¬ 
ence,  Armstrong  announced  that  AT&T 
and  ISP  MindSpring  Enterprises  had 
sent  a  letter  to  William  Kennard,  chair¬ 
man  of  the  Federal  Communications 
Commission,  in  which  AT&T  laid  out  a 
set  of  principles  under  which  AT&T 
would  open  its  cable  lines  to  all  Internet 
providers.  But  he  also  said  the  princi¬ 
ples  would  not  take  effect  until  AT&T’s 
exclusive  contract  with  Excite  At  Home 
expires  in  2002. 

But  the  move  was  dismissed  by 
some  observers  as  a  careful  bit  of 
choreography  that  really  didn’t  hold 
out  the  prospect  for  many  other  ISPs 
other  than  the  AT&T-affiliated  Excite  At 
Home  to  make  a  foray  into  high-speed 
cable  access  any  time  soon. 

Some  ISPs  said  a  more  substantive 


rfusion.ct 


ARMSTRONG 

SAYS. . . 


Listen  to  a  replay  of  AT&T  CEO  C.  Michael 
Armstrong's  remarks  from  last  week's 
investment  analyst  conference. 


Equinix, 

continued  from  page  29 

link  to  an  ASP  that  had  a  server  in  an 
IBX,  Northpoint  would  be  able  to  link 
up  with  that  ASP  directly  within  the 
IBX.  By  meeting  at  a  common  site,  they 
eliminate  the  need  to  set  up  a  WAN 
link  directly  to  the  ASP. 

NorthPoint  will  be  able  to  link  its 
customers  to  multiple  content 
providers  within  an  IBX.  So  if  cus¬ 
tomers  want  to  buy  content  from  mul¬ 
tiple  providers,  they  could  do  so  over 
the  same  DSL  link. 

NorthPoint  is  also  making  a  report¬ 
ed  $5  million  investment  in  Equinix 
to  help  it  establish  its  IBX  sites, 
Malaga  says. 

Other  companies  investing  in 
Equinix  include  America  Online,  Cisco, 
Dell  Computer,  E*Trade,  Microsoft, 
Reuters,  Benchmark  Capital  and  The 
Carlyle  Group.  B 


move  would  be  if  AT&T  actually 
offered  them  a  contract  spelling  out 
the  exact  terms  to  gain  access  to  AT&T 
cable  lines.  But  Armstrong  responded 
that  it  was  too  early  for  that.  “The  frus¬ 
tration  of  the  ISPs  is  that  the  contract 
doesn’t  exist,”  Armstrong  said.  “We  just 
issued  the  principles.” 


Asked  whether  AT&T  could  revise 
its  contract  with  Excite  At  Home 
before  it  expires,  Armstrong  said  that 
wasn’t  up  to  him.  “That  relationship  is 
not  just  with  AT&T,”  he  said.  Excite  At 
Home  also  has  contracts  with  other 
cable  companies  adding  up  to  a  total  of 
60%  of  U.S.  homes  having  access  to 


cable, Armstrong  said. 

The  letter  to  Kennard  also  did  not 
appear  to  change  AT&T’s  long-held 
stance  that  the  FCC  should  not  impose 
any  mandates  to  provide  cable  open 
access,  and  instead  should  let  cable 
companies  determine  to  whom  to 
open  their  networks.  B 


this  upstart 
that  keeps 
winning 
major  VPN 
accounts ?” 

Uh,  that  would  be  us,  Compatible  Systems 


Our  IntraPort™  family  of  VPN  Access  Servers 

wins  more  business  because  it  meets 

industry  standards  and  real  customer  needs: 

■  Integrated  SLA  monitor 

■  RADIUS,  SecurlD  and  X.509  user  authentication 

■  Broadest  Client  Software  Support  -  Windows  95, 
98,  NT,  Macintosh,  Linux  and  Solaris  -  at  no 
additional  charge 

■  Fully  IPSec  compliant 

■  Y2K  compliant 

Only  Compatible  Systems  gives  you  this 

much  VPN  scalability: 

■  Remote  access  support  from  64  client 
connections  (IntraPort  2)  to  40,000  connections  at 
more  than  600  Mbps  (IntraPort  Enterprise-8) 

■  LAN-to-LAN  support  from  16  to  512  simultaneous 
connections 

■  The  most  complete  and  scalable  VPN  product  line 
available 


Visit  our  website  to  get  your 
complimentary  copy  of  our 
Technical  Evaluator's  Guide, 
a  straight-shooting  guide  to  VPN. 

www.compatible.com/evaluate_now/ 


Since  January,  our  VPN  solutions  have  been 
chosen  by  demanding  organizations  such  as: 

Apple  Computer 

ENTEX  Information  Systems 

Amazon.com 

Motorola 

Jet  Propulsion  Laboratory 
U.S.  Dept,  of  Energy 
Westinghouse 
PSINet 

Pacific  Stock  Exchange 
Yankee  Group 

and  nearly  a  thousand  companies  like  them. 

To  find  out  why,  call  1-800-356-0283,  or  visit 
www.compatible.com/ 


Compatible  Systems 

the  VIRTUAL  leader 


IntraPort,  IntraPort  Enterprise  and  IntraPort  Carrier  are  trademarks  of  Compatible  Systems  Coro. 
All  other  product  names  are  trademarks  of  their  respective  manufacturers. 
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Introducing  something  all  together  different 
from  Unisphere  Solutions. 
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Service  Ready  Networking 


m, 


Ever  hear  anyone  call  you  an  "infrastructure  provider"? 
Of  course  not,  you're  a  service  provider.  Why  then  are 
you  still  ruled  by  bandwidth  and  protocols  just  when 


your  customers  are  most  in  need  of  new  services? 
1 


um 


Clearly  it's  time  for  something  all  together  different  - 
Service  Ready  Networking  from  Unisphere  Solutions.  It's 
a  services-enabled  architecture  ready  from  Day  One 
to  respond  quickly  to  customer  demands  for  next- 
generation  converged  solutions.  So  service  providers 
like  you  can  reap  the  benefits  of  rapid  time  to  revenue. 


Of  course,  that's  not  the  only  freedom  you'll  enjoy. 
By  separating  service  creation  and  assurance  from  hard- 
ware-based  service  delivery,  Service  Ready  Networking 
ensures  vendor  independence.  Which  saves  time  and 
cuts  cost  when  bringing  new  sen/ices  to  market.  Need 
another  competitive  edge?  Service  Ready  Networking 
offers  flexible  subscriber  service  management  for 
on-demand  services.  Policy  driven  and  open  standards- 
based,  this  platform  means  faster  service  deployment 
and  maintenance.  Not  a  bad  idea  when  it  comes  to 


Stand  out  in  today's  winner-take-all  marketplace.  And  winning  new  customers  or  retaining  old  ones, 
cut  yourself  a  larger  slice  of  market  share,  right  now.  All  this  sound  too  good  to  be  true?  Then  consider 

Service  Ready  Networking  is  unique  from  the  this.  Unisphere  Solutions  is  an  innovative  start-up  from 

ground  up.  For  openers,  its  technology  framework  the  world's  leading  telecommunications  company, 

allows  you  to  create  and  deploy  converged  voice/data  Siemens.  Which  means  we  have  the  know-how  to  make 

services  across  any  infrastructure.  So  you  can  forget  the  Service  Ready  Networking  a  working  reality  for  you. 

restrictions  of  hardware-driven  networks.  And  concen-  So  why  remain  blinded  by  infrastructure  when  the 

trate  instead  on  satisfying  customer  demands  with  the  real  answer  is  already  within  sight?  Service  Ready 
broadest  mix  of  value-added  services.  Networking  from  Unisphere  Solutions. 


Carriers  8  ISPs 


[ye  on  the  carriers  .  David  Rohde 


Watch  the  ‘T  on  those  stock 


Pssst,  buddy,  how’d  you  like  to 
own  some  AT&T  stock? 

You  say  you’ll  pass?  I  understand. 
Somehow  it’s  hard  to  get  fired  up 


about  owning  AT&T  stock,  compared 
with,  say,  a  luscious  hunk  of  Cisco  or 
Lucent  —  or  even  a  rival  such  as  MCI 
WorldCom,  which  knows  how  to  take 


TICKERS 

care  of  its  shareholders.  That’s  AT&T 
CEO  C.  Michael  Armstrong’s  problem 
right  there  —  and  sort  of  your  prob¬ 
lem,  too,  if  you  use  AT&T. 
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voice  channels  over  a 
single  T1  link... 


...with  RAD’s 
Compressed  Voice  System 


RAD’s  CVS™  Compressed  Voice  System  is  a  unique,  scalable  network  solution  that  offers 
288  voice  channels  over  a  single  T1  link.  This  eliminates  tire  need  to  pay  for  12  leased  lines, 
saving  over  90%  on  leased  line  costs.  Squeezing  so  much  bandwidth  into  a  single  pipe  also 
frees  extra  channels  for  data,  fax  and  LAN  traffic.  CVS  supports  ITU  standard  G.723.1  voice 
compression  technology.  It  achieves  consistently  high  voice  quality  at  data  rates  as  low  as  6.4 
and  4.8  kbps,  even  as  the  amount  of  traffic  increases. 

CVS  is  based  on  RAD’s  Megaplex-2 100™  and  Kilomux-2 100™  multiplexers,  which  integrate 
voice,  fax,  data  and  LAN  traffic  over  TDM  and  Frame  Relay.  RAD  view  central  SNMP  ^gg 
management  provides  complete  system  monitoring  and  control. 


l  .S.  Headquarters  -  Tel:  (201)  529-1  too.  Ton  free:  (800)  444-7254,  Fax:  (201)  529-5777, 
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AT&T  is  trying  to  remake  itself  into  a 
sleek  e-commerce  transport  and  “solu¬ 
tions”  company,  yet  it  remains  the  quin¬ 
tessential  widows  and  orphans  stock. 
All  year  the  stock  has  fiddled  between 
$50  and  $60,  weighed  down  by  a  resi¬ 
dential  long-distance  price  war  and 
AT&T’s  holdings  in  the  iffy  cable  busi¬ 
ness.  But  what  do  stockholders  care,  as 
long  as  they  get  dividends? 

Last  week,  Armstrong  called  a  meet¬ 
ing  of  Wall  Street  analysts  with  the 
none-too-subtle  agenda  of  getting 
AT&T’s  stock  price  moving.  (The  book 
of  handouts  was  titled  “analysT  meet¬ 
ing"  —  “T”  being  AT&T’s  stock  symbol.) 

Armstrong  started  by  announcing 
that  the  company’s  wireless  business 
would  go  into  a  new  tracking  stock. 
That’s  fine  for  wireless.  But  then  he 
turned  to  the  task  of  making  each  of 
the  other  business  units  remaining  in 
the  AT&T  parent  look  like  a  winner. 
That  took  some  doing. 

At  one  point,  consumer  long¬ 
distance  chief  Gene  Lockhart  reported 
the  apparently  doleful  news  that  his  rev¬ 
enue  would  decline  3%  to  5%  in  2000 
because  of  the  price  war.  Not  to  worry, 
he  said  —  his  division's  expenses  are 
projected  to  drop  6%  to  8%,  so  profits 
will  actually  rise.  Now  that’s  a  story  to 
set  investors'  hearts  racing! 

AT&T  does  have  a  lot  to  recommend 
it,  from  sizzling  50%  growth  in  out¬ 
sourcing  and  managed  services  to  a  big 
increase  in  business  and  residential 
local  services. 

But  AT&T  still  lacks  some  core  com¬ 
petencies.  For  example,  the  company 
has  announced  it  will  build  26  Web 
hosting  centers  but  has  hardly  begun 
the  job  —  even  the  one  in  Manhattan 
won’t  open  until  next  month.  How 
much  simpler  it  would  be  if  AT&T 
could  make  like  a  Cisco,  Lucent  or  MCI 
WorldCom  and  just  buy  one  of  the  top 
Web-hosting  firms.  But  that  requires 
currency  —  a  hot  stock  —  one  people 
want  to  have. 

AT&T  also  needs  to  have  the  confi¬ 
dence  to  spend  the  money  that  a 
healthy  stock  provides. The  carrier  has 
a  legacy  of  baby-step  spending  on  ser¬ 
vices  that  its  bureaucracy  doesn’t 
really  embrace.  The  result  has  been  a 
series  of  capacity  shortages  —  frame 
relay  in  1994  and  1995;  T-l  access 
ports  in  1997  and  1998;  Internet  dial¬ 
up  earlier  this  year;  and  even  a  recent 
failure  to  put  on  enough  capacity'  for 
its  booming  wireless  business  right  in 
New  York  City. 

And  New  York  's  no  place  to  drop  the 
ball,  because  AT&T  needs  Wall  Street’s 
help  to  get  itself  valued  as  a  growth 
play  rather  than  a  utility.  That  would 
really  allow  the  company  to  make  all 
the  investments  it  needs  to  stay  ahead 
of  the  enterprise  network  curve. 

Rohde  is  a  senior  editor  with 
Network  World.  He  can  be  reached  at 
drohde@nww.com. 


In  today’s  Internet  economy,  success  depends  on  the  quality  of  your 
Internet  Infrastructure.  Globix  Internet  Data  Centers  and  high-speed  network 
are  engineered  to  deliver  all  of  the  reliable  power,  performance  and  physical 
security  you  need,  and  much  more. 

Unlike  some  other  hosting  and  service  providers,  Globix  operates  its  own  tier-one 
high-capacity  fiber-optic  backbone  network,  connecting  major  cities  throughout  the 
United  States  and  Europe  in  a  fully  redundant  ring  configuration  for  speed  and 
reliability.  Our  24  x  7  x  365  Global  Network  Operations  Center  monitors  and  maintains 


our  network  to  ensure  optimum  performance  at  all  times.  With  18  Internet  exchange 
points  and  more  than  550  peering  connections,  the  Globix  network  handles  all  your 
high-speed  Internet  access  and  broadband  applications  with  ease. 

Industrial  strength  network  engineering  is  just  one  of  the  many  Globix 
advantages.  So,  before  you  invite  millions  of  customers  to  your  E-business,  or 
launch  your  mission-critical  Internet  applications,  call  us  for  a  free 
consultation.  Or,  arrange  a  tour  of  one  of  our  state-of-the-art  Internet  Data 
Centers  and  see  the  Globix  difference  for  yourself. 
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Co-Location  •  Web  Hosting  •  Dedicated  Access  •  Streaming  Media  •  E-Commerce  •  Internet  Security/VPNs 

“Globix"  and  the  stylized  “G"  logo  are  trademarks  of  Globix  Corporation.  ©  Copyright  1999  Globix  Corporation.  All  Rights  Reserved.  NASDAQ:  GBIX 


II 


Carriers  8  ISPs  Special  Focus 


Fixed  wireless  users  seeing 

more  choices 


BY  DENISE  PAPPALARDO 

As  fixed  wireless  service  choices  continue  to 
multiply  and  evolve,  business  users  will  need 
to  keep  close  tabs  on  the  players  and  rules  in 
this  rapidly  changing  segment  of  the  WAN 
market. 

Fixed  wireless  services  offer  business  users 
another  option  beyond  landline  local  access,  an  alter¬ 
native  that  typically  promises  higher-speed  services  at 
competitive  rates. 

WinStar  and  Teligent  have  been  betting  the  farm  on 
fixed  wireless  services  for  a  couple  of  years.  And  now 
the  three  big  interexchange  carriers  (IXC)  and  Craig 
McCaw’s  Nextlink  Communications  are  heating  things 
up  with  new  service  promises  for  business  users,  says 
Michael  Smith,  a  program  director  at  Stratacast 
Partners,  a  consulting  firm  in  Mountain  View,  Calif. 

b»st  week.  AT&T  reaffirmed  its  plans  to  offer  cus¬ 
tomers  fixed  wireless  local  loop  services.AT&T  will 
be  using  its  existing  personal  communications  ser¬ 
vices  spectrum  to  offer  a  local  loop  bypass  service  in 
areas  where  it  will  not  offer  cable  or  traditional  land¬ 
line  local  services. 

Earlier  this  year,  MCI  WorldCom  and  Sprint  acquired 
a  handful  of  multipoint  multichannel  distribution  ser¬ 
vices  (MMDS)  providers  to  directly  reach  more  users 
in  local  markets.  Combined,  the  carriers  have  invested 
almost  $  1  billion  in  picking  up  these  fledgling  MMDS 
companies  that  were  all  in  financial  disarray. 

While  MMDS  has  been  around  for  about  10  years,  it 
is  now  attractive  to  IXCs  such  as  MCI  WorldCom  and 
Sprint  because  the  Federal  Communications  Com¬ 
mission  is  in  the  process  of  changing  the  rules  that 
govern  the  technology.  MMDS  —  which  is  in  the  2.5- 
GHz  to  2.7-GHz  spectrum  —  was  designed  as  a  wire¬ 
less  cable  television  technology  supporting  only  one¬ 
way  network  transmissions.  But  now  the  FCC  is 


Michael  Smith,  program  director,  Stratacast  Partners 

expected  to  allow  MMDS  license  holders  to  support 
two-way  services  that  will  let  users  send  and  receive 
data  at  up  to  10M  bit/sec. 

But  many  challenges  lie  ahead  for  MCI  WorldCom 
and  Sprint.  “We’re  hoping  the  FCC  will  make  a  ruling 
by  April  that  will  open  up  the  spectrum,”  says  John 
Stupka,  president  and  CEO  of  MCI  WorldCom  s  Sky  Tel 


FIXED  WIRELESS  SERVICES 

Carriers  angling  to  offer  an 
array  of  emerging 
technologies . 


wireless  division. 

Now  that  MCI  WorldCom 
and  Sprint  are  in  the  MMDS 
game,  more  vendors  will  be 
willing  to  develop  better  tech¬ 
nology,  Stupka  says. 

“There  wasn’t  much  incen¬ 
tive  for  vendors  to  develop 
MMDS  equipment  in  the  past 
because  so  many  of  the  license 
holders  didn’t  have  sound 
financial  plans,”  Stratacast’s 
Smith  says. 

However,  business  users 
shouldn’t  expect  to  see  widely 
available  MMDS  services  until 
the  end  of  next  year.  Moreover, 
analysts  believe  that  MMDS  will  be  offered  primarily  as 
a  consumer  service,  perhaps  for  home  office  users,  but 
mostly  as  a  means  of  bypassing  local  exchange  carriers. 

Business  users  may  find  the  most  compelling  offer¬ 
ings  coming  from  local  multipoint  distribution  services 
(LMDS)  carriers  and  the  WinStars  and  Teligents  of  the 
world,  says  Chris  Whitely,  a  project  manager  at  Insight 
Research  in  Parsippany,  N.J.  LMDS  carriers,  such  as 
Nextlink,  are  starting  from  ground  zero  and  are  still 
testing  services,  but  LMDS  holds  more  promise  than 
MMDS,  he  says. 

Nextlink  is  expected  to 
roll  out  commercial  LMDS 
voice  and  data  services  this 
month,  says  Doug  Carter, 
the  company’s  chief  techni¬ 
cal  officer.  The  services  will 
most  likely  be  launched  in 
Dallas  and  Los  Angeles, 
cities  where  Nextlink  has 
been  conducting  trials. 

The  users  who  will  bene¬ 
fit  most  from  fixed  wireless 
services  such  as  LMDS  are 
those  who  don’t  have  fiber 
running  directly  to  their 
buildings,  Smith  says.  “The  cost  of  deploying  a  fixed 
wireless  service  is  by  far  cheaper  than  a  carrier  deploy¬ 
ing  miles  of  fiber-optic  cable.” 

Nevertheless,  Nextlink  says  its  LMDS  services  most 
likely  will  not  be  cheaper  than  its  standard  access  ser¬ 
vices,  a  tactic  that  is  sure  to  raise  eyebrows. 

As  holder  of  the  largest  number  of  LMDS  licenses  in 


the  U.S.,  Nextlink  says  it  will  be  rolling  out  the  tech¬ 
nology  to  office  parks  and  buildings  where  high-speed 
fiber-optic  network  services  are  not  available.  In  other 
words,  Nextlink  is  targeting  customers  whose  choices 
are  a  56K  bit/sec  link  or  an  LMDS  service  that  can 
combine  local,  long-distance  and  data  on  one  connec¬ 
tion  at  up  to  1G  bit/sec. 

While  targeting  users  with  limited  choices  can  be 
an  effective  initial  strategy,  it  probably  won’t  work 


long-term  in  markets  such  as  New  York  and  Phila¬ 
delphia  because  business  users  typically  have  more 
choices  there,  Smith  says. 

“Fixed  wireless  carriers  are  going  to  have  to  be  cre¬ 
ative  in  rolling  out  service  offerings, ’’Whitely  says. 

For  example, Teligent,  which  offers  fixed  wireless 
services  in  34  markets  and  boasts  7,500  customers, 
offers  business  users  an  interesting  guarantee:  If  cus¬ 
tomers  are  not  satisfied  with  its  SmartWave  local  voice 
and  data  services, Teligent  will  switch  them  back  to 
their  previous  services  at  no  charge. 

WinStar,  which  offers  fixed  wireless  through  digital 
microwave  technology  in  the  28-GHz  and  38-GHz 
spectrums,  is  offering  customers  a  free  year  of  local 
voice  services  if  they  sign  a  three-year  contract. 

In  addition  to  its  digital  microwave  services, 

WinStar  holds  a  handful  of  LMDS  licenses  and  is  cur¬ 
rently  running  trial  tests.  WinStar  expects  to  roll  out 
commercial  LMDS  services  sometime  next  year. 

Teligent  and  WinStar  also  have  a  leg  up  on  the  new 
fixed  wireless  players,  point-to-multipoint  services. 
Teligent  has  point-to-multipoint  services  in  20  of  its  34 
markets  and  WinStar  has  six  of  its  70  markets  offering 
the  service. 

Point-to-multipoint  is  essentially  the  Holy  Grail  of 
fixed  wireless  services  in  that  it  supports  on-demand 
bandwidth.That  ability  means  that  users  only  pay  for 
what  they  use,  eliminating  the  fixed  monthly  fee  for  a 
45M  bit/sec  chunk  of  bandwidth  that  reaches  full 
capacity  only  a  couple  of  times  per  month. 

Senior  Editor  David  Rohde  contributed  to  this 
story. 


H  "There  wasn't  much  incentive  for 
vendors  to  develop  MMDS  equip¬ 
ment  in  the  past  because  so  many 
of  the  license  holders  didn't  have 
sound  financial  plans." 


Wireless  connectivity,  present  and  future 

Some  fixed  wireless  broadband  technologies  that  are  in  use  and  under 
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Technology 

Spectrum 

Data 

transmission 

speeds 

Availability 

Local  multipoint 
distribution  services  (LMDS) 

27.5  GHz  to  31  GHz 

1 G  bit/sec 

Trials  underway 

Multipoint  multichannel 
distribution  services 
(MMDS) 

2.5  GHz  to  2.7  GHz 

1 0M  bit/sec 

Yes,  but  only  limited 
two-way  distribution 

Digital  microwave 

24  GHz,  28  GHz, 

38  GHz 

Up  to  155M 
bit/sec 

Yes,  nearly  25,000 
business  subscribers 
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The  Compaq  ProLiant  8000  and  8500  servers  have  redefined 
industry-standard  technology,  yet  again.  With  its  revolutionary 
new  8-way  scalable  architecture,  Compaq  brings  enterprise 
customers  a  new  generation  of  powerful  ProLiant  servers. 
They  deliver  breakthrough  scalability,  higher  levels  of 
reliability  and  unbeatable  price  performance  for  NonStop®  e-Business  Solutions. 
They’re  backed  with  business-critical  Compaq  services,  tailored  to  your  needs.  And, 
since  Compaq  co-developed  the  crucial  ProFusion®  8-way  architecture  with  Intel®  no  one 
knows  it  better.  For  all  the  powerful  advantages  of  the  8-way  revolution — break¬ 
through  performance,  scalability  and  reliability — there’s  just  one  road  to  take. 
Details?  Visit  www.compaq.com/8-way,  or  call  1-800-AT-COMPAQ. 
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RUMBA  users: 

make  this  switch  your  last. 


Reflection 

Contact:  Pat  McDonald  888.512.2228 
www.wrq.com 


Why  mess  around?  Right  now  there's  a  no-obligation,  incredibly  easy 
way  to  get  WRQ  Reflection®  software — for  free! 

Introducing  the  Open  Door  Program-a  special  program  for  current  RUMBA1  and  Cyberprise™  users  that 
gives  you  the  matching  number  of  seats  of  our  award-winning  Reflection  products-and  unparalleled 
support-for  free!  There’s  zero  risk.  No  strings  attached.  So  if  you’re  feeling  shaky  about  your  new  host 
access  partner,  Open  Door  is  the  simple  way  to  protect  your  existing  investment  while  evaluating  your 
long-term  host  access  strategy.  See  for  yourself  why  WRQ’s  proven,  18-year  track  record  of  reliable 
products,  consistent  support,  and  long-term  vision  make  us  the  right  partner  for  you. 

Sign  up  for  your  free  Reflection  solution  by  visiting  www.wrq.com/ads/opendoor/iw 


If  you’re  not  a  Wall  Data  customer,  call  888.512.2228  and  ask  about  our  special  competitive  trade-in  pricing. 
Some  restrictions  apply.  See  web  site  for  details. 


©  1999  WRQ.  Inc.  All  rights  reserved.  WRQ,  the  WRQ  logo,  and  Reflection  are  trademarks  of  WRQ,  Inc.,  registered  in  the  USA  and  other  countries. 
Rumba  and  Cyberprise  are  trademarks  of  Wall  Data,  Inc. 
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Ipswitch  of  Lexington,  Mass., 
this  week  will  ship  a  new  version 
of  its  iMail  Server  for  Windows 
NT  that  features  improved  secu¬ 
rity,  an  easier  interface  for 
administrators  and  a  greater 
customization  ability.  Deployed 
on  more  than  11 ,000  servers, 
iMail  Server  supports  the  Simple 
Mail  Transfer  Protocol,  Post 
Office  Protocol  (POP)  and 
Internet  Message  Access 
Protocol  standards,  and  is  used 
for  Web-based  e-mail  access. 

With  Version  6,  Ipswitch  now 
supports  the  Secure  Sockets 
Layer  protocol  for  encrypting 
messages  and  Authenticated 
POP  for  greater  password  pro¬ 
tection.  IMail  Server  6  starts  at 
$1,000  for  a  250-user  license  and 
costs  $1,500  for  an  unlimited 
number  of  users. 

Ipswitch:  www.ipswitch.com 

Britain's  Virgin  Entertainment 
Group  will  distribute  at  least 
10,000  units  of  Boundless  Tech¬ 
nologies'  new  iBrow  Internet 
access  appliances  to  select  cus¬ 
tomers.  The  iBrow  is  a  small, 
sleek,  flat-screen  device  with  a 
wireless  keyboard,  designed  for 
accessing  the  Web  via  a  built-in 
56K  bit/sec  modem.  Customers 
will  have  direct  access  to  a 
range  of  products  and  services 
through  Virgin's  VirginConnect 
Web  site.  The  first  units  will  be 
ready  in  early  2000. 

Schlumberger  last  week 
shipped  the  second  version  of  its 
Cyberflex  Access  Software 
Developer  Kit  for  supporting 
smart-card  security  in  Windows- 
based  applications.  The  latest 
version  of  the  tool  kit,  available  at 
www.cardstore.slb.com,  will 
enable  a  single  X.509  digital  cer¬ 
tificate  on  a  smart  card  to  access 
applications  supporting  Microsoft 
CryptoAPIs  or  RSA's  Cryptoki 
Cryptographic  Token  Interface. 


The  best  app  servers  you’ve  never  heard  of 


The  likes  of  open  source  programs  Zope,  Midgard  and  Enhydra  gain  supporters. 


BY  APRIL  JACOBS 

Software  from  the  likes  of  Allaire, 
Oracle  and  the  Sun-Netscape 
Alliance  tend  to  get  most  of  the 
attention  in  the  application  server  mar¬ 
ket.  But  a  group  of  lesser-known  open 
source  technologies  is  becoming  increas¬ 
ingly  popular  for  building  application 
servers. 

These  offerings  —  with  intriguing 
names  such  as  Enhydra,  Midgard  and  Zope 
—  feature  most  of  the  same  pros  and  cons 
of  other  open  source  software.  They  are 
free  and  tend  to  be  more  easily  customiz¬ 


able  than  their  commercial  counterparts, 
but  generally  lack  the  service  and  support 
infrastructure  on  which  commercial  soft¬ 
ware  users  have  come  to  rely. 

Users  of  open  source  application 
servers  swear  by  the  servers,  which  like 
other  application  servers  often  sit 
between  back-end  data  sources  and  Web 
servers.  Most  of  the  popular  open  source 
application  servers  are  supported  by  pro¬ 
ject  teams  and  Web  sites  with  plenty  of 
documentation  and  resources  for  use  by 
potential  developers. 

But  the  bottom  line,  says  open  source 
user  Matt  Fahrner  of  Burlington  Coat 


Factory  Warehouse  in  Burlington,  N.J.,  is 
still  that  “you  have  to  be  prepared  to  get 
down  and  dirty  and  go  into  the  code  if 
you  have  problems.” 

While  it’s  tough  to  measure  use  of 
open  source  applications,  industry 
observers  say  Zope  is  among  the  more 
popular  open  source  application 
servers.  Based  on  Python,  an  object- 
oriented  programming  language,  Zope 
lets  end  users  reuse  chunks  of  code  over 
and  over  —  making  it  ideal  for  building 
constantly  changing  Web  applications.  At 
Indigo  Networks,  a  Zope  application 
See  Op  en  source,  page  47 


Something  for  nothing? 

While  open  source  application  servers  don't  come  packaged  with  service  and  support,  they  can  be  downloaded  for  free  over  the  Web. 

Here's  a  sampling  of  such  servers: 

Server  Description 

Enhydra  The  Java-based  application  server  can  be  used  as  a  tool  for  engineers  and  end-user  interface  designers  to  build  Web  applications. 

It  lets  developers  reuse  code  in  a  modular  fashion  when  building  Web  sites  and  applications,  saving  development  time. 

Midgard  Aimed  at  ISPs,  its  strengths  lie  in  Web  publishing  and  design.  Its  features  include  content  administration,  host  and  layout  administration, 

browser-based  access  and  group  administration. 

Zope  Ideal  for  building  Web  portals  and  for  content  management.  It  was  developed  on  Linux/Intel  and  is  supported  on  Linux/Intel,  Solaris 

(SPARC  and  Intel)  and  Windows.  It  is  based  on  Python,  an  object-oriented  programming  language. 


Eprise  targets  tricky  Web  site  management  tasks 


Version  2.5  of  Participant  Server  features  easier-to-use,  forms-based  interface. 


BY  CAROLYN  DUFFY 
MARS AN 

FRAMINGHAM,  MASS.  —  If  you’re  in 
the  market  for  Web  content  management 
software,  you  might  want  to  take  a  look  at 
Eprise.  The  start-up  is  on  a  roll,  having 
recently  raised  $25  million  in  venture 
capital  and  begun  shipping  Version  2.5  of 
its  Eprise  Participant  Server  package. 

Eprise  has  raised  $38.5  million  in  the 
two  years  since  it  was  renamed  from 
Novalink,  and  has  changed  its  focus  from 
building  Web  sites  to  providing  software 
to  Web  site  developers.  Eprise  has  a  sea¬ 
soned  management  team  that  includes 
Joe  Forgione,  a  former  Lotus  vice  presi¬ 
dent,  as  president  and  CEO. 

Eprise  is  attacking  the  problem  of  run¬ 
away  Web-site  development  costs. 


Companies  spend  an  average  of  $1.3  mil¬ 
lion  per  year  to  operate  their  Web  sites, 
according  to  Forrester  Research,  a 
Cambridge,  Mass.,  market  research  firm 
that  also  predicts  the  market  for  Web 
management  tools  will  hit  $1.2  billion 
this  year. 

Participant  Server  allows  companies 
to  distribute  responsibility  for  Web  site 
content  development  and  provides  such 
management  tools  as  access  control, 
workflow  and  e-mail  approvals.  Version 
2.5  includes  an  easy  forms-based  inter¬ 


face  for  entering  content  via  Web 
browsers,  a  global  search-and-replace 
function  and  expanded  support  for 
Microsoft  BackOffice,  including  a 
Microsoft  Management  Console  plug-in. 

Users  can  upload  files  via  popular  Web 
authoring  tools  or  word  processing  soft¬ 
ware.  No  knowledge  of  HTML  is  required. 

Participant  Server  takes  a  component- 
based  approach  to  Web  site  content,  so 
words  are  separate  from  graphics  and 
design  in  terms  of  who  is  allowed  to 
update  information.  The  software  also 
can  be  used  to  manage  extranets  and  to 
provide  distributors  and  partners  with 
the  ability  to  control  content  about 
themselves. 

Participant  Server  runs  on  top  of 
Windows  NT  and  Unix  Web  server  soft- 
See  Eprise,  page  47 
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WatchPoint  helps  track  your  Web  services 


AG  Group  attempts  to  provide  enterprise  Web  monitoring  along  with  real-time  Internet  traffic  analysis  but  comes  up  a  bit  short. 


BY  BOB  CURRIER, 
NETWORK  WORLD 
TEST  ALLIANCE 

Would  you  like  to 
know  which 
search  engines 
referred  the  most  customers 
to  your  e-commerce  server? 
Or  maybe  you’re  interested  in 
understanding  where  your 
FTP  traffic  is  coming  from? 

AG  Group  's  WatchPoint  soft¬ 
ware  attempts  to  deliver  a 
comprehensive  HTTP  and  FTP 
traffic  analysis  package  that 
can  answer  all  these  questions, 
but  the  product  doesn’t  go  as 
far  as  we  think  it  should  to 
support  an  enterprise  Web 
deployment. 

WatchPoint  2.0.1  —  which 
shipped  late  last  month  —  is  a 
real-time  Internet  traffic  analy¬ 
sis  program  that  monitors 
HTTP  and  FTP  traffic  to  and 
from  network  servers. 

WatchPoint  consists  of  two 
applications:  the  Monitor  and 
the  Console.  The  Monitor  is  a 
data-gathering  engine  that 
resides  on  a  Windows  NT  work¬ 
station  located  on  the  same  net¬ 
work  segment  as  the  systems  to 


ScoreCard 


WatchPoint  2.0.1 


Functionality  (40%) 

7 

Administration  (35%) 

7 

Performance  (10%) 

7 

Installation  (10%) 

9 

Documentation  (5%) 

10 

Total  score  7.35 

Individual  category  scores  are  based 
on  a  scale  of  1  to  10.  Percentages  are 

the  weight  given  each  category  in 
determining  the  total  score. 

How  we  did 


N  e  tutor  k  m 


be  monitored.  The 
Console,  written  in 
Java,  can  be  deployed 
anywhere  on  the 
Internet  and 
communicates 
with  the  Mon¬ 
itor  software 
through  a  TCP/IP  con¬ 
nection.  The  Console  provides 
an  interface  to  information  col¬ 
lected  by  the  Monitor  and  is 
used  for  system  configuration 
and  management,  and  for  ana¬ 
lyzing  reports. 

WatchPoint  comes  in  two 
sizes:  the  $1,000  Small  Busi¬ 
ness  Edition,  which  requires 
the  Monitor  and  Console  to 
run  on  the  same  server  and  is 
designed  for  single-server 
installations;  and  the  $3,000 
Enterprise  Edition,  which  pro¬ 
vides  distributed,  multiserver 
capabilities.  We  tested  the 
Enterprise  Edition. 

WatchPoint  provides  an 
account-creation  feature  that 
lets  you  specify  access  privi¬ 
leges  for  each  HTTP  and  FTP 
server  monitored.  You  can 
deny  access  rights  to  individ¬ 
ual  users,  or  you  can  restrict 
access  to  an  individual  ma¬ 
chine  based  on  IP  address  and 
subnet  mask. 

While  the  user-account  fea¬ 
ture  worked  well  —  we  were 
able  to  block  access  and 
restrict  rights  —  we  found  that 
the  lack  of  a  group  feature 
made  managing  large  numbers 
of  users  cumbersome. The  abil¬ 
ity  to  define  a  group  name  and 
assign  to  it  blocks  of  users 
would  make  WatchPoint  more 
effective  in  situations  where 
multiple  administrators  are 
accessing  the  Monitor. 

The  HTTP  and  FTP  server 
analysis  windows  included 
with  the  Console  gave  us  a 


clear  view  of  network 
traffic  and  the  ability 
to  see  where  our  traf¬ 
fic  came  from,  what 
the  referring 

unajtmeni  |  pages  were, 
what  type  of 
browsers  were 
used,  and  what  pages 
end  users  viewed. The  analysis 
window  also  provides  infor¬ 
mation  on  HTTP  error  types 
and  system  performance.  The 
analysis  screen  is  nicely  laid 
out  with  a  good  mixture  of 
textual  and  graphical  data. 
Choosing  between  usage,  net- 


The  ability 
to  define  a 
group  name 
and  assign 
to  it  blocks 
of  users 
would  make 
WatchPoint 
more 

effective. " 


work  and  error  data  is  an  easy 
mouse  click. 

WatchPoint  allows  you  to 
generate  HTML  reports  that 
provide  detailed  information 
on  transactions,  content  and 
quality  of  service.  You  can 
customize  these  reports  using 
the  Console  and  then  save 
them  either  on  the  system 
running  the  Console  or  on  a 
network  drive. 

While  the  information  pro¬ 
vided  by  the  analysis  window 
is  useful,  we  found  it  discon- 


We  installed  the  Enterprise  Edition  of  the  WatchPoint  Monitor  on  a  Dell  GX-1  client  with  a  500- 
MHz  Pentium  III  CPU  and  256M  bytes  of  memory.  We  also  installed  the  Monitor  software  on  a 
Cabletron  Ethernet  hub  connected  to  our  Web  and  FTP  servers.  We  ran  the  WatchPoint  Console 
on  several  machines,  including  a  Toshiba  Equium  7100D  and  an  IBM  ThinkPad  600,  both  running 
Windows  98.  We  monitored  HTTP  and  FTP  traffic  to  our  departmental  Web  server,  a  Unix 
SparcServer  10  machine,  and  another  Microsoft  Internet  Information  Server  Web  server  running 
on  an  NT-based  Dell  GX-1  box. 


certing  that  there  wasn’t  a 
provision  for  automatic 
screen  refresh.  We  had  to  click 
on  an  icon  inside  the  analysis 
screen  to  refresh  the  data.  A 
periodic  auto-refresh  would 
be  quite  handy.AG  Group  con¬ 
firmed  this  feature  would  be 
added  in  a  future  release. 

We  also  found  that  some  of 
the  display  settings  weren’t 
saved  as  we  moved  between 
screens.  For  example,  the  list¬ 
ing  of  incoming  IP  addresses 
allows  you  to  show  only  the 
top  10  (the  default),  20, 50, 100 
or  200  addresses.  If  we  set  the 
filter  for  the  top  100  and  then 
visited  a  different  screen,  the 
filter  reset  back  to  the  top  10. 

We  were  disappointed  by 
the  lack  of  an  e-mail  or  paging 
notification  engine.  Although 
WatchPoint  is  primarily  a 
reporting  tool,  being  notified 
when  selected  URLs  were  vis¬ 
ited  or  certain  IP  addresses 
were  spotted  would  be  useful. 

We  noticed  that  the  connec¬ 
tion  between  the  Console  and 
the  Monitor  could  be  unstable 
if  left  open  for  an  extended 
period.  We  left  the  Monitor  run¬ 
ning  overnight  on  several  occa¬ 
sions;  when  we  came  back  in 
the  morning,  we  found  the  con¬ 
nection  terminated  and  a  Java 
error  message  on  the  screen. 

The  Monitor  didn’t  notice¬ 
ably  load  down  the  worksta¬ 
tion  it  was  running  on.  We 
found  only  a  slight  increase  in 
CPU  loading  during  periods  of 
moderate  network  activity. 
WatchPoint  ships  with  a  tool 
for  analyzing  the  performance 
of  the  capture  engine.This  tool 
lets  you  determine  whether  or 
not  the  Monitor  is  dropping 
packets  —  a  sure  sign  of  sys¬ 
tem  overload.  During  the  two 
weeks  we  tested  WatchPoint,  it 
never  dropped  a  packet. 

WatchPoint  comes  with 
excellent  documentation.  You 
get  an  easy-to-read  125-page 
manual  that  covers  all  aspects 
of  installation  and  operation  of 
the  software  and  includes 
many  useful  screenshots. 

While  WatchPoint  provides 
usable  information  about  our 
Web  deployment,  its  lack  of 
notification  abilities,  time-out 
errors  and  poor  account  man¬ 
agement  make  us  hesitate  to 


NetResults 

WatchPoint 

AG  Group 

(800) 466-2447 
www.aggroup.com 

$3,000 

Pros 

A  Great  documentation 
A  Easy  installation 


Cons 

▼  No  paging  or  e-mail 
notification 

▼  Poor  account 
management 

▼  Unstable  network 
connection  between 
Console  and  Monitor 
components 

▼  Lacks  "state-saving" 
feature  when  moving 
between  management 
screens 

▼  No  auto-refresh 


recommend  this  product.  We 
suggest  waiting  for  the  next 
release. 


Currier  is  director  of  data 
communications  at  Duke 
University  in  Durham,  N.C., 
and  the  1998  Grand  Prize 
winner  in  the  Excellence  in 
Campus  Networking  compe¬ 
tition  sponsored  by  CAUSE,  a 
user  group  for  computer  pro¬ 
fessionals  in  higher  educa¬ 
tion.  He  can  be  reached  at 
robert.  currier@duke.  edu. 


Currier 
is  also  a 

IEST  ALLIANCE 

^  Network 
World  Test  Alliance,  a 
cooperative  of  the  pre¬ 
mier  reviewers  in  the 
network  industry,  each 
bringing  to  bear  years  of 
practical  experience  on 
ever}’  review.  Eor  more 
Test  Alliance  informa¬ 
tion,  including  what  it 
takes  to  become  a  mem¬ 
ber,  go  to  unmv.nu fusion, 
com/alliance. 


42  Network  World  December  1  3,  1  999  www.nwfusion.com 


Today,  thousands  of  enterprises  agree: 
server-based  computing  is  a  fast,  flexible  and 
cost-effective  way  to  deploy  business-critical 
applications  to  users  around  the  world. 

With  Citrix®  server-based  computing 
software,  you  can  deliver  the  latest  HR, 
customer  billing,  ERP,  personal  productivity 
or  other  applications  to  multiple  locations, 
regardless  of  client  hardware.  And  since  it 
can  be  done  in  hours  instead  of  weeks, 

Citrix  is  an  excellent  solution  for  deploying 
Y2K-compliant  applications.  Which  means 
you  save  money  and  increase  productivity 
because  now,  everyone  in  your  organization 
can  access  any  application,  anywhere,  anytime. 

To  learn  how  you  can  make  everything 
in  your  enterprise  compute,  get  your  FREE 
Server-based  Computing  white  paper  today. 


FREE  Server-based  Computing  white  paper! 

See  bow  you  can  get  fast,  flexible  and  cost-effective 
application  deployment. 

call  888.415.4302 
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ADSL  Multi-Rate 

•  Single-chip  transceiver 

•  12  Mbps/ 1  Mbps 
on  short  loops 

•  Interoperable 

•  Software  upgradable 

•  Low  power 
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Enterprise  Applications 


iibco  takes  new  pass  at  corporate  portals 


BY  JASON  MESERVE 

PALO  ALTO  —  Tibco's  application 
integration  experience  is  key  to  its  new 
corporate  portal  offering  designed  to 
help  companies  combine  data  from  mul¬ 
tiple  applications  into  a  single  Web  view. 

TIB/Portal  Builder,  a  Java-based  server 
that  uses  a  publish-and-subscribe  metho¬ 
dology  to  collect  data  from  an  array  of 
data  sources,  is  based  on  Tibco’s  experi¬ 
ence  in  helping  build  Internet  portal 
sites  such  as  CBS  Sportsline.  Publish-and- 
subscribe  allows  an  application  to 
broadcast  data  changes  to  recipients 
who  want  to  receive  the  information. 

“Tibco  is  taking  a  unique  position  on 
the  portal  challenge,  and  that’s  a  posi¬ 
tive  thing,”  says  Joshua  Walker,  an  analyst 
with  Forrester  Research  in  Boston.  “A  lot 
of  portals  portray  the  right  type  of  inter¬ 
face  —  like  a  MyYahoo  —  but  for  the 
enterprise,  you  need  to  be  able  to  orga¬ 
nize  applications,  too.” 

As  part  of  the  TIB/ActiveEnterprise 
suite,  Portal  Builder  can  subscribe  to  any 


TIB-enabled  application  and  receive 
changes  to  the  data  in  real  time.TIBs  are 
pieces  of  software  that  monitor  applica¬ 
tions  such  as  SAP  R/3  and  broadcast 
changes  over  a  net  using  IP  Multicast 
technology7.  Portal  Builder  can  subscribe 
to  applications  to  receive  changes,  take 
the  data  in  and  publish 
it  to  a  Web  site  using 
Java  servlets. 

Other  portal  building 
systems  use  a  pull  meth¬ 
odology  to  gather  infor¬ 
mation  from  sources, 
with  updates  occurring 
in  timed  intervals,  creat¬ 
ing  a  lag  between  when 
the  data  is  updated  in  its 
native  application  and 
when  it’s  posted  to  the 
corporate  portal.  “We 
can  teach  data  sources 
to  shout  the  events  out 
to  the  wire,  and  the  por¬ 
tal  becomes  the  recipi¬ 
ent  of  the  events,”  says 


Larry  Neumann,  director  of  product  mar¬ 
keting  at  Tibco. 

Portal  Builder  uses  HTML  templates 
so  administrators  and  end  users  can 
customize  the  look  and  feel  of  data 
presentation. 

WallStreetView.com  will  use  Portal 


Builder  to  upgrade  its  portal  site  early 
next  year.  CEO  Shawn  Carpenter  says 
Portal  Builder  will  allow  users  greater 
flexibility  in  personalizing  the  site’s 
look  and  feel.  One  option  will  be  a  data- 
stream  that  will  let  investors  see  their 
portfolios’  value  updated  in  real  time. 

Though  Java-based,  Portal  Builder  has 
only  been  tested  on  Windows  NT  and 
Solaris.  It  costs  $50,000  per  server. 

Tibco:  www.tibco.com 


Portaling  corporate  data 


How  Tibco's  publish-and-subscribe  technology  brings  information  on  various  corporate  data 
sources  to  desktops: 

©  Events  that  happen  among  data  sources,  such  as  enterprise  resource  planning  (ERP)  systems 
or  databases  and  XML/HTML  documents,  are  gathered  by  the  TIB/Portal  Builder  server. 


Database 


ERP  system 


XML/HTML 


Q  Using  Java  servlets,  the  TIB  server  compiles  back¬ 
end  data  into  a  single  HTML-based  page  . . . 


O  which  users  can  access 
via  a  Web  page  on  a  cor¬ 
porate  intranet. 


Intranet 


TIB/Portal  Builder  server 
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Open  source, 

continued  from  page  41 

server  runs  a  program  that  lets  employ¬ 
ees  update  the  company’s  online  shop¬ 
ping  application.  The  application  fea¬ 
tures  products  from  multiple  merchants 
and  needs  frequent  updating,  according 
to  Ted  Patrick,  Indigo’s  chief  information 
officer.  “The  Zope  application  server 
assembles  everything  on  the  fly,”  he  says. 

One  of  the  primary'  reasons  Indigo 
didn’t  choose  a  commercial  application 
server  platform,  such  as  Microsoft’s 
Active  Server  Pages,  was  the  inability  of 
such  products  to  consistently  reuse 
blocks  of  code.  “You  find  that  if  you 
change  one  tiling,  you  have  to  make  a  lot 
of  changes  in  many  places,”  Patrick  says. 

Another  open  source  application 
server,  Enhydra,  is  written  in  Java  and 
is  used  for  creating  Java  application 
servers  that  can  erther  directly  take 
HTTP-based  requests  or  serve  up  data 
through  most  Web  servers.  One  of 
Enhydra’s  strengths  lies  in  its  XML 
compiler’s  ability  to  separate  busi¬ 
ness  logic  and  presentation  of  pages 
—  if  the  two  are  combined,  it  is  trick¬ 
ier  for  developers  to  make  changes. At 


Softcom,  an  application  services 
provider,  Enhydra  helps  developers 
separate  Java  and  HTML  in  develop¬ 
ing  Web  applications  for  interactive 
Web  sites. 

Midgard  is  also  gaining  notice  in  the 
open  source  community.  Written  in  a 
PHP  scripting  environment,  Midgard  is 
aimed  at  end  users  who  need  to  serve 
up  Web-based  applications  on  the  fly. 
Midgard  servers  reside  between  an 
Apache  Web  server  and  data  on  an 
Open  Database  Connectivity-compli¬ 
ant  database. 

While  open  source  software  lacks  the 
toll-free  support  lines  that  users  of  com¬ 
mercial  software  have  become  accus¬ 
tomed  to,  open  source  proponents  say 
there  is  plenty  of  support  available  and 
more  is  emerging.  In  fact,  users  of  open 
source  application  servers  might  find 
they  get  software  problems  fixed  faster 
than  they  would  if  they  were  dealing 
with  vendors,  says  Scott  Shaw,  president 
of  Antarctica  IT,  a  Framingham,  Mass., 
firm  that  specializes  in  supporting  open 
source  code.  That’s  because  the  virtual 
community  of  open  source  software 
engineers  is  unhampered  by  the  rigid 
schedules  that  result  in  long-awaited 


service  packs  for  traditional  applica¬ 
tions  and  operating  systems,  he  says. 

Companies  such  as  Antarctica  are 
also  filling  the  void  for  open  source 
support.  Digital  Creations,  a  company 
formed  by  the  creators  of  Zope,  helps 
customers  install  the  free  application 
server  and  build  applications  on  it. 

Still,  Digital  Creations  CEO  Paul  Ever- 
itt  says  he  “lives  and  breathes”  the  uncer¬ 
tainty  that  surrounds  open  source  code 
every  day  trying  to  sell  services  into  cor¬ 
porate  accounts.  But  with  validation  for 
open  source  growing  in  the  form  of  pub¬ 
lic  companies  such  as  Red  Hat,  Everitt 
says  the  job  is  getting  easier.  3 


www.nwfusion.com 


TAKE’EM 

FOR  A  SPIN 


Download  demos  of  Enhydra,  Midgard  and 
Zope,  and  then  let  us  know  what  you  think. 


Eprise, 

continued  from  page  41 

ware  and  supports  technologies  such 
as  XML,  Component  Object  Model  and 
Java.  The  software  typically  costs 
around  $100,000,  including  server 
licenses  and  professional  services. 
Eprise’s  competitors  include  Vignette, 
Interwoven  and  Broad  Vision. 

Available  for  less  than  a  year,  Parti¬ 
cipant  Server  is  in  production  mode  at 
35  companies,  including  Hemisphere 
Group,  a  life  insurance  provider  in 
Cambridge,  Mass.  Hemisphere  uses 
Participant  Server  to  manage  the  con¬ 
tent  on  an  extranet  that  provides  infor¬ 
mation  to  40  independent  insurance 
agencies  which  resell  its  products.  John 
Analambidakis,  vice  president  of  sys¬ 
tems,  says  the  software  helps  him  keep 
thousands  of  Web  pages  up-to-date  for 
more  than  500  end  users. 

“We  have  the  marketing  staff  just  fill 
in  text  in  the  templates  and  —  wham 
—  the  information  is  right  up  on  the 
Web,”  Analambidakis  says.  “I’m  not 
doing  any  HTML  development  unless  I 
want  to.” 

Eprise:  www.eprise.com 
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As  your  company  expands,  so  must  your  ability  to  communicate  with 
your  customers.  It’s  best  if  you  pick  a  provider  who  will  stay  with  you 
as  you  grow  -  not  only  one  with  ample  bandwidth  today,  but  one  who 
will  design  a  solution  for  your  specific  applications  and  help  you  plan 
ahead.  Better  yet,  find  one  who  will  monitor  your  network  use  and 
alert  you  when  they  see  evidence  of  a  growth  spurt. 


m ELECTRIC 

m Slightwave 


The  new  medium  of  exchange. 


Electric  Lightwave  works  that  way.  Our  fiber-based  network  is  engi¬ 
neered  to  scale  with  market  demand.The  network  and  our  progressive 
suite  of  products  are  designed  to  be  a  step  ahead  of  our  customers’ 
growth  plans  -  letting  you  migrate  seamlessly  from  frame  relay  to  ATM, 
or  from  a  single-office  business  to  a  national  enterprise. 

Here’s  how  we  see  it: The  way  you  cultivate  the  information  on  your 
network  will  have  a  lot  to  do  with  your  company’s  success.  If  you’d  like 
to  talk  to  a  provider  who  will  give  you  room  to  flourish,  call 
1-800-9-TRY-ELI.  Or  visit  www.eli.net  today. 

Let  it  grow. 


Enterprise 


'Net  Insider  .  Scott  Bradner 


Applications 


The  importance  of  being  a  dynamist 


Three  and  a  half  years  ago  I  tried 
to  explain  to  one  of  the  judges 
in  the  Communications  Decency  Act 
case  that  too  much  reliance  on  cen¬ 


trally  mandated  standards  would  hurt 
the  Internet.  I  was  not  as  articulate  as 
I  would  like  to  have  been.  I  was  only 
able  to  say:  “What  achieved  success 


was  the  very  chaos  that  the  Internet 
is.  The  strength  of  the  Internet  is  that 
chaos.  It’s  the  ability  to  have  the 
forum  to  innovate.”  Virginia  Postrel’s 


'  |  here’s  no  elbow  room  in  Tl.  But  you’d  pay 
a  fat  price  for  the  luxury  of  T3  services,  if 
you’re  even  offered  the  option. 
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'f  A  I  _ The  DL5400  MultiLink  Access  Device  from 

Digital  Link  otters  a  comty  new  alternative.  It  s 
your  standards-based  multi-megabit  ticket  to  a 
;  i  iilllllll  new  level  of  price  performance  for  Internet 

■■■r.™....  and  frame  relay  access.  NxTl  capabilities  allow 

:j  i  T|  you  to  scale  bandwidth  to  over  12  Mbps. 

zTH  Like  all  of  Digital  Link’s  intelligent  demarc 

solutions,  the  DL5400  MultiLink 
Access  Device  allows  the  enterprise 
to  monitor  performance  across  the 

The  low-profile  DL5400  MultiLink  Access  Device  features  a  modular  software  If*  VO  U.5  VC  2TOWn 

and  hardware  design  which  allows  easy  reconfiguration  for  future  upgrades.  *  '  ^ 

The  unit  incorporates  web-based  network  management.  Uncomfortable  with  SeCOnd-daSS 

access  solutions,  visit  www.dl.com  or  call 
888-280-5465  today. 
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IS  THERE  A  COMFORTABLE 
PLACE  BETWEEN  Tl  AND  T3? 


recent  book.  The  Future  and  Its 
Enemies ,  does  a  lot  better  job  than  I 
did  in  explaining  what  I  was  trying  to 
say. 

This  is  a  wide-ranging  book,  taking 
on  everybody  from  Newt  Gingrich  to 
the  Unabomber.  In  the  words  of  the 
author:  “This  book  examines  the  clash 
between  stasis  and  dynamism,  and 
explores  those  contrasting  views.”  I 
now  know  that  I  fall  into  the 
dynamism  camp,  and  what  I  was  try¬ 
ing  to  explain  to  the  judge  back  then 
was  some  of  the  implications  of  fol¬ 
lowing  the  stasis  path. 

Historically,  the  Internet  has  been 
an  environment  in  which  to  experi¬ 
ment.  There  have  been  a  few  basic 
rules. The  most  important  are  the  stan¬ 
dards  for  IP  and  TCP. 

There  are  other  important  stan¬ 
dards  for  promulgating  routing  infor¬ 
mation  and  the  like,  but  the  real 
power  of  the  Internet  idea  is  that 
there  are  not  mandated  standards  for 
what  can  run  over  the  ’Net. 

Anyone  who  adheres  to  TCP/IP 
standards  can  create  applications  and 
run  them  without  getting  anyone’s 
permission.  No  ISP  even  has  to  know 
you  are  experimenting  (or  playing, 
which  is  also  OK).  This  freedom  pro¬ 
duces  unpredictable  results.  New 
industries  can  be  created  almost 
overnight  and  existing  industries 
severely  affected.  Look  at  the  impact 
of  MP3  on  the  recording  industry,  for 
example. 

The  stasis  camp  wants  to  control  the 
innovations,  or  “shape  technology,”  in 
the  words  of  Gingrich.A  dynamist  wants 
to  let  the  market  decide.  So  far,  the 
Internet  has  been  allowed  to  follow  the 
dynamism  path  —  the  ’Net  has  been 
mostly  ignored  by  the  traditional 
telecommunications  industry.  Being 
ignored  was  the  best  thing  that  could 
have  happened. 

A  couple  of  years  ago  a  friend  of 
mine  spent  some  time  explaining  the 
Internet  to  people  in  state  govern¬ 
ment.  He  reported  that  the  dominant 
theme  of  the  bureaucrats’  reactions 
was:  “How  do  we  stop  or  control  this 
thing?”  Lucky  for  innovation  that  the 
bureaucrats  were  not  paying  attention 
when  they  could  have  had  a  serious 
impact. 

But  the  threat  is  not  over.  The  sta- 
sists  fear  the  complexity  and  unpre¬ 
dictability  the  Internet  is  bringing  to 
the  economy  and  society.  They  will 
continue  to  try  to  find  ways  to  control 
its  impact.  As  a  dynamist,  I  will  keep 
trying  to  find  ways  around  their  fears. 

Disclaimer:  Viewed  over  Harvard’s 
363  years,  even  the  most  static  institu¬ 
tions  turn  out  to  be  dynamic.  But  the 
above  plea  for  chaos  is  mine. 

Bradner  is  a  consultant  with 
Harvard  University’s  University 
Information  Systems.  He  can  be 
reached  at  sob@harvard.edu. 
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Ever  wish  multi-platform  network  backup  were  this  easy? 


Presenting  NetBackup,  the  simplest  way  to  backup  a 
complex  network.  It’s  designed  to  work  with  any  combination  of 
platforms,  including  Windows  NT,  UNIX  and  NetWare,  as  well  as 
major  databases  and  applications  like  Oracle,  Informix,  Microsoft 
SQL  Server,  Sybase,  Lotus  Notes,  PeopIeSoft,  and  SAP  R/3. 

NetBackup  also  gives  you  centralized  control,  and  with 
Global  Data  Manager  (GDM)  you  can  centrally  manage  backup 


and  recovery  operations  anywhere  on  the  planet.  With  surprising 
terabyte-per-hour  backup  speeds,  and  highly  parallel,  multiplexed 
backup  and  recovery  you’ll  get  the  performance  you  need  now, 
and  in  the  future. 

So  call  1-800-729-7894,  ext.  83517,  or  surl  the  web  v. 
www.veritas.com  today.  Because  it’s  hard  to  imagine  an  easier 
way  to  backup  a  complex  network. 


VERITAS 


Can-Do!  networks 

they  can  do  data  and  voice. ..they  can  do  any  application. ..they  can  do  the 
whole  kit  and  caboodle. ..and  they  CclD  do  it  for  yOUr  buSiDDSS! 


We  make  the  things  that  make  communications  work." 


With  a  Lucent  data  network,  there's  really  nothing 
you  can't  do.  Because  a  Lucent  data  network  is  a 
truly  integrated  business  applications  network. 

It  can  pull  together  your  entire  enterprise— every 
branch  office  and  remote 
worker  (from  Bora  Bora 
to  Bloomington).  It  can 
integrate  everything— LANs, 

WANs,  intranets,  extranets, 
remote  access-with 
distributed  routing  and 
policy  management  across 
the  network.  All  Lucent 
network  gear  is  voice-ready 
right  out  of  the  box.  So  it's 
ready  for  true  multi-service 
e-commerce  (with  all  the 
reliability  and  security 

you  need  to  put  your  business  on  the  Net). 

So  go  to  www.lucent.com/ins/can-do  for  your 
Can-Do!  Voice/Data  Convergence  Guide. 

Let's  see  what  we  can  do  for  you. 


Lucent  Networks 
are  voice-ready 
right  out  of  the  box. 


Cajun  P330 
Stackable  Switching 
System 


SuperPipe  155T" 
Multi-Service 
Access  Router 
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Ask 

Dr  Intranet 


By  Steve 
Blass 

If  you  choose 
a  name  for  your 
company's  intra¬ 
net,  how  is  that 
name  translated  into 
and  pointed  toward 
the  IP  address  of 
the  intranet  Web  server? 

Via  the  Internet 

IP  address-to-host  name 
translation  works  the  same 
way  in  an  intranet  as  it  does  in 
the  Internet.  You  can  place 
host  files  on  each  machine  in 
the  network,  or  you  can  install 
and  configure  at  least  one 
Domain  Name  System  (DNS) 
server  in  your  intranet.  You  can 
either  use  a  dedicated 
machine  or  install  the  service 
on  an  existing  server. 

The  installation  details  will 
vary  depending  on  whether  you 
are  using  a  Windows-based 
server  or  a  Unix  server,  and  on 
the  particular  DNS  software 
you  install. 

If  you  use  Dynamic  Host 
Configuration  Protocol  (DHCP) 
to  configure  IP  addresses  on 
your  workstations,  you  can 
include  the  DNS  server's  IP 
address  in  the  information  pro¬ 
vided  to  the  workstation  by  the 
DHCP  server.  If  you  prefer,  you 
can  configure  the  DNS  server 
address  directly  on  each 
workstation. 

You  can  find  pointers  to 
freely  available  DNS  software 
at  www.dns.net/dnsrd/servers. 
html. 

The  home  site  for  the 
Berkeley  Internet  Name  Do¬ 
main  (BIND)  source  code  dis¬ 
tribution  is  www.isc.org/prod- 
ucts/BIND.  There  you  can  find 
pointers  to  a  wealth  of  infor¬ 
mation  about  DNS  and  Internet 
routing. 

Blass  is  a  network  archi¬ 
tect  at  Sprint  Paranet  in 
Houston.  You  can  reach  him 
at  dr.intranet@paranet.com. 


New  protocol  coooects  voice  over  IP 


BY  LARRY  YOUNG 

Mention  voice  over  IP  and 
most  people  have  at  least 
heard  of  the  H.323  proto¬ 
col.  Well,  if  H.323  can  be  considered 
vanilla,  then  Session  Initialization 
Protocol  (SIP)  could  be  strawberry.  It’s 
not  any  better  or  worse,  just  different. 

SIP  is  part  of  an  Internet  Engineering 
Task  Force  (IETF)  proposal  to  replace 
parts  of  H.323.  Just  as  H.323  is  a  col¬ 
lection  of  protocols,  SIP  is  one  of  sev¬ 
eral  protocols  that  will  work  together 
to  complete  calls. 

SIP  is  an  application  layer,  control/ 
signaling  protocol  for  creating,  modify- 


addresses  and  it  does  not  reserve 
resources,  but  it  can  convey  to  the  in¬ 
vited  system  the  information  necessary 
to  do  this. 

SIP  supports  five  facets  of  esta¬ 
blishing  and  terminating  multimedia 
communications:  user  location,  capabil¬ 
ities  and  availability,  call  setup  and  call 
handling. 

Callers  and  call  receivers  are  identi¬ 
fied  by  SIP  addresses.  A  caller  first 
locates  the  appropriate  server,  then 
sends  a  SIP  request  (probably  an 
invite).  In  a  perfect  world,  the  request 
arrives  at  its  destination,  where  the 
client  accepts  the  call  by  returning  a 
SIP  response  code  200.  As  with  other 


A  SIP  transaction  consists  of  a  SIP 
request  and  the  appropriate  response. 
To  facilitate  pairing  a  request  with  its 
response,  there  are  several  fields  that 
contain  identical  values  on  the  request 
and  the  response.  These  fields  include 
the  call  ID  field,  the  command 
sequence  number,  the  to  field,  the  from 
field,  and  the  tag  (if  present). That’s  cor¬ 
rect  —  the  to  and  from  fields  are  iden¬ 
tical  in  both  directions.  While  that’s 
unusual,  it’s  not  unheard  of,  as  that 
method  is  used  in  High-Level  Data  Link 
Control.  This  aids  in  problem  resolu¬ 
tion  when  you’re  using  your  protocol 
analyzer  to  troubleshoot  network 
anomalies. 


HOW  IT  WORKS 


Session  Initialization  Protocol 
makes  the  IP  call 


©  An  invite  request  goes  from  the  caller  to  a  redirect 
server,  which  in  turn  informs  the  caller  of  the  DNS 
name  of  the  intended  recipient  and  provides  that 
user  agent  server  (UAS)  address. 


©The  caller 
issues  a 
new  invite 
to  the  UAS. 


Redirect 

server 


SIP  is  a  signaling  protocol 
for  creating,  changing  and 
terminating  call  sessions, 
including  Internet  telephone 
calls  and  multimedia 
conferences.  SIP  is  one  of  a 
number  of  protocols  being 
groomed  to  replace  parts  of 
the  H.323  protocol. 


Caller 


©The  UAS  sends  a  "ring”  to  the  recipient  and 
an  OK  message  to  the  caller.  The  call  is  now 
established,  even  if  it  goes  unanswered. 


■*. — 

Internet 

<■ 


©The  caller  responds 
with  an  acknowledg¬ 
ment  to  the  UAS. 


Ring 

Recipient 


UAS 


ing  and  terminating  sessions  with  one 
or  more  participants.  These  sessions 
may  include  Internet  multimedia  con¬ 
ferences,  distance  learning,  Internet 
telephone  calls  and  multimedia  distrib¬ 
ution.  SIP  can  invite  persons  and 
“robots,”  such  as  media  storage  ser¬ 
vices,  to  participate  in  a  call. 

The  protocol  may  be  used  to  initiate 
sessions,  invite  members  to  sessions 
advertised  by  other  means  or  initiate 
multiparty  calls  using  a  multipoint  con¬ 
trol  unit.  SIP  transparently  supports 
name  mapping  and  redirection  ser¬ 
vices,  allowing  the  implementation  of 
ISDN  and  intelligent  network  tele¬ 
phony  subscriber  services  such  as  per¬ 
sonal  mobility. 

The  protocol  does  not  offer  confer¬ 
ence  control  services,  nor  does  it  pre¬ 
scribe  how  a  conference  is  to  be  man¬ 
aged.  SIP  does  not  allocate  multicast 


TCP/IP  reply  codes,  a  response  code 
that  starts  with  a  2  is  good.  Then  the 
originating  caller  sends  an  acknowl¬ 
edgement  back  to  the  recipient,  which 
is  a  bit  unusual  because  the  station  that 
initiates  the  call  also  sends  the 
acknowledgement . 

SIP  can  communicate  via  multicast,  a 
mesh  of  unicast  relationships,  or  a  com¬ 
bination  of  multicast  and  unicast. 

The  objects  addressed  by  SIP  are 
users  at  hosts,  which  are  identified  by  a 
SIP  URL.The  user  part  is  a  user  name  or 
a  telephone  number.  The  host  part  is  a 
domain  name  or  IP  address. 

SIP  uses  a  variety  of  servers,  each 
with  its  own  purpose.  There  are  user 
agent  servers,  proxy  servers,  redirect 
servers,  and  registrars.  There  is  also 
something  called  a  location  server  run¬ 
ning  a  location  service,  which  may  be 
collocated  with  a  SIP  server. 


The  invite  request  asks  a  callee  to 
join  a  conference  call  or  establish  a 
two-party  call. The  invite  includes  a  ses¬ 
sion  description,  which  enumerates 
media  types  and  formats.  If  the  callee 
agrees,  the  caller  sends  an  acknowl¬ 
edgement  and  returns  a  description 
listing  the  media  it  wishes  to  use. 

To  oversimplify,  the  IETF  created 
SIP  and  its  brethren  protocols  because 
of  a  belief  that  H.323  would  not 
scale  well.  There’s  no  question  that 
H.323  is  way  in  front  of  SIP  at 
this  point  in  the  race.  It  will  be  inter¬ 
esting  to  see  what  it  looks  like  at  the 
finish  line. 

Young  is  Radcom  Academy  Manager 
at  Radcom,  an  internetwork  test  equip¬ 
ment  company  in  Mahwah,  N.J.  He  can 
be  reached  at  younglarry@rad 
comusa.com. 
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echnology  Update 


Gearhead  —  inside  the  network  machine  .  Mark  Gibbs 

Entomological  Notes  for  Outlook 


Last  week  Gearhead  moaned 
about  a  problem  with  Outlook 
2000  crashing  with  monotonous  reg¬ 
ularity.  Because  I  was  out  of  the  office 
a  few  days,  the  problem  took  more 
than  a  week  to  solve!  And  the  prob¬ 
lem,  it  turns  out.  lies  with  (drum  roll 
please)  the  Net  Folders  feature. 

This  week,  Gearhead  is  going  to 
discuss  this  particular  fault  at  some 
length  because  many  of  you  are 
migrating  to  Office  2000  and  with  it, 
Outlook  2000. 

Like  its  predecessor,  Outlook  2000 
is  excellent  in  concept  but  could  do 
with  some  serious  polishing.  One  of 
the  more  obviously  underpolished  bits 
is  the  rules  system  that  allows  you  to 
determine  how  incoming  and  out¬ 
going  mail  is  handled  (such  as,  if  the 
message  is  from  the  boss,  send  a  note 
to  my  pager  and  pop  up  a  message). 

Outlook  2000  rules  are  not  only 
hard  to  use  when  you  have  more  than 
a  dozen  defined,  but  they  are  also  flak}-. 
For  example,  rules  will  sometimes  stop 
working  and  messages  will  not  be 
processed  until  you  restart  —  get  this 
—  Windows,  not  just  Outlook! 

One  of  Outlook’s  more  interesting 
features  is  Net  Folders.  If  you  haven’t 


discovered  Net  Folders,  they  are  a  great 
idea.  First  introduced  with  Outlook  98, 
Net  Folders  allow  you  to  share  the  con¬ 
tents  of  any  of  your  Outlook  folders 
with  other  Outlook  users. 

To  be  able  to  do  this,  you  need  to 
have  the  Net  Folders  add-in  installed 
and  enabled.  Without  going  through 
the  whole  process  of  sharing  a  folder, 
you  finally  wind  up  entering  the 
e-mail  address  of  the  person  with 
whom  you  wish  to  share  data. 

If  the  recipient  is  using  Outlook,  he 
gets  a  message  inviting  him  to  share 
the  folder  and  (remember  we’re  talk¬ 
ing  Outlook  here)  is  presented  with 
buttons  offering  Accept  or  Decline. 

If  the  recipient  accepts,  the  “sharer’’ 
automatically  sends  a  copy  of  every¬ 
thing  in  that  folder.  Depending  on  the 


privileges  the  sharee  is  assigned,  he 
can  read,  add  or  delete  items.  Non- 
Outlook  users  can  be  assigned 
Reviewer  status,  which  provides  effec¬ 
tively  read-only  access. 

There  are  a  couple  of  consequences 
to  this:  First,  Net  Folders  can  generate  a 
serious  amount  of  traffic,  particularly 
when  several  people  have  access 
above  Reviewer  level.  Second,  you  had 
better  ensure  that  you  make  appoint¬ 
ments  and  other  items  private. 
Otherwise  all  subscribers  get  to  see 
everything  you’re  up  to. 

Unfortunately,  there’s  no  way  to 
have  items  default  to  private,  so  be 
ready  to  make  mistakes  and  reveal  to 
the  whole  world  (or  at  least  to  folder 
subscribers)  that  you’re  scheduled  to 
attend  Hackers  Anonymous. 

Anyway,  the  problem:  There’s  a 
major  bug  in  Net  Folders  (big  sur¬ 
prise).  The  way  you’ll  find  out  is 
when  Outlook  bombs  and  brings  up 
an  error  message  saying  there  was  an 
invalid  page  fault  in  fldpub.dll. 

This  fldpub.dll  library  drives  the  Net 
Folders  service,  but  it  appeared  to  be 
only  one  of  the  pieces  of  software  that 
was  having  problems  when  Gearhead 
first  found  the  problem.  The  reason 


was  that  Norton  CrashGuard  success¬ 
fully  restarted  Outlook,  which  in  turn 
caused  subsequent  problems  in  other 
Dynamic  Link  Libraries,  making  the 
problem  seem  even  larger.  Go  figure. 

The  cause  of  the  problems  with  fld¬ 
pub.dll  is  apparently  not  known.  The 
relevant  technical  articles  Gearhead 
found  on  Microsoft’s  Web  site  (articles 
Q229962  “OL2000:  Troubleshooting 
Net  Folders,”  Q 196 109  “OL98:  ErrMsg: 
Illegal  Page  Fault  in  Fldpub.dll”  and 
Q196297  “OL98:  Troubleshooting  Net 
Folders”)  are  fabulously  vague. 

And  the  worst  is  yet  to  come:  The 
Outlook  2000  article,  Q229962,  refers 
you  to  the  Outlook  98  article, 
Q 196 109!  In  this  article,  it  suggests 
using  a  utility  called  nfclean.exe  that 
can  trash  your  entire  Outlook  installa¬ 
tion  as  it  did  when  Gearhead  tried  it. 

There  appears  to  be  no  neat  solu¬ 
tion  to  this  problem  other  than 
removing  Net  Folders  support  and 
doing  without  it.  If  you  have  any 
thoughts  or  ideas  on  this  topic,  join 
the  Gearhead  forum  on  Network 
World  Fusion  (www.nwfusion.com, 
DocFinder:  5828. 

No  problems  to  gh@gibbs.com. 


News,  tips  and 
tools  from  our 
Web  site 
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While  some  organizations 
support  the  “ayes  have  it” 
theory  of  standards  ap¬ 
proval,  the  Internet  Engi¬ 
neering  Task  Force  is  not 
so  easy  to  please,  says 
Chairman  Fred  Baker.  In 
this  week’s  “In  the  Works,” 
Baker  explains  how  consen¬ 
sus  is  reached. “We  seek  con¬ 
sensus,  in  which  those  who 
disagree  are  willing  to  live 
with  the  outcome  and  are 
willing  to  go  home  and  sup¬ 
port  it.” 


Help  Desk 

A  reader  is  having  problems 
with  his  ping  and  winipcfg 
commands.  He  has  Windows 
95  desktops  on  a  Novell  4.1 
network  with  a  firewall.  When 
he  tries  to  use  ping  or  wini¬ 
pcfg,  he  gets  Error  Code 
10045.  Help  Desk  Editor  Ron 
Nutter  says  these  are  Windows 
socket  errors.  Find  out  what 
Nutter  recommends,  and 
jump  in  with  suggestions. 

DocFinder:  5932 


Crash  Y  burn 

Last  week,  Gearhead 
columnist  Mark  Gibbs  ran 
into  problems  that  seemed  to 
stem  from  Outlook  2000’s 
apparent  inclination  to  crash. 
Coupled  with  Windows  98, 
the  new  Office  suite  seems 
to  have  an  endurance  prob¬ 
lem,  and  Gearhead  is  looking 
for  answers.  Some  readers 
have  suggested  that  it  could 
be  a  gdi.exe  issue. “It  took  me 
an  entire  day  to  determine 
what  was  causing  the  gdi 
errors.  However,  it  took  me 
another  day  to  figure  out 
how  to  keep  some  patches 
from  trashing  others. . .  .What 
a  mess!”  a  reader  says.  He  sug¬ 
gests  using  the  Microsoft 
Update  Information  Tool  to 
keep  track  of  the  various 
fixes  available.  What  do  you 
think? 

DocFinder:  5828 

VPN  wizard 

Ever  wonder  what  the 
right  virtual  private  network 
(VPN)  combo  is  for  you? 

3»gjp  m  HH  tf/FWk 

_ 


RedCreek,  which  is  rolling 
out  a  new  Ravlin  product  this 
week  (see  story,  page  17),  fea¬ 
tures  a  tool  on  its  Web  site 
to  help  you.  The  VPN 
Configurator  guides  you 
through  a  series  of  questions 
about  your  net,  then  makes 
suggestions  about  which 
products  would  be  best  for 
you.Test-drive  the  wizard,  and 
let  us  know  what  you  think. 

DocFinder:  5929 


Bye-bye  ATM  in  LANs? 

In  a  recent  feature,  Net- 
Reference  founder  Dave 
Passmore  recommended 
pulling  the  plug  on  ATM  in 
the  LAN.  Passmore  argued 
that  ATM  to  the  desktop 
never  took  off  and  that  LAN 
Emulation  (LANE)  was  too 
complex.  In  addition,  Multi- 
Protocol  over  ATM  routing 
did  not  catch  on  with  net¬ 
work  managers  who  relied 
on  traditional  routing.  Some 
readers  agreed  with 
Passmore’s  recommenda¬ 
tions:  “ATM  has  died  out  in 


LAN/campus,  but  should  be 
considered  in  its  rightful 
place  —  provided  by  tel- 
cos/ISPs  for  high-bandwidth 
WAN  connections  and  WAN 
backbones,”  one  reader  says. 
But  another  reader  advo¬ 
cates  taking  the  nail  out  of 
ATM’s  LAN  coffin:  “ATM  has 
proven  itself  to  be  reliable. 
LANE  requires  detailed 
knowledge  but  is  effective  in 
providing  an  organizational 
basis  to  IP  subnetting,  traffic 
management  and  traffic  seg¬ 
mentation.”  Jump  into  our 
forum  with  your  thoughts. 

DocFinder:  5621 


Ron  Nutter  is  standing  by 
to  answer  your  network¬ 
ing  questions.  Read  his 
column  every  week  on 
Fusion. 


DocFinder:  2450 


52  Network  World  December  1  3,  1  9  9  9  www.nwfusion.com 


.SPECTRUM  Enterprise  Manager  has  the  edge  in  customer  satisfaction. 


—NetworkWorld,  September  1999 


Thank  you  for  making 


In  NetworkWorld's  recent  survey  on  network 
management,  customers  rated  SPECTRUM  the 
number-one  management  solution  over  Hewlett 
Packard,  Tivoli  and  Computer  Associates  in  four 
major  decision-making  categories: 

•  Scalability 

•  Integration 

•  Management  Capabilities 

•  Overall  Value 


In  fact,  network  managers  gave  SPECTRUM  an 
"A"  grade  of  90,  putting  us  at  the  head  of  the 
class!  SPECTRUM  also  scored  significantly  higher 
than  Hewlett  Packard,  Tivoli  and  Computer 
Associates  in: 


•  Configuration  Management 
Problem  Management 
Network  Optimization 
Systems  Optimization 
Automated  Diagnosis 

•  Alert  Correlation 


To  receive  your  free  copy  of  the  NetworkWorld  survey  on  network  management,  give  us 
a  call  toll  free  at  1  -877-437-0291 .  You  can  also  download  the  survey  off  the  web  at 

www.spectrummgmt.com 


Headquarters:  121  Technology  Drive,  Durham,  NH  03824  •  P:  (603)  337-7000  •  F:  (603)  337-5734  •  Internet:  www.spectrummgmt.com 


i  Editorial 


Cast  your  vote  for  the 
best  in  82B  e-commerce 


With  all  the  jingle-jangle  of  Christ¬ 
mas  around  us,  who  needs  any 
reminder  that  e-commerce  is 
alive  and  weU?  I  can’t  say  for  sure 
whether  the  motto  “Click  until  you  drop”  will 
ever  replace  the  traditional  “Shop  until  you 
drop,"  but  the  seasonal  gift  orders  are 

a-flyin’  across  the  Web. 

While  talking  about 
Christmas  e-shopping  is  a 
popular  pastime  these  days, 
our  cultural  immersion  in 
e-commerce  doesn’t  stop  at 
the  retail  shops.  In  fact,  it 
barely  starts  there.  Some  of 
the  most  valuable  —  and 
viable  —  sites  aren’t  meant 
for  popular  consumption. 
These  are  the  e-commerce 
sites  through  which  corpo¬ 
rate  buyers  and  sellers  conduct  their  business. 

Business-to-business  e-commerce  sites  are 
about  as  rampant  as  their  consumer-oriented 
counterparts.  And,  just  like  consumer  sites, 
some  are  better  than  others. To  really  shine,  a 
business-to-business  e-commerce  site  must 
have  evolved  out  of  a  thoughtful  business  plan 
and  be  built  upon  a  solid  technology  architec¬ 
ture.  Such  sites  go  beyond  the  norm,  provid¬ 
ing  innovative  features  and  functions  that 
truly  speak  to  customer  needs. They  handle 
transactions,  of  course,  and  also  much  more. 

Take  miIpro.com,  an  e-commerce  site  for 
small  metalworking  shops.  Milpro.com  is  a 
sophisticated  yet  friendly  site  that  opens  a 
new  customer  base  and  revenue  opportunity 
for  metalworking  products  maker  Milacron. 

Its  January  1999  launch  was  the  culmination 
of  more  than  a  year’s  worth  of  customer  and 
market  research,  business  planning  and  site 
development.  And  for  that,  we  bestowed  upon 
Milacron  our  first-ever  E-comrn  Innovator  of 
the  Year  Award  (N\V  Feb.  22,  page  55). 

Now  we  re  looking  for  candidates  for  our 
second-annual  E-comm  Innovator  of  the  Year 
Award. Think  your  business-to-business 
e-commerce  site  qualifies?  If  so,  we’d  love 
to  hear  about  it  and  to  share  your  experi¬ 
ences  with  other  Network  World  readers  in 
our  Electronic  Commerce  Issue,  a  special 
Signature  Series  issue  coming  in  February. 

Head  to  Network  World  Fusion  for  a  nomi¬ 
nation  form,  or  e-mail  your  suggestion  to 
Signature  Series  Senior  Editor  Julie  Bort  at 
jbort@nww.com.  We  look  forward  to  seeing 
e-commerce  at  its  best.  Until  then,  click  away 
—  and  happy  holidays. 

—  Beth  Schultz 
Executive  Editor 
Signature  Series 
bschultz@nww.  com 


| Message  Queue 


Women  in  IT 


Regarding  your  article  “The  critical  shortage  of 
women  in  IT”  (Nov.  22,  page  53): 

I  am  a  40-year-old  female  systems  engineer. 

I  am  an  MCSE  —  one  of  those  11%  female 
certified  professionals.  I  can  certainly,  after 
what  I  have  been  through  in  this  field  in  the 
past  10  to  15  years,  vouch  for  the  accuracy  of 
this  article. 

As  a  female,  I  am  constantly  ignored,  passed 
over  and  second-guessed.  Credit  for  my  work  usu¬ 
ally  goes  to  the  males  in  my  group  or  other  males 
in  the  company.  I  am  excluded  from  most  techni¬ 
cal  conversations  and  am  not  qualified  —  by  lack 
of  a  certain  body  part  —  to  belong  to  the  “good 
ol’  boys’  network”  —  and  you  had  better  believe  it 
still  exists. 

It  really  angers  me  that  the  U.S.  will  take  in 
immigrants,  pay  for  their  green  cards,  visas,  family 
relocation  and/or  hire  new  college  graduates  and 
train  them  —  seemingly  anything  to  avoid  hiring 
qualified  women  in  the  IT  industry.  It  is  almost  the 
year  2000,  and  these  idiots  are  shooting  themselves 
and  the  rest  of  us  in  the  foot  because  of  their  prej¬ 
udiced  attitudes. 

I  make,  on  average,  about  $8,000  less  per  year 
than  my  less-qualified  and  less-experienced  male 
counterparts,  and  I  am  constantly  fighting  to  keep 
from  being  wedged  into  database  administration  or 
administrative  positions. 

I  would  like  to  see  an  article  like  this  one  at 
least  once  a  week  —  until  this  issue  no  longer 
exists. 

D.  Corum 
Durham,  N.C. 

Your  article  “The  critical  shortage  of  women  in 
IT”  was  utter  nonsense.  If  there  is  a  shortage  of 
people  for  IT  careers,  then  we  need  to  take  steps 
to  attract  people  (notice  I  didn’t  get  gender  spe¬ 
cific  here)  to  the  business.  I  agree  that  salaries 
should  be  equal  for  both  genders  and  girls 
shouldn’t  be  “discouraged”  from  entering  this 
field,  but  if  IT  positions  by  their  nature  tend  to 
attract  more  men  than  women,  so  what?  So  does 


being  a  firefighter.  The  nature  of  certain 
careers  has  in  many  cases  tended  to  attract  a 
narrowed  scope  of  characteristics.  IT  may  be 
one  of  them,  but  that’s  just  the  way  it  is. 
Should  we  change  the  nature  of  the  career  to 
suit  the  country’s  demographic  profile? 

Of  the  four  women  quoted  at  the  top  of 
page  53,  only  Kitty  Didion  of  the  Association 
for  Women  in  Science  makes  sense,  but  her 
comment  that  “girls  need  to  be  told  that  . . .  the 
more  math  you  take,  the  higher  your  salary”  is 
relevant  to  girls  and  boys.  And  if  Kelly  Carnes  of 
the  Commerce  Department  thinks  we’re  “wasting 
the  talent  from  half  our  population,”  what  is  it 
being  wasted  on?  I  guess  a  career  that  is  less 
important  than  IT. 

Tim  Easley 
Pico  Rivera,  Calif. 

Unclouded  view  of  VoIP 

Finally!  An  insightful  and  objective  article  on  voice 
over  IP  (“VoIP  reality  check,”  Nov.  29,  page  55). 
Author  Susan  Breidenbach  must  have  walked  in 
with  an  open  mind  on  this  topic  because  she 
catches  all  of  the  points  that  are  either  smoothed 
over  by  the  IP  crowd  or  blown  out  of  proportion 
by  naysayers.  Refreshing. 

Greg  Roberts 
Principal 
Century  VII 
Tullahoma,  Tenn. 

It’s  your  dime 

Regarding  your  article  “User  groups  criticize  caller- 
paid  wireless”  (Nov.  15,  page  33):  I  would  hope 
that  wireless  carriers  will  let  subscribers  activate 
and  deactivate  at  will  the  calling-party-pays 
option. 

Forwarding  one’s  home  phone  number  to  one’s 
cell  phone  is  a  nice  security  feature,  especially 
when  the  voice  quality  of  the  digital  cell  phone  is 
indistinguishable  from  the  land  line. 

Craig  Paul 

Technical  support  programmer/analyst  IV 
University  of  Kansas  Computer  Center 

Lawrence,  Kan. 


Send  letters  to  nwnews@nww.com  or  John 
Dix,  editor  in  chief,  Network  World,  161 
Worcester  Road,  Framingham,  MA  017.01. 
Please  include  phone  number  and  address 
for  verification. 
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Intranet  Adviser  .  Daniel  Blum 

Get  ready  for  the  year  of  the  extranet 


On  Jan.  1,  when  the  lights  come  on,  the  year  of 
the  extranet  will  begin.  It’s  time  to  consider  a 
New  Year’s  resolution  to  build  the  next-genera¬ 
tion  infrastructure  that  will  make  your  com¬ 
pany  an  e-business  player. 

The  stakes  are  high.  A  flood  of  funding  is 
pouring  into  business-to-business  commerce. This  has 
resulted  in  a  profusion  of  e-business  products  — 
many  of  them  good,  but  often  lacking  overall  manage¬ 
ability'  or  integration. 

At  the  same  time,  I’ve  seen  users  in  company  after 
company  ask  IS  to  interconnect  disparate  business 
partners  using  a  plethora  of  single-point,  application- 
specific  products.  But  most  internal  systems  are  not 
secure  enough  to  be  externally  interconnected  while 
still  remaining  part  of  the  intranet. 

External  access  infrastructures  are  themselves 
undergoing  changes  as  firewalls  increasingly  show 
lack  of  granularity  in  managing  the  growing  number 
of  personalized  e-business  relationships.  A  new  policy- 
based,  directory-enabled  infrastructure  must  emerge 
to  govern  external  access. 


In  the  short  term,  this  infrastructure 
can  be  provided  by  extranet  access  man¬ 
agement  systems,  such  as  Netegrity’s 
SiteMinder  or  EnCommerce’s  GetAccess. 

In  the  long  term,  extranets  must  give  way 
to  virtual  enterprise  networks  capable  of 
managing  access  to  enterprise-owned 
resources,  information  and  applications. 

No  one  dominates  the  emerging  extranet  infrastruc¬ 
ture.  Netscape,  with  good  products  and  considerable 
market  and  mind  share,  needs  to  prove  it  can  survive 
and  flourish  after  the  Sun/AOL  acquisition.  Microsoft 
has  stepped  forward  with  Biztalk,  but  this  attempt  to 
dominate  XML  formats  comes  in  advance  of  a  strong 
extranet  architecture,  products  or  market  share. 

Novell,  with  Border  Manager  and  its  Caching  Server, 
has  some  good  products,  and  its  directory-enabled 
pitch  promotes  the  right  architecture.  But  we  rarely 
find  Novell  Directory  Services  running  outside  the 
network  operating  system.  On  the  other  hand,  IBM  has 
been  effective,  first  creating  a  comprehensive  policy- 
based  e-business  security  framework  and  announcing 


an  array  of  partnerships,  and  then  purchas¬ 
ing  Dascom,  whose  extranet  access  man¬ 
agement  system  is  the  centerpiece  of 
IBM’s  SecureWay  line. 

During  the  year  of  the  extranet,  enter¬ 
prise  IS  and  business  users  must  agree  on 
security  policies,  partner  interconnection 
guidelines  and  back-end  application  inte¬ 
gration  strategies  for  e-business.  The  fragmentation  of 
the  market  may  force  you  to  adopt  tactical  solutions 
but  could  add  a  strategic  element  to  your  project.  Use 
part  of  your  funding  to  develop  internal  architectures 
and  standards  for  general  purpose  directory,  authenti¬ 
cation  and  authorization  services  that  cross  intranet 
and  extranet  boundaries. Then  use  the  general  pur¬ 
pose  infrastructure  to  avoid  reinventing  application- 
specific  point  solutions  that  will  be  expensive  to 
deploy  and  manage  down  the  road. 

Blum  is  senior  vice  president  and  principal  con¬ 
sultant  with  The  Burton  Group,  an  IT  advisory  ser¬ 
vice.  He  can  be  reached  at  dblum@tbg.com. 


On  Security  .  Winn  Schwartau 

Security  and  ASPs:  out  of  sight,  not  out  of  mind 


The  other  day, I  listened  to  Floyd  Rimcrust, chief 
information  officer  of  Big  Financial  Deals  (BFD), 
tell  his  staff,  “Our  security  worries  are  now 
over!” 

Rimcrust  boldly  proclaimed  that  BFD  was 
going  to  migrate  its  key  services  to  an  applica¬ 
tion  service  provider  (ASP),  thus  allowing  the  com¬ 
pany  to  concentrate  on  its  core  business  “and  not  this 

piddling  security  interfer¬ 
ence.”  Rimcrust  explained 
that  ASPs  are  revolutionizing 
the  way  business  is  done  and 
that  outsourcing  BFD's  appli¬ 
cation  hosting  would  save 
the  company  a  ton  of  money 
—  not  to  mention  that  all  of 
BFD’s  security  woes  would 
be  relegated  to  a  historical  footnote. 

Then  Rimcrust  turned  to  me. “So  what  do  you 
think?  You  do  agree,  don’t  you?”  he  challenged. 

In  a  desperate  balance  to  maintain  both  brutal  hon¬ 
esty  and  a  client  base,  I  said:  “I’ve  never  heard  any¬ 
thing  so  incomprehensibly  ridiculous.  No  offense.” 

Security  concerns  do  not  disappear  from  your 
radar  screen  merely  because  a  third  party  is  taking 
over  a  piece  of  your  infrastructure.  In  fact,  quite  the 
opposite  is  true. 

Security  and  ASPs:  let  me  count  the  whys.  Your 
desktops  will  connect  via  middleware  to  the  ASP 
where  your  applications  and  data  are  housed.  You  will 
likely  connect  over  the  Internet.  Here  are  a  few  of  the 
security  implications: 

•  Authentication.  You  want  to  make  absolutely  sure 
that  desktop  and  remote  users  are  positively  identi¬ 
fied.  Forget  this  password  garbage  as  a  primary'  means 


of  user  ID.  You  could  choose  to  use  one-time  pass¬ 
words  and/or  token  generators,  such  as  SecurlD.  Or, 
you  extend  your  enterprise  with  public  key  infrastruc¬ 
ture  (PKI)  and  appropriate  certificate  authorities  of 
whatever  flavor  you  prefer.  Your  ASP  should  be  able  to 
tie  into  your  PKI  environment  with  minimal  hassle. 

•  Encryption.  Your  corporate  data  is  now  floating 
up  and  down  the  Internet  to  thousands  of  your 
employees. And  it’s  naked.  Do  you  really  want  that?  Of 
course  not.  Cryptography  is  the  answer  here  and  can 
be  implemented  as  part  of  your  PKI,  which  ideally 
will  tie  into  your  ASP.  In  Web-centric  views,  Secure 
Sockets  Layer  is  a  reasonably  simple  approach;  how¬ 
ever,  the  location  of  the  middleware  component  is 
critical,  especially  when  using  the  Internet  as  a  trans¬ 
port  medium. 

•  Access.  In  legacy  systems,  access  control  mecha¬ 
nisms  mediate  who  can  read/write  data.  Your  new 
ASP  and  your  corporate  security  group  need  to 
ensure  that  your  policy  is  enforced  across  your 
extended  enterprise.You  should  be  able  to  add,  delete 
and  modify  user  and  group  rights  with  ease. 

•  Alternative  access.  How  many  back  doors  to  your 
ASP  (and  your  data)  are  in  place  for  maintenance, 
remote  administration  or  other  access?  You  need  to 
examine  this  and  understand  the  implications  just  as 
you  would  if  the  applications  (and  data)  were  still 
housed  on  site. 

•  Sharing.  The  physical  and  logical  connections  of 
the  ASP’s  backbone  can  have  an  impact  upon  your 
security,  too.  How  dedicated  are  the  ASP’s  “dedicated” 
circuits,  backbones,  servers  and  connectivity  for  your 
organization?  How  much  sharing  occurs  within  the 
ASP’s  infrastructure?  Better  to  know  now. 

•  ASP  OS  security.  How  does  the  ASP  secure  the 


operating  systems  on  top  of  which  your  applications 
will  function?  Does  the  ASP  use  a  trusted  operating 
system?  In  NT  clusters,  how  does  the  ASP  ensure  that 
the  latest  and  greatest  service  packs  are  installed? 
How  is  the  security  extended  through  the  middle¬ 
ware  to  you? 

•  Out  of  sight,  not  out  of  mind.  Firewalls,  gateways 
and  other  isolation  mechanisms  are  still  necessary. 
Keep  in  mind  that  your  intrinsic  business  functions 
and  security  needs  haven’t  changed  just  because  the 
systems  are  out  of  sight. 

•  Redundancy.  Backup  procedures  do  not  go  away 
just  because  you  outsource  your  applications.  Service 
contracts  should  be  clear  about  standard  protection 
mechanisms.  IP  communications  redundancy 
becomes  more  critical  as  you  rely  upon  the  Internet 
for  1 00%  operation-high  status.  Make  sure  you  have 
both  logical  and  physical  redundancy;  remember  that 
a  few  blocks  from  your  office,  a  number  of  lower- 
bandwidth  cables  often  merge  into  a  single  high- 
bandwidth  cable. 

No,  Mr.  Rimcrust,  your  security  problems  do  not 
go  away  just  because  you  write  a  check  every 
month  to  a  third-party  supplier.  If  you  use  an  ASP, 
you  should  concentrate  on  security  even  more 
because  you  are  extending  your  enterprise,  broaden¬ 
ing  its  perimeter,  including  the  Internet  as  part  of 
your  networks  and  adding  an  entirely  new  infra¬ 
structure  to  your  existing  one.  Make  sure  your  ASP 
takes  your  security  as  seriously  as  you  do  —  or 
more  so.  Your  business  depends  on  it. 

Schwartau  is  presiden  t  of  Interpact,  founder  oflnfo- 
War.com  and  author  of  CyberShock,  to  be  published 
next  month.  He  can  be  reached  at  winns@gte.net. 
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ADTRAN  Frame  Relay 


ADTRAN  delivers. 


Host-to-remote 

connectivity 

End-to-end  visibility 
and  control 

Network  performance 
monitoring 


kes  Frame  Relay 
ordinary  to  extraordinary. 


OJ 

1  Powerful  tools  for  Frame  Relay  connectivity, 


Service  Level  Agreement 
verification 


performance  monitoring  and  disaster  recovery. 

Now,  your  Frame  Relay  network  can  be  much  more  than  a 


Network  trend  analysis 


cost-reducing  alternative  to  leased  lines.  With  ADTRAN  solutions, 
your  Frame  Relay  network  becomes  a  powerful,  dependable 
infrastructure  supporting  the  mission-critical  telecom  tasks 
your  users  demand.  ADTRAN  termination  equipment  satisfies 


Dependable  dial-around- 
the-cloud  protection 

SNMP  compatible 

Multinational  solutions 


virtually  any  type  service  connection  at  any  location.  Feature 
packed  performance  monitoring  and  network  management 
deliver  control  over  packet-based  variables.  And  affordable 

dial  backup  assures  that  your  network  won’t  miss  a  beat 
This  Frame  Relay  solution  is  secure  and  value-packed. 

And  it’s  from  ADTRAN — the  name  synonymous 
with  wide  area  networking  connectivity.  . 


Safe-T-Net 
Disaster  Recovery 


10  Performance 
Monitoring/Network 
Management 


Host-to-Remote 
Access  Equipment 


For  a  reseller  near  you,  call  800  9ADTRAN  and  ask  to 
speak  to  a  Channel  Sales  Representative.  Or,  visit 
www.adtran.com/framerelay  to  view  application  diagrams 
a  disaster  recovery  white  paper,  and  more. 


Empower  your  Frame  Relay  network 
with  ADTRAN  connectivity  solutions. 


-'All  ADTRAN  wide 
'area  connectivity 
products  are  certified 
compliant. 

a.v 


Experts  choose  ADTRAN 


tered  trademark  of  ADTRAN.  Inc. 


Is  unified  messaging  the  cure  for  message  overload? 

' 

— 


The  technology’s  potential  for  saving  time  and  money  may  not  live  up  to  its  hype. 


YES 


BY  VINNIE  DESCHAMPS 


NO 


BY  ROGER  GREENE 


In  today’s  fast-paced  business  environment,  users  need  to  be  able  to  access 
and  respond  to  messages  quickly.  Unified  messaging  saves  time  and  money,  and 
increases  productivity  by  storing  all  voice  mail,  fax  and  e-mail  messages  in  a  sin¬ 
gle  mailbox.  Users  can  then  seamlessly  access,  manage  and  respond  to  messages 
using  a  computer  or  telephone,  regardless  of  the  media  in  which  the  messages 
were  created. 

Faced  with  the  challenge  of  accomplishing  more  work  in  less  time  (and  with 
fewer  resources),  knowledge  workers  in  particular  are  primed  for  a  product  that 

will  allow  them  to  manage  the  ever¬ 
growing  flow  of  information  they 
receive.  In  fact,  a  recent  study  published 
in  The  Wall  Street  Journal  showed  that 
on  average,  U.S.  employees  now  handle 
more  than  200  incoming  and  outgoing 
messages  per  day. 

When  a  technology  enables  businesses 
to  save  hard  dollars  —  and  contributes  to 
a  dramatic  rise  in  employee  productivity 
—  it’s  not  a  matter  of  if  it  will  catch  on, 
but  rather  when  it  will  be  adopted. 

A  study  conducted  last  December  by 
The  Radicati  Group,  an  independent 
research  firm  in  Palo  Alto,  found  that 
organizations  recovered  their  invest¬ 
ments  in  unified  messaging  products  in 
less  than  four  months,  hi  addition,  uni¬ 
fied  messaging  slashed  ongoing  IT  sup¬ 
port  and  administrative  costs  by  70%.  At  the  same  time,  these  organizations  real¬ 
ized  approximately  30  minutes  of  daily  productivity  gain  per  user  when  com¬ 
pared  to  environments  with  nonunified  voice,  e-mail  and  fax  messaging  systems. 

This  study  surveyed  a  broad  cross-section  of  U.S.  and  international  firms  from  a 
variety  of  industries  that  were  using  Lucent’s  Unified  Messenger  for  Microsoft  Ex¬ 
change.  The  total  cost  of  ownership  was  measured  in  terms  of  acquisition,  installa¬ 
tion,  support  and  training  costs,  as  well  as  support  savings  and  productivity  gains. 

The  study  credited  this  specific  unified  messaging  architecture  with  helping 
organizations  of  all  sizes  reduce  costs  through  the  use  of  a  single  directory, 
single  message  store,  single  point  of  administration  and  single  messaging  net¬ 
work  infrastructure.  As  a  direct  consequence,  annual 
administrative  and  support  costs  dropped  from  an 
average  of  $708  per  user  in  their  previous  environ¬ 
ments  to  $204  per  user  in  the  new  unified  messag¬ 
ing  environment. 

Cost  savings  aside,  unified  messaging  is  successful 
because  it  minimizes  the  number  of  interfaces  a  user 
must  learn  and  navigate  to  manage  messages.  No 
longer  do  users  have  to  deal  exclusively  with  the  tele¬ 
phone  for  voice  mail,  the  computer  for  e-mail  and  the 
fax  machine  for  imaging.They  are  free  to  focus  on 
what  to  do,  not  how  to  do  it. 


Deschamps  is  general  manager  of  unified  messag¬ 
ing  at  Lucent.  He  can  be  reached  at  (408)  324-4495  or 
vinnied@lucent.  com. 


Unified  messaging  is  no  panacea.Trying  to  solve  a  messaging  overload  problem 
by  making  it  easier  for  people  to  send  and  receive  messages  is  like  trying  to  solve 
traffic  problems  by  building  more  roads.  W'hen  cities  build  more  roads,  more  peo¬ 
ple  use  them  and  they  quickly  get  just  as  congested  as  before.  With  unified  messag¬ 
ing,  instead  of  people  spending  less  time  managing  their  messages,  everybody  will 
end  up  sending  even  more  messages  and  the  ultimate  problem  —  not  enough  time 
to  read  and  respond  to  all  these  messages  —  will  get  worse. 

Unified  messaging  is  overhyped  and  poorly  understood.  High  expectations  were 
set  early  on,  and  these  expectations  have 
not  been  met.  Unified  messaging  prod¬ 
ucts  are  complicated  to  develop,  encom¬ 
pass  a  range  of  technologies  from  differ¬ 
ent  industries,  and  require  acceptance 
from  skeptical  customers  who  are  used 
to  buying  separate  products  for  each  of 
their  messaging  needs. 

Unified  messaging  will  be  expensive  to 
buy,  install  and  maintain.Training  and  sig¬ 
nificant  mind-share  from  senior  manage¬ 
ment  will  be  required.The  more  options 
unified  messaging  has,  the  more  time  it 
will  take  to  train  users,  resulting  in  a 
slower  adoption  rate.  Compare  that  to 
continuing  with  tried-and-true  messaging, 
and  many  customers  will  wait  it  out  until 
the  technology  matures. 

Rather  than  tackling  all-inclusive  mes¬ 
saging,  unified  messaging  vendors  should  focus  on  the  messaging  types  that  would 
benefit  most  from  integration  —  voice  mail  and  e-mail.Tying  the  two  together  so 
you  can  access  e-mail  from  a  telephone  and  voice  mail  from  your  e-mail  inbox 
would  be  a  productivity  gain.  Paging  and  faxing  can  be  added  later. 

But  is  all  this  just  science  fiction?  Until  now  it  has  been,  fueled  by  the  hype  of 
unified  messaging  vendors  and  the  media.Challenges  remain.  One  is  that  vendors 
tend  to  have  e-mail  or  voice  expertise,  but  not  both,  so  strategic  relationships 
among  vendors  are  necessary.  Because  they  lack  the  necessary  sales  and  support 
channels,  mail  vendors  that  acquire  voice  technology  and  try  to  produce  a  system 
won’t  stand  a  chance.  Voice  vendors  can  better  integrate  e-mail  and  use  their  sales 

and  support  infrastructures  to  promote  the  technology7. 

Here’s  another  obstacle:The  voice  market  is  slow  to 
adapt  to  new  technologies.  Getting  a  company  to 
replace  its  telephone  system  is  a  major  challenge. 

Unified  messaging  is  new  and  exciting  because  it 
has  promised  to  be  a  messaging  cure-all.  That  kind  of 
hype  killed  artificial  intelligence  when  the  technology 
couldn’t  deliver,  and  it  would  be  a  shame  to  see  that 
happen  here.  Without  the  right  early  focus  from  the 
right  type  of  vendors,  unified  messaging  will  languish 
as  another  promising  technology  that  never  happened. 

Greene  is  president  and  founder  of  Ipsuitch,  an 
Internet  applications  software  vendor  in  Lexington, 
Mass.  He  can  be  reached  at  (781)  6~?6-5704  or 
roger@ipsu’itch.  com. 
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WHAT  DO 

YOU  THINK? 

Is  unified  messaging  the  cure  for  message  overload? 
Continue  the  debate  online  with  Lucent's  Vinnie 
Deschamps  and  Ipswitch's  Roger  Greene. 
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Here's  a  winning  strategy  for  getting  the  best  telecom  rates. 


BY  BRETT  MACHTIG 


ew  people  have  the  desire  to  sort  through 
reams  of  tariff  data,  but  knowing  just  a  bit 
about  how  the  arcane  tariff  filing  system 
works  can  save  your  company  big  bucks  in 
telecom  costs. 

A  tariff  is  a  document  that  carriers  file  with 
the  Federal  Communications  Commission  or 
a  state  public  utility  commission  detailing  the 
services,  equipment,  prices  and  terms  it 
offers.  Making  the  information  public  helps 
ensure  that  carriers  offer  the  same  rates  and 
conditions  to  all  customers. At  least,  that’s  the  way  the 
tariff  filing  system  is  supposed  to  work. 

The  reality  is  much  different.  Carriers  have  devised 
ways  to  strike  unique  deals  that  only  apply  to  one 
customer. That’s  why  there  are  an  estimated  20,000 
tariffs  on  file,  more  than  half  of  which  are  still  active. 
Some  deals  are  much  better  than  others:  For  a  com¬ 
pany  that  spends  $12  million  per  year  on  telecom 
services,  prices  can  vary  as  much  as  40%  with  the 
same  carrier. 

The  game  begins  when  you  hire  an  outside  consult¬ 
ing  firm  to  benchmark  the  competitiveness  of  AT&T's 
pricing  for  a  $4  million  voice  and  data  contract.The 
results  show  that  the  contract  prices  are  “good”  in  com¬ 
parison  to  your  firm's  peers.  All  is  well  until  you  hire  a 
telecom  negotiating  firm  to  get  the  carrier  to  lower  its 
rates  25%,  saving  your  company  $  1  million.  You  won¬ 
der  how  you  could  have  been  overcharged  by  $  1  mil¬ 
lion  yet  still  have  your  pricing  considered  “good”  by  a 
benchmarking  firm. 

Where  did  you  go  wrong? 

When  you  got  the  $4  million  contract, you  probably 
did  the  best  you  could  without  dedicating  your  life  to 
telecom  negotiations  and  solving  the  mysteries  of  tariff 
filings.  But  that’s  like  playing  basketball  one-on-one 
with  Michael  Jordan  and  expecting  to  win.  Carriers 
crank  out  thousands  of  contracts  per  year. 

The  carriers  word  the  tariffs  so  that  very  few  compa¬ 
nies  —  if  any  —  qualify  for  the  same  rates  given  to 
another  customer.  If  your  company  uses  the  same 
amount  of  telecom  services  or  less,  you  have  30  days  to 
request  the  same  deal. The  disadvantage  is  that  many  of 
the  key  terms  and  conditions  are  not  outlined  in  the 
filed  tariff,  so  it  isn’t  clear  what  you’re  getting. 

Understanding  tariff  filings  is  key  to  improving  your 
company’s  deal. The  way  to  get  a  better  telecom  pric¬ 
ing  is  to  help  the  carrier  cloak  your  tariff  so  other  com¬ 
panies  cannot  take  advantage  of  it. 


The  game  plan 

Here  are  some  of  the  games  AT&T,  MCI  WorldCom, 
Sprint  and  other  carriers  play  to  hide  the  best  rates  and 
protect  their  profit  margin. 

•  Contract  tariff  number.  The  carrier  hides  the  name 
of  the  customer  and  assigns  each  tariff  an  anonymous 
number.  Carriers  can  file  multiple  tariffs  for  a  customer, 
effectively  hiding  credits  and  letting  the  customer  pick 
the  best  rates  from  several  tariffs  that  also  contain  poor 
rates. 

•  Revision  number  and  date.  The  carrier  may  hide 
the  true  terms  of  the  tariff  by  overwriting  the  informa¬ 
tion  on  original  pages  with  revised  pages.  Other  key 
information  can  also  disappear  as  one  page  gets  over¬ 
written. 

•  Contract  term.  One  particular  tariff  may  actually  be 
a  36-month  deal  that  was  renegotiated  and  refiled  year 
after  year  in  order  to  look  like  a  longer  agreement.  For 
example,  a  three-year  deal  could  appear  to  be  a  nine- 
year  deal  that  has  poor  pricing  in  years  one  through  six, 
which  have  already  passed  for  the  intended  customer. 
Competitive  pricing  would  then  appear  for  years  seven 
through  nine. The  carrier  has  effectively  poisoned  the 
deal  for  other  customers. 

•  Gross  monthly  usage  charges.  AT&T’s  tariffs  are 
almost  always  stated  as  gross  pricing  before  discounts 
and  credits.  Because  these  discounts  are  often  in  excess 
of  50%,  the  customer’s  tariff  appears  much  larger  at  first 
glance.  Sprint’s  and  MCI  WorldCom’s  commitments  are 
almost  always  net  unless  specified  up  front.The  advan¬ 
tage  of  gross  is  that  as  telecom  prices  decline,  most  car¬ 
riers  still  keep  raising  their  base  rates.  It’s  possible  for  a 
contract  priced  on  net  discounted  rates  to  have  a  mini¬ 
mum  annual  commitment  (MAC)  shortfall  because  of 
subsequent  industrywide  price  declines.  A  MAC  is 
minimum  amount  of  dollars  a  customer  agrees  to 
spend  with  a  carrier. 

•  Shortfall  charge.  Almost  all  tariff  contracts 
have  a  shortfall  penalty.  In  many  cases,  this 
penalty  is  100%  of  the  amount  by  which  a 
customer  fails  to  satisfy  the  MAC  in  any  year 
of  the  tariff’s  term.  Because  most  large  com¬ 
panies  receive  50%  discounts,  the  penalty 
ends  up  being  twice  the  amount  the  cus¬ 
tomer  would  have  paid  for  the  service,  says 

Hank  Levine,  a  partner  of  the  Levine,  Blaszak,  Block 
and  Boothby,  a  Washington,  D.C.,  law  firm.  Also  be 
aware  that  any  rate  adjustments  you  get  during  the 
middle  of  a  contract  could  cause  a  shortfall,  says  Mike 
Bruesewitz,  a  tariff  analyst  withTelwares,  a  telecom 


procurement  and  negotiation  services  firm  in  Destin, 
Fla. 

•  Capped  volume-sensitive  discount  tables.  The  car¬ 
riers  create  volume-sensitive  discount  tables  that  limit 
discounts  for  usage  above  a  certain  amount.  If  compa¬ 
nies  exceed  that  volume,  they  must  pay  full  tariff  rates. 
Carriers  claim  they  cap  the  discount  at  certain  volume 
levels  to  discourage  reselling,  but  the  real  reason  they 
do  it  is  to  minimize  your  leverage. 

•  Monitoring  conditions.  The  tariff’s  terms  and  con¬ 
ditions  defining  your  usage  patterns  are  meant  to  limit 
your  flexibility,  secure  the  carrier’s  margin  and  poison 
the  deal  for  potential  subscribers. AT&T  may  say,  for 
example,  that  80%  of  a  customer’s  traffic  must  be  inter¬ 
state,  or  90%  must  originate  from  dedicated  facilities.  If 
you  can’t  fit  the  traffic  mold,  you  can’t  buy  under  this 
tariff.  Noncompliance  with  these  conditions  can  create 
a  substantial  penalty  based  on  your  MAC. 

•  Uncertain  events.  “One  practice  of 
deception  carriers  use  to 

offer  pricing  conces¬ 
sions  is  ‘uncertain 
or  future  event’ 
pricing,”  says 
Larry  York, 


former 

pricing 


• 
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specialist  for  MCI  WorldCom.  In  other  words,  the  pric¬ 
ing  in  the  contract  is  contingent  upon  an  event  that 
may  or  may  not  occur.  For  example,  a  carrier  may  offer 
an  additional  5%  discount  if  the  customer  has  $100,000 
per  month  of  international  usage.  Only  the  customer 
and  the  carrier  know  for  sure  if  the  event  in  fact 
occurs. 

•  Exclusivity  clause.  Some  carriers  get  customers 
with  an  exclusivity  clause  that  basically  limits  your  flexi¬ 
bility  and  volume  leverage.  For  example,  the  carrier 
might  stipulate  that  at  least  80%  —  and  sometimes  even 
100%  —  of  your  telecom  expenses  have  to  go  to  the 
carrier  as  long  as  the  services  aren’t  already  under  con- 
tract.This  tactic  locks  in  new  revenue  for  the  carrier. 
“Sprint  in  particular  uses  this  clause  in  an  insidious  way 
via  reference  to  the  term  preferred  telecom  provider,”’ 
says  Pete  Wilson,  president  ofTelwares.“The  unsuspect¬ 
ing  customer  later  finds  out  that  this  phrase 

commits  him  to  98%  exclusivity  with 
Sprint  or  else  his  company 
loses  all  discounts.” 

•  Rate  hikes. 
Base  rates  for 
software- 

fMtM 


defined  network  services  have  been  steadily  increas¬ 
ing  an  average  of  5%  to  10%  per  year.  A  carrier  may 
give  you  good  initial  pricing,  only  to  increase  the  rates 
later. The  only  way  to  prevent  your  rates  from  going 
up  is  to  get  stabilization  language  in  the  contract  and 
tariff. 

•  Intrastate  rates.  The  carriers  all  file  intrastate  rates 
with  public  utility  commissions  in  individual  states.  By 
reading  a  tariff,  all  you  can  determine  is  the  applicable 
intrastate  discount,  not  the  actual  rates.The  intrastate 
rates  can  increase  without  changing  your  tariff. 

These  games  make  it  difficult  for  you  to  compare 
tariffs  and  determine  whether  your  telecom  deal  is 
market  competitive.  However,  you  can  hold  your  own 
in  a  negotiating  match  with  carriers  by  maintaining 
leverage  throughout  the  life  of  the  contract.The  trick  is 
to  know  which  terms  to  include  in  the  contract  and 
which  conditions  to  avoid. 

Key  contract  terms  to  embrace 

•  Rate  review  clause.  Make  sure  you  have  the  ability 
to  lower  your  telecom  rates  if  the  actual  market  prices 
change.The  best  clauses  compare  your  rates  to  all 
providers  and  not  just  those  of  your  current  carrier. 

•  Rate  stabilization  clause.  This  clause  prevents  your 
rates  front  increasing  during  the  contract  period. 
Carriers  regularly  increase  their  base  rates  even  though 
after-discount  rates  have  dropped  considerably  over 
the  last  decade. 

•  Service-level  agreement  penalties.  If  the  carrier  has 
problems  delivering  service,  it  must  pay  you  an  agreed- 
upon  amount.This  fiscal  reality  gives  your  carrier  extra 
incentive  to  worry  about  service  levels. 

Other  key  clauses  that  should  be  in  your  contract 
include  technology  migration,  carrier  merger  protec¬ 
tion  and  material  failure. Teclmology  migration  clauses 
let  you  move  traffic  from  one  technology  to  another 
without  carrier  penalties.  Carrier  merger  protection 
safeguards  you  from  problems  caused  by  a  merger, 
such  as  the  MCI  WorldCom  deal.  And  the  material  fail¬ 
ure  clause  gives  the  ability  to  terminate  a  contract  if 
the  carrier  doesn’t  perform  to  a  set  standard. 

Key  contract  terms  to  avoid 

•  Exclusivity  clause.  Don’t  agree  to  any  exclusivity 
provisions  or  you  give  up  future  leverage. 

•  MAC  ratchets.  Carriers  like  to  have  the  MAC  as 
high  as  possible.They  may  compare  your  company’s 
usage  to  a  percentage  of  last  year’s  usage  or  the  previ¬ 
ous  MAC,  whichever  is  higher.  Again,  all  this  does  is 
limit  your  company’s  future  leverage  and  carry  the  risk 
of  shortfall  because  your  commitment  can  go  up  but 
not  down. 

•  Capped  volume-sensitive  discount  tables.  Corpor¬ 
ate  America  is  in  an  acquisition  mania,  so  it  becomes 
easy'  to  have  unexpected  and  sizable  increases  to  your 


usage.  Make  sure  acquisitions  or  rapid  growth  do  not 
cause  your  company’s  rates  to  go  up  to  full  tariff  pre¬ 
discount  pricing  on  the  excess  usage. 

•  High  MACs.  Many  carriers  try  to  have  you  commit 
to  volumes  too  close  to  your  current  usage. This  creates 
a  high  risk  of  future  penalties. 

Be  in  the  know 

Telecom  carriers  have  been  able  to  maintain  such 
widely  varying  prices  because  few  understand  the  tele¬ 
com  game  well  enough  to  defend  against  their  ever- 
changing  tactics.  Here  are  some  places  to  go  for  help: 

•  Benchmarking  firms.  Hire  one  of  these  companies, 
but  understand  clearly  the  limitations  of  the  results 
they  produce.Two  of  the  top  benchmarking  firms  are 
Gartner  Group  and  META  Group. 

•  Shop  around.  If  the  carrier  doesn’t  believe  it  can 
win  your  business  or  your  current  carrier  doesn’t 
believe  it  could  lose  your  business,  the  company  won't 
produce  an  aggressive  bid. 

•  Use  a  consultant.  Have  someone  review  your  con¬ 
tract  and  carrier  bids.  Some  companies  charge  for  this 
assessment,  others  don’t.  Check  the  consultants’  cus¬ 
tomer  references  to  get  a  feel  for  their  experience  and 
their  ability  to  improve  rates,  terms  and  conditions. 

Telwares  conducts  telecom  negotiation  and  procure¬ 
ment  for  Fortune  2000  companies.  If  you  work  for  a 
large  company  that  needs  legal  assistance  with  con¬ 
tract  terms  and  conditions,  consider  Levine,  Blaszak, 
Block  &  Boothby.  Smaller  companies  should  consider 
Lynx  Technologies  or  Profitline. 

Now  that  you  know  what  carrier  tricks  to  watch  for, 
how  to  maintain  leverage  and  where  to  go  for  help, 
you're  better  prepared  to  win  a  good  telecom  contract. 
Let  the  games  begin. 

Machtig  works  with  Telwares,  a  telecom  procurement 
and  negotiation  services  firm  in  Destin,  Fla.  He  can  be 
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Securing  that  last  mile  is  a 
frightening  prospect. 

Client-to-LAN  virtual 
private  networks  (VPN), 
which  encrypt  communi¬ 
cations  between  an  individual’s  lap¬ 
top  or  home  PC  and  corporate 
LANs,  break  two  of  the  cardinal 
ailes  of  enterprise  network  support: 
Never  touch  the  desktop,  and  never 
do  anything  that  requires  users  to 
change  their  computing  habits. 

The  need  for  security  is  driving 
network  managers  to  lock  up  com¬ 
munications  between  users  and  cor¬ 
porate  LANs.  But  how  do  you  cre¬ 
ate,  deploy,  support,  manage  and 
report  on  hundreds  or  thousands  of 
VPN  client  users? 

We  tested  1 1  user-to-site  VPN 
products.  Many  of  the  same  vendors 
were  represented  in  our  site-to-site 
VPN  review  earlier  this  year  (NW, 
May  10,  page  86),  in  which  we 
looked  at  configuration  and  perfor¬ 
mance  in  a  LAN-to-LAN  environment. 
This  time  we  focused  on  how  prod¬ 
ucts  handle  corporate  VPN  clients. 

Most  of  the  products  we  tested 
provided  reliable  performance  and 
reasonable  manageability.  In  fact,  of 
the  1 1  products  we  tested,  eight 
accumulated  total  scores  that  lay 
within  a  one-point  span.  TimeStep 
earned  the  Network  World  Blue 
Ribbon  Award  because  its  Permit 
Enterprise  1.2  product  serves  up  the 
management  tools  needed  for  a  tally 
huge  deployment. 

Setting  the  VPN  client  ground  rules 

An  end  user’s  experience  with  a 
VPN  starts  with  the  software  installa¬ 
tion.  We  normally  don’t  evaluate 
client  installation  procedures,  but 
because  VPN  clients  are  generally 
installed  in  the  field,  we  wanted  to 
look  at  the  whole  experience.  Even 
this  was  a  little  unfair:  We  tested  on 
freshly  installed  Windows  95  systems, 
so  we  didn’t  get  to  experience  the 
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Testing  shows  a  level  playing  field 
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full  gamut  of  Windows  conflicts  and 
confusion  associated  with  installing 
software  on  a  well-traveled  laptop. 

We  looked  at  the  ways  each  prod¬ 
uct  handled  setting  up  authentication 
information  for  each  VPN  client, 
configured  the  client  software  and 
set  up  security  policies. 

One  of  the  difficulties  in  setting 
up  VPNs  is  putting  security  key 
information  on  the  client.  Public-key 
certificates,  which  provide  the  best 
security,  are  long  and  cumbersome. 
More  importantly,  the  private  half  of 
the  public  key  should  not  pass  over 
the  network  —  it  should  be  created 
on  the  client  and  locked  there  with 
a  passcode. 

No  vendor  had  a  magic  bullet  for 
dealing  with  key  infonnation.  Most  of 
the  products  we  tested  used  the  sim¬ 
pler,  less  secure,  “preshared  secret” 
authentication  method,  which  means 
each  client  is  given  a  username  and 


NetworkWoild 


TimeStep 

Permit  Enterprise  1.2 


Despite  having  its  com¬ 
petitors  right  on  its 
heels,  TimeStep  earned  our  Blue 
Ribbon  Award  for  Permit  Enterprise 
1.2,  which  offers  the  best  support  for 
PKI  and  the  strongest  management 
tools  for  an  enterprise  deployment. 


password.  Many  vendors  also  sup¬ 
ported  public-key  digital  certificates, 
using  standards-based,  or  their  own 
proprietary,  certificate  authorities. 

TimeStep  took  the  digital  certifi¬ 
cate  and  certification  authority 
scheme  the  most  seriously  with 
Permit  Enterprise.  The  company 
includes  a  copy  of  Entmst’s  certifi¬ 
cate  authority  and  an  X.500  directory 
in  its  enterprise  management  suite. 


With  these  tools,  you’re  well  armed. 
The  combination  produces  a  certifi¬ 
cate  authority  and  directory  database 
configuration  designed  to  scale  to 
tens  of  thousands  of  users. 

Building  a  full  system  for  creating, 
managing,  securing  and  revoking  dig¬ 
ital  certificates  falls  under  the  rubric 
of  public-key  infrastructure  (PKI).  The 
term  “infrastructure”  is  chosen  care¬ 
fully  because  installing  a  PKI  can  be 
as  difficult  as  any  other  part  of  your 
network  infrastructure.  A  proper  PKI 
installation  requires  that  the  network 
and  security  managers  come  together 
to  determine  a  whole  suite  of  policies 
and  procedures  for  identifying  net¬ 
work  users.  Doing  PKI  right  is  a  big 
deal  and  one  the  VPN  vendors  we 
tested  aren’t  ready  to  take  on  just  yet 
—  except  for  TimeStep,  whose 
Permit  Enterprise  is  one  product  in 
which  support  doesn’t  look  like  it 
was  an  afterthought. 

Once  we  got  authentication  infor¬ 
mation  out  of  the  way,  we  examined 
how  policy  and  configuration  infor¬ 
mation  is  installed  with  each  prod¬ 
uct.  This  is  easier  than  setting  up 
security  key  information  because 
one  policy  typically  works  for  an 
entire  group  of  users. 

Here,  Data  Fellows’  F-Secure  VPN, 
Indus  River’s  RiverWorks  Enterprise 
VPN,  Intel’s  VPN  Gateway  Plus  and 
VPNet’s  VPNWare  stood  out.  These 
products  all  loaded  security  policy 
infonnation  into  the  client  over  the 
network. 

Every  other  product  in  our  sam¬ 
pling  took  a  more  traditional  ap¬ 
proach.  You  must  build  a  deploy¬ 
ment  kit,  combining  network-specific 
initialization  files  with  vendor-sup¬ 
plied  images.  When  the  kits  are  dis¬ 
tributed,  end  users  who  install  the 
VPN  client  get  the  corporate  policy 
information  at  the  same  time. 

But  VPN  Gateway  Plus  and  VPN- 
ware  automatically  load  security 
policy  information  onto  the  client  at 
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Permit  Enterprise  1.2 

TimeStep  (613)  599-3610 
www.timestep.com 

$25,490  for  1,000  clients 


Pros 

A  Provides  excellent  support  for  large 
user  database 

A  Strong  enterprise  management  tools 
A  Best  PKI  support 


Cons 

▼  Sum-of-parts  approach 
lacks  coherence 


VPN-1  Gateway  4.1 

Check  Point  Software  (650)  628-2000 

www.checkpoint.com 

$56,000  to  $96,000  for  1,000  clients 

Prosl 

A  Integrated  firewall  simplifies  some 
configurations 

A  Firewall  at  client  is  clean 

Cons 

▼  Pure  VPN  application 
complicated  by  Check  Point 
environment 

RiverWorks  Enterprise  VPN  1.2 

Pros 

Cons 

Indus  River  Networks  (978)  266-8100 

A  Dial-up  user  orientation  solves  dual 

▼  High  price 

www.indusriver.com/pro/pro_main.htm 
$150,000  for  1,000  clients 

problems  of  Internet  and  VPN 

A  Easy  installation 

A  Powerful  diagnostics 

T  No  firewall  option  for  client 

VPN  Concentrator  Series  1.2 

Pros 

Cons 

Altiga  Networks  (508)  541-7300 

A  Excellent  management  utility  provides 

T  Accounting  weak 

www.altiga.com/products/C50.cfm 

good  picture  of  what  is  happening  on  server 

T  Cannot  use  Internet 

$5,760  for  1,000  clients 

A  Easy  to  deploy 

efficiently  while  tunneled 

LanRover  VPN  Gateway 

Pros 

Cons 

Intel  (781)687-1000 

A  Simple  installation  on  client 

T  Lacks  accounting  data  for 

www.shiva.com/remote/vpngate/ 

A  Client  deployment  tool  helps  with  large 

IPSec  sessions 

$17,375  for  1,000  clients 

installations 

A  Good  client  security  options 

▼  No  analysis  tools 

Security  Management  Server  4.1 

Pros 

Cons 

Lucent  (908)  582-8500 

A  Very  complete  management  toolkit 

▼  Lucent  firewall+VPN  gets  in 

www.lucent.com 

$9,995  to  $13,490 

A  Nice  multisystem  configuration  and  control 

the  way  of  some  VPN 
configurations 

VPNware  2.51 

Pros 

Cons 

VPNet  (408)  445-6600 

A  Client  deployment  easy 

▼  Java  management  GUI  not 

www.vpnet.com/products/products.htm 

A  Supports  multiple  VPN  topologies 

stable 

$34,050  for  1,000  clients 

A  RADIUS  supports  configuring 
client  parameters 

▼  No  accounting  data 

cIPro  System  4.0 

Pros 

Cons 

RadGuard  (201)828-9611 
www.radguard.com/clProVPN.html 

$45,000 

A  Management  integrated  with  HP-0penView 
for  enterprise  environments 

A  Offers  configuration  flexibility 

▼  Lacks  accounting  data 

Ravlin  7100  3.30 

Pros 

Cons 

RedCreek  (510)  745-3900 

A  Easy  to  set  up 

▼  Management  does  not 

www.redcreek.com/products/7100.html 
$19,000  for  1,000  clients 

A  Quick  to  configure  and  install 

scale  to  large  numbers  of 
users  or  servers 

F-Secure  VPN+  4.2 

Prosl 

Cons 

Data  Fellows  (408)  938-6700 
www.datafellows.com 

A  Strong  Windows  network  integration 

T  Complex  management 
environment 

$48,990  for  1,000  clients  (add  $10,000  for  server) 

T  Requires  Windows 
networking 

VCTP/Secure  4.2 

Pros| 

Cons 

InfoExpress  (650)  947-7880 

A  Multiplatform  client  and  server  support 

▼  User  interface  primitive 

www.infoexpress.com/prodfr.htm  A  Client  "live"  failover 

$70,000  for  1,000  clients  (add  $10,000  for  server) 

T  Difficult  to  manage 

' 


installation  time,  giving  you  a  one¬ 
time  chance  to  define  network 
security  policies. 

F-Secure  VPN  and  RiverWorks  take 
this  feature  further,  allowing  auto¬ 
matic  policy  updates  after  the  client 
has  completed  its  initial  configura¬ 
tion.  The  management  server  sets  up 
software  and  policy  changes  for  the  i  I 
client.  The  next  time  the  client  con¬ 
nects,  it  downloads  any  changes 
sent.  If  you’re  using  the  full  Data 
Fellows  suite,  including  antivirus  and 
file-encryption  tools,  the  policy  man¬ 
ager  used  with  F-Secure  VPN  coordi-  li 
nates  updates,  virus  signatures  and  ; 
policy  information.  It’s  an  elegant 
solution,  but  it  requires  a  Windows 
network  environment. 

Indus  River’s  RiverWorks  has 
a  more  comprehensive  and  com¬ 
plex  solution  to  the  client  policy 
problem  —  one  that  combines 
Windows-based  dial-up  networking 
and  VPN  authentication  into  a  sin¬ 
gle  control  panel  sitting  on  an  end 
user’s  desktop. 

River  Pilot,  a  component  of  River¬ 
Works,  integrates  all  coiporate  ISP 
dial-up  numbers,  access  codes  and 
policies  into  the  VPN  client.  The 
user  hits  “connect,”  and  the  client  ii 

dials  the  Internet  —  based  on  the 
local  telephone  number  information 
—  and  takes  the  user  all  the  way 
from  the  dial  tone  to  an  encrypted 
VPN  connection. 

The  network  manager  controls 
every  aspect  of  the  connection,  from  ? 
whether  an  800  number  is  allowed 
and  which  ISP  is  preferred  in  each 
city  to  which  end  users  are  dialing  in  ) 
to  the  corporate  network.  This  policy 
information,  along  with  a  revised  list  I 
of  dial-up  numbers,  is  downloaded 
to  clients  whenever  they  connect. 

For  certain  kinds  of  large  deploy¬ 
ments,  these  features  give  Indus 
River  a  clear  advantage.  For  exam¬ 
ple,  an  organization  with  multiple 
ISP  contracts,  occasional  branch- 
office  and  headquarter  dial-ups  and  ! 
an  emergency  800  number  —  all 
managed  from  a  central  site  —  j 

would  find  that  River  Pilot  decreases 
support  and  ongoing  costs  at  the 
same  time  it  increases  control. 

All  other  vendors  we  tested  treat 
their  encryption  software  as  a  net¬ 
work  add-on  to  Windows.  They 
assume  that  the  user  has  already  set 
up  a  network  connection,  either 
through  a  LAN  or  through  dial-up 
networking. 

Policy  lock-down  is  another  fea¬ 
ture  that  distinguishes  some  of  the 
products  we  tested.  Once  policy  and 
configuration  information  is  loaded, 
some  products,  such  as  Intel’s  VPN  j 
Gateway  Plus  and  Check  Point  | 

Software’s  VPN-1  Gateway,  let  you 

Continued  on  page  64 
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lock  it  down  so  the  client  can’t  con¬ 
trol  or  change  it.  In  fact,  certain 
products  —  such  as  Indus  River’s 
RiverWorks,  Altiga  Networks’  VPN 
Concentrator  Series,  VPNet’s 
VPNware  and  Lucent’s  Security 
Management  Server  —  work  only 
that  way.  Others,  such  as  Red- 
Creek’s  Ravlin  7100  and  Data 
Fellows’  F-Secure  VPN,  let  the  user 
be  in  complete  control  at  all  times. 

Which  security  policy  approach 
works  best  depends  upon  your  envi¬ 
ronment.  Unfortunately,  no  single 
product  covers  the  whole  market  by 
letting  you  choose  between  total 
control  and  total  freedom  on  a 
client-by-client  basis. 

Client  security 

Once  your  client  access  policies 
are  set,  you  have  to  consider  how 
securely  wrapped  the  data  you’re 
sending  over  the  wire  is.  We  concen¬ 
trated  on  IP  Security  (IPSec)  and 
Internet  Key  Exchange  (IKE)  as  IP 
encryption  methods  because  they  are 
the  two  prevailing  standards.  IPSec  is 
the  standard  suite  that  describes  how 
information  is  encrypted  and  authen¬ 
ticated.  IKE  describes  how  tunnels 
are  set  up  and  how  security  keying 
information  is  created  and 
exchanged. 

Some  vendors,  such  as  RedCreek 
and  Check  Point,  support  IPSec/IKE 
and  their  own  proprietary  (or  non- 
IPSec)  encryption.  In  most  cases, 
these  vendors  let  you  select  your 
encryption  preference. 

In  user-site  mode,  VPNet’s  VPN- 
Ware  only  supports  the  Simple  Key 
Management  Internet  Protocol 
(SKIP)  encryption  system.  That 
didn’t  worry  us  very  much  because 
SKIP  is  a  well-understood  standard. 
InfoExpress  only  supports  a  propri¬ 


etary  system  in  its  product, 

VTCP/  Secure.  The  company  had 
beta  versions  of  IPSec  code  avail¬ 
able,  but  not  on  the  platforms  we 
were  using  to  test. 

We  were  also  concerned  about 
Indus  River,  which  does  not  support 
IKE  for  key  exchange,  and  Intel, 
which  requires  its  own  proprietary 
protocols  if  you  want  to  use  its  new 
client  deployment  tool.  But  these 
aren’t  killer  weaknesses. 

Layer  2  Tunneling  Protocol  is  not 
well  established  in  the  marketplace 
—  at  least  not  until  Windows  2000, 
which  has  a  built-in  L2TP  VPN  tun¬ 
neling  client,  hits  the  streets  next 
year.  Therefore,  support  for  L2TP 
was  not  well  represented  in  the 
products  we  tested.  Altiga’s  VPN 
Concentrator  Series  was  the  only 
product  to  offer  an  L2TP  tunnel. 

L2TP  is  an  entirely  different  strat¬ 
egy  for  pulling  tunnels  (not  encrypt¬ 
ed,  by  the  way)  from  a  central  site  to 
an  end  user.  The  benefit  of  L2TP  is 
that  an  end  user  can  use  protocols 
other  than  IP  (such  as  IPX)  to  tunnel 
to  the  server.  And  if  an  end  user  is 
authenticated  using  the  L2TP  mecha¬ 
nisms  —  which  are  different  and 
complementary  to  the  IPSec  autho¬ 
rization  tools  —  the  end  user  can  get 
an  IP  address  assigned  in  a  standard 
way  from  the  central  site  network. 

Indus  River’s  RiverWorks  and  VPN 
Concentrator  Series  include  Point-to- 
Point  Tunneling  Protocol,  which  is 
useful  in  Windows  3.1  or  Macintosh 
environments  in  which  IPSec  client 
software  is  not  readily  available. 

In  addition  to  enciyption  and 
tunneling  standards,  network  man¬ 
agers  should  pay  attention  to  the 
built-in  client-side  firewalls  available 
with  some  of  the  products  we  test¬ 
ed.  After  all,  if  a  client  PC  has  a 
window  into  your  network,  should¬ 
n’t  it  have  protection  against  com¬ 


promise?  Data  Fellows’  F- 
Secure  VPN,  InfoExpress’ 
VTCP/Secure  and  Check  Point’s 
VPN-1  Gateway  all  have  some  fire¬ 
wall  capabilities  in  their  client  and 
server  software.  Check  Point,  in  its 
Secure  Client  package,  includes  a 
stateful  firewall,  although  only  with 
a  limited  policy  set. 

A  stateful  firewall  is  a  variant  on  a 
packet-filtering 
firewall  that 
maintains  the 
state  informa¬ 
tion  of  connec¬ 
tions  as  they 
pass  through 
the  firewall. 

This  ability 
allows  the  soft¬ 
ware  to  match 
flows  in  both 
directions.  With¬ 
out  stateful  an¬ 
alysis  of  traffic 

flows,  the  capabilities  of  a  packet¬ 
filtering  firewall  are  restricted  in  en¬ 
forcing  very  strong  security  by  only 
letting  in  packets  which  are  part  of 
an  approved  “connection.” 

VTCP/Secure  and  F-Secure  VPN 
offer  a  less-secure  pure  packet  filter 
at  the  client  side. 

Tunnel-side  firewalls,  which  add 
capabilities  to  the  tunnel  server  to 
give  it  a  partial  or  full  firewall,  come 
in  the  box  with  most  of  the  products 
we  reviewed,  although  TimeStep’s 
Permit  Enterprise,  Indus  River’s 
RiverWorks,  VPNet’s  VPNware  and 
RedCreek’s  Ravlin  7100  offered  little 
in  this  area.  If  you  are  looking  to 
deploy  one  of  these  vendors’  prod¬ 
ucts  in  a  corporate  network  in  which 
all  users  are  not  permitted  entry  into 
all  departmentalized  networks,  you 
should  think  about  using  an  auxil¬ 
iary  firewall  as  well. 

Firewall  capability  in  the  client 
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How  we  did  it 

We  built  a  test  bed  that  included  a  single  client  work¬ 
station  connected  to  a  tunnel  server.  At  the  other  end  of 
the  tunnel  server  was  a  server  we  used  for  connectivity 
and  performance  testing.  The  test  server  was  a  500-MHz 
Alpha  system  with  256M  bytes  of  memory  running  Digital 
Unix.  We  used  the  slowest  system  in  our  lab,  a  200-MHz 
Pentium  PC  running  Windows  95  0SR2.5,  as  the  client 
workstation  to  emulate  the  performance  characteristics 
of  a  typical  notebook  user  dialing  in  to  the  network. 

For  each  of  the  products  we  tested,  we  looked  at  instal¬ 
lation  and  configuration  on  the  client  workstation,  and 
we  tested  performance  to  see  how  adding  virtual  private 
network  (VPN)  software  changed  the  end  user's  overall 
experience.  We  didn't  test  interoperability  because  few 
enterprises  run  one  vendor's  client  against  another's 
firewall. 

While  it  would  have  been  nice  to  test  the  claims  that 


vendors  make  regarding  the  total  number  of  tunnels 
supported  on  their  products,  we  thought  that  the  only 
reliable  way  to  make  such  a  test  would  be  to  have  hun¬ 
dreds  or  thousands  of  workstations  dialed  in.  For  that 
reason,  we  looked  only  atthe  impact  that  adding  VPN 
encryption  would  make  on  the  end  user's  network  per¬ 
formance  and  latency.  We  used  an  ISDN  connection, 
limited  to  a  single  64K  bit/sec  channel,  which  gave  us 
delay  and  latency  similar  to  that  of  a  modem  while 
offering  a  repeatable  test  environment. 

The  workstation  and  server  ran  our  TCP/IP-based 
latency  and  throughput  test  software.  The  test  software 
measured  latency  from  the  client  workstation  to  the  test 
server,  using  small  and  large  IP  packets  with  compress¬ 
ible  data.  The  throughput  test  measured  unidirectional 
TCP  throughput,  which  would  be  typical  of  an  HTTP 
download  of  a  slightly  compressible  file,  such  as  a 
graphic  image  or  executable  program. 


may  be  overkill  because  VPN  clients 
are  usually  connected  via  the  public 
Internet.  Being  able  to  turn  off  Inter¬ 
net  traffic  when  the  VPN  is  con¬ 
nected  may  be  sufficient.  Altiga’s 
VPN  Concentrator  Series  product 
strictly  adheres  to  this  approach. 
When  the  client  is  connected  to  the 
Altiga  VPN  server,  no  other  Internet 
traffic  is  allowed  —  no  packets  go 
from  the  client 
direcdy  to  the 
Internet  with¬ 
out  passing 
through  the 
tunnel  server 
first.  Permit  En¬ 
terprise,  River¬ 
Works,  Ravlin 
7100  and  Rad- 
Guard’s  cIPro 
System  all 
allow  the  end 
user  to  select 
whether  to  dis¬ 
able  Internet  traffic  when  the  VPN  is 
active.  Intel’s  VPN  Gateway  Plus  and 
Check  Point’s  VPN-1  Gateway  put 
this  feature  under  control  of  the  net¬ 
work  manager. 

How  does  the  user  see  it? 

We  were  concerned  that  end  users 
would  resist  VPN  software  if  it  made 
their  Internet  experience  substantially 
slower.  We  ran  performance  tests  on 
each  of  the  products,  testing  latency 
and  throughput.  With  only  two 
exceptions,  we  found  little  perfor¬ 
mance  difference  among  the  prod¬ 
ucts  we  tested. 

The  two  exceptions  were  prod¬ 
ucts  that  used  compression.  With 
Indus  River’s  RiverWorks  and  Info¬ 
Express’  VTCP/Secure  products  we 
saw  an  overall  performance  in¬ 
crease  of  between  5%  and  1 5% 
when  compression  was  turned  on, 
depending  on  the  kinds  of  data 
and  size  of  packets  used.  In  our 
tests,  InfoExpress  performed  sub¬ 
stantially  better  than  any  other  VPN 
vendor,  although  it  achieved  those 
numbers  using  the  company’s  pro¬ 
prietary  protocols. 

For  noncompressing  VPN  clients 
— -  the  rest  of  the  vendors  in  our  test 
sample  —  the  average  degradation  in 
network  performance  was  20%,  with 
traffic  running  between  16%  and  24% 
slower  over  the  VPN.  For  normal 
Web  applications,  such  as  browsing 
and  e-mail,  this  degradation  is  hardly 
noticeable.  With  interactive  applica¬ 
tions,  such  as  virtual  terminals,  users 
may  be  dissatisfied  with  the  differ¬ 
ence  in  performance  because  we  saw 
as  much  as  a  60%  increase  in  latency. 

Managing  thousands  of  users 

While  the  clients  may  be  secure, 
Continued  on  page  66 
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Continued  from  page  64 

you  still  need  to  authenticate  all 
those  users.  All  of  the  VPN  products 
we  looked  at  include  per-user 
authentication.  Most  of  the  systems 
include  local  authentication,  which 
looks  up  user  information  in  a  data¬ 
base  stored  on  the  VPN  device  or 
VPN  management  station,  but  you 
should  probably  also  provide  a  gate¬ 
way  to  some  external  authentication 
database  to  avoid  creating  yet  ano¬ 
ther  password  for  users  to  forget. 

Remote  Authentication  Dial-In 
User  Service  (RADIUS)  has  become 
the  de  facto  choice  for  network- 
based  authentication.  There  are 
good  RADIUS  servers  available  to 
pull  from  a  variety  of  authentication 
databases,  including  the  NT  Security 
Access  Manager  database,  and  a 
variety  of  one-time  password  sys¬ 
tems  using  tokens  or  smart  cards, 
such  as  SecurlD  or  Cryptocard. 

We  tested  each  server  that  sup¬ 
ported  RADIUS  against  our  in-house 
server.  We  found  excellent  interoper¬ 
ability  —  we  were  able  to  make 


almost  every  RADIUS-supporting 
VPN  work  easily.  Check  Point’s  VPN- 
1  Gateway  was  the  only  exception 
—  we  got  it  to  work,  eventually,  but 
it  wasn’t  quite  as  easy  as  the  others. 
Data  Fellows’  F-Secure  VPN  and 
TimeStep’s  Permit  Enterprise  don’t 
support  RADIUS  at  this  time. 

However,  some  of  these  products 
are  poorly  designed.  For  example, 
VPN-1  Gateway  required  us  to  enter 
each  user  into  the  RADIUS  database 
and  its  own  database.  Having  to 
enter  users  into  two  databases  (and 
remember  to  take  them  out  as  well) 
is  a  bad  idea. 

VPNet’s  VPNware  and  Altiga’s  VPN 
Concentrator  Series  go  in  the  other 
direction.  They  not  only  let  you  store 
user  and  password  information  in  a 
RADIUS  database,  but  they  also  let 
you  download  per-user  configuration 
information  (optionally)  from  the 
RADIUS  server.  You  may  also  like 
Indus  River’s  RiverWorks  RADIUS 
design,  which  requires  that  the 
RADIUS  server  return  a  special  flag 
that  enables  the  user  for  VPN  access. 

Once  all  of  your  users  are  access¬ 
ing  the  network  properly,  you’ll 
want  to  keep  track  of  their  comings 


and  goings.  We  looked  at 
the  accounting  features  of 
these  VPN  products  and  were 
generally  disappointed. 

The  best  choice  for  accounting  in  the 
VPN  tunnel  servers  seems  to  be 
RADIUS,  which  moves  the  accounting 
records  off  the  tunnel  server  into  an 
environment  where  there  are  abundant 
freeware  tools  to  create  reports.  Lucent’s 
Security  Management  Server  and  Altiga’s 
VPN  Concentrator  Series  support 
RADIUS  accounting,  while  Intel’s  VPN 
Gateway  provides  RADIUS  accounting 
for  Shiva  Smart  Tunnel  users  only. 

Most  of  the  other  VPNs  have 
weak  accounting  and  reporting 
tools.  For  example,  Indus  River’s 
RiverWorks  lets  you  see  information 
only  for  past  days  —  you  cannot 
look  at  this  morning’s  data.  Even 
worse,  reports  are  filed  by  day,  so 
there’s  no  easy  way  to  look  at  usage 
over  a  period  longer  than  24  hours. 
InfoExpress  and  Check  Point  have 
slightly  better  capabilities.  However, 
Check  Point  makes  you  pay  $1,500 
to  get  a  log  consolidator  —  a  feature 
we  think  should  have  been  included 


in  the  base  product  —  to  produce 
lousy  reports  with  incomplete  data. 

However,  weak  is  better  than 
nothing,  which  is  what  we  got  when 
looking  at  VPNet’s  VPNWare,  Rad- 
Guard’s  cIPro  System  and  Red- 
Creek’s  Ravlin.  These  three  products 
either  gave  us  no  accounting  data  or 
dropped  so  much  information  dur¬ 
ing  the  process  that  the  data  we 
were  able  to  collect  was  useless. 

Managing  and  monitoring  the  VPN 

Though  we  weren’t  happy  with 
their  accounting  tools,  the  products 
did  better  in  other  management 
areas.  More  than  half  the  products 
were  able  to  page  someone  or  send 
an  e-mail  message  when  something 
went  wrong.  The  best  management 
and  monitoring  came  in  products 
from  Altiga  and  Lucent.  With  Altiga’s 
VPN  Concentrator  Series,  every 
aspect  of  the  tunnel  server  shows 
up  in  the  management  module.  You 
can  even  see  the  speed  of  the  fans 
in  the  dual  power  supplies  if  that 
seems  interesting  to  you.  Lucent’s 
Security  Management  Server  is  even 
stronger  where  it  really  matters.  For 
example,  it  offers  multiple  levels  of 


management,  letting  you 
specify  who  can  monitor 
and  who  can  change  things. 
Lucent  also  includes  a  baby  proto¬ 
col  analyzer  in  its  product,  a  nice 
touch. 

We  also  liked  the  systems  that 
gave  us  limited  command-line  man¬ 
agement  capabilities,  including  the 
TimeStep,  Intel,  RadGuard  and 
VPNet  products.  You  wouldn’t  want 
to  build  an  enterprise  VPN  using  a 
command  line,  but  the  ability  to  con¬ 
nect  to  a  VPN  server  using  a  low- 
tech  tenninal  emulator  to  change  a 
single  parameter  or  debug  an  inter¬ 
operability  problem  is  a  nice  plus. 

Network  managers  who  plan  to 
take  a  “set  it  and  forget  it”  stance  to 
managing  their  VPN  services  can 
live  with  weak  management  tools 
such  as  those  from  RedCreek  and 
Intel.  Although  you  can  see  what’s 
going  on  with  these  tools,  it’s  a 
painful  process. 

InfoExpress’  VTCP/Secure  is  even 
less  management-friendly  because 
it’s  the  only  VPN  that  uses  ASCII 
menus  in  an  MS-DOS  window  for 
configuration.  With  InfoExpress,  you 
have  to  run  a  report  to  see  who  is 
logged  on,  and  the  only  way  to  kick 
off  a  misbehaving  user  is  to  restart 
the  entire  VPN  server. 

Astonishingly  enough,  all  of  the 
products  we  tested  worked  more-or- 
less  as  advertised,  with  few  prob¬ 
lems  in  our  basic  latency  and 
throughput  tests.  In  general,  we  saw 
the  most  instability  in  clients  that 
had  been  running  for  a  long  time, 
whether  connected  to  the  VPN  or 
not.  This  is  a  difficult  area  to  test; 
getting  repeatable  problems  in  our 
lab  was  an  arduous  exercise. 

Several  of  the  products  had  trou¬ 
ble  with  very  long-lived  tunnels 
(more  than  24  hours),  although 
everyone  we  talked  to  promised  that 
this  should  work,  would  work  at  the 
next  patch  level  or  would  work  if 
we  changed  our  operating  system, 
security  parameters  or  key  times  in 
some  way.  If  you  plan  to  have  long- 
lived  tunnels,  make  sure  you  test 
them  in  your  environment  with  your 
security  parameters  before  buying. 

We  found  more  stability  problems 
in  the  management  consoles.  For 
example,  the  Indus  River’s  River¬ 
Works  graphical  user  interface  blew 
up  on  several  occasions,  and  the 
VPNet  VPNWare  Web-based  Java  kit 
occasionally  lost  its  hold  on  reality 
and  had  to  be  restarted.  We  also  ran 
into  design  problems  with  some 
products:  InfoExpress’  VTCP/Secure, 
because  of  its  architecture,  doesn’t 
support  all  types  of  IP  protocols, 
which  might  cause  interoperability 
failures  in  some  application  environ¬ 
ments;  and  Lucent’s  Security  Man¬ 
agement  firewall-plus- VPN  strategy 


l\lot  in  our  ranks? 

We  invited  all  VPN  vendors  to  submit  products  for  this  review.  While 
we  did  get  most  of  the  major  vendors  to  respond  and  send  products  to  our 
lab,  some  of  the  big  players  are  indeed  missing  from  our  testing  mix.  Cisco 
declined  because  its  product  is  still  in  final  beta  testing.  Xedia  also 
declined,  citing  a  lack  of  resources.  Compatible  Systems,  Nortel  Networks 
and  Network  Associates  all  declined  to  participate  but  gave  no  specific 
reason  for  their  absence. 


caused  some  connectivity  problems 
with  our  FTP  server. 

So  what  do  I  buy? 

The  products  we  looked  at  vary  so 
widely  that  there  is  no  single  top 
choice.  Your  best  match  depends  on 
the  size  of  your  VPN,  the  way  you 
connect  to  the  Internet  and  more 
complex  questions  such  as  whether 
you  want  to  use  Windows  network¬ 
ing  remotely  and  whether  you’re 
going  to  use  charge-back  accounting. 

RedCreek’s  Ravlin  series  beat  out 
all  contenders  for  simplicity  of  instal¬ 
lation  and  operation.  Nevertheless, 
Ravlin  would  be  a  disaster  if  you 
had  thousands  of  users  to  connect. 

For  midsize  users,  the  Altiga  VPN 
Concentrator  Series  is  a  great  deal. 
Well  priced  and  with  an  easy-to- 
understand  management  interface, 
setting  up  and  mnning  Altiga’s  VPN 
Concentrator  Series  was  never  a  chal¬ 
lenge.  While  Lucent  and  Check  Point 
also  scored  well  in  the  same  areas, 
their  management  interfaces  were  an 
order  of  magnitude  more  complex 
than  Altiga’s,  without  offering  a  cor¬ 
responding  number  of  extra  features. 

For  massive  deployments,  look 
closely  at  Indus  River’s  RiverWorks 
and  TimeStep’s  Permit  Enterprise 
offerings.  These  companies  have 
thought  about  what  it  means  to  dis¬ 
tribute  10,000  or  more  clients.  While 
we  found  deficiencies  in  reporting 
tools  for  both,  their  other  strengths 
make  them  mandatory  evaluation 
candidates.  Similarly,  Lucent,  VPNet 
and  Intel,  which  have  less  experi¬ 
ence  but  strong  architectures,  should 
be  on  the  short  list  of  anyone  doing 
a  massive  rollout. 

However,  don’t  let  our  small/mid¬ 
size/large  categories  stop  you  from 
looking  at  all  of  the  products  that  fit 
your  needs.  We  looked  at  a  bunch  of 
winners,  and  that’s  good  news  for 
any  network  manager. 

Snyder  is  a  senior  partner  at  Opus 
One  in  Tucson,  Ariz.,  specializing  in 
security  and  messaging  technologies. 
He  can  be  reached  at  joel.snyder@ 
opusl.com. 


Synder  is 
also  a  mem¬ 
ber  of  the 
Network 
World  Test 
Alliance,  a 
cooperative 
of  the  premier  reviewers  in 
the  network  industry.  For 
more  Test  Alliance  informa¬ 
tion,  including  what  it  takes 
to  become  a  member,  go  to 
ivww.nwfusion.com/alliance. 
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We’re  how  Fortune  1000  companies  simplify  their  DSL  deployment. 

Picture  yourself  planning,  coordinating,  installing,  and  supporting  a 
nationwide  DSL  solution  with  say,  2,000  remote  workers.  Looks  a  bit 
complex,  doesn't  it?  Good.  Because  now  you're  ready  to  imagine  making 
just  one  call  to  DSLnetworks,  and  experiencing  The  Power  of  One™. 

DSLnetworks  is  a  true  single-source  solution.  We  have  the  largest 
nationwide  DSL  coverage  via  our  innovative,  dedicated  DSL  network. 
After  all,  DSL  is  all  we  do.  We'll  plan  your  ultimate,  high-speed  DSL 
network,  select  and  supervise  the  best  carriers,  manage  installations, 
and  provide  you  with  world-class  service  and  support. 

Find  out  why  companies  such  as  Microsoft,  Lucent  Technologies, 
and  The  Gap  have  chosen  DSLnetworks.  We’d  like  to  show  you  how 
we  can  help  your  enterprise  reach  its  high-speed  connectivity  potential. 
Visit  our  website  at  www.dslnetworks.com  or  call  1 -888-4DSLnet. 
DSLnetworks.  It’s  as  simple  as  that. 
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©  1999  DSLnetworks.  All  trademarks  are 
the  property  of  their  respective  owners. 
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3.  DEPLOY  A 

NATIONWIDE 
DSL  SOLUTION 
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They  waited  five  days  for  the  summer's  big  hype,  but  they 
won't  devote  8  seconds  online  to  buy  the  soundtrack. 


ALL  HOPE  IS  NOT  LOST 


/  While  we  don't  pretend  to  understand 
what  motivates  someone  to  dress  up  like 
a  space  warrior  and  set  up  camp  out  on 
Main  Street,  we  do.know  a  thing  or  two 
about  their  online  expectations.  Which 
is  exactly  why  we  created  our  line  of 
Commerce  Accelerators. 


Our  various  models  were  designed 
specifically  for  e-commerce  sites  and  allow 
your  customers  to  speed  through  their 
entire  transaction,  even  in  secure  mode. 
Our  Commerce  Accelerator  1000,  for 
instance,  can  increase  the  processing  of 
encrypted  messages  by  up  to  50  times*. 


www.wait-forever.com 


To  see  how  much  faster  things  run  with  IPivof  and  get  information  on  how  we  can  speed  up  your  Web  site,  visit  ours 


Management,  Business  Justification 


While  fashioned  as  a  tempo¬ 
rary  IT  staffing  measure,  the 
H-1B  visa  program  may  also 
help  you  bring  in  long-term 
employees. 


BY  DENISE  DUBIE 

When  Martha  Daniel  needed  IT  workers  with 
legacy  systems  skills  in  the  early  ’90s,  she 
had  to  look  outside  of  the  U.S. 

“Most  people  in  the  U.S.  were  busy 
switching  over  to  client/server  at  that 
time,”  says  Daniel,  president  and  CEO  of 
IMRI,  an  IT  consulting  firm  in  Costa  Mesa,  Calif. 

Daniel  became  familiar  with  the  H-1B  visa,  a  tem¬ 
porary  work  visa  available  to  foreigners  who  work 
in  “specialty  occupations”  that  generally  require  a 
bachelor’s  degree  or  higher.  The  terms  of  the  visa 
allow  H-1B  employees  to  work  in  the  U.S.  for  a 
maximum  of  six  years.  After  that,  the  visa  holder 
must  either  leave  the  country  or  obtain  another 
visa,  such  as  a  green  card. 

The  H-1B  visa  program  is  employer-driven,  mean¬ 
ing  the  company  looking  to  hire  a  non-U. S.  citizen 
must  apply  for  the  visa.  The  company  must  estab¬ 
lish  that  the  job  requires  the  services  of  an  edu¬ 
cated  professional;  that  the  candidate’s  skills  and 
education  meet  those  requirements;  and  that  a 
labor  condition  application  (LCA)  has  been  certi¬ 
fied  by  the  Department  of  Labor,  according  to 
Susan  Cohen,  a  partner  of  Mintz  Levin’s  immigra¬ 
tion  law  group  in  Boston. 

The  LCA  must  outline  the  position’s  require¬ 
ments,  the  candidate’s  qualifications  and  the  pay 
rate  the  employee  would  receive  if  hired. The  pay 
scale  for  H-1B  workers  has  to  be  equal  to  or  more 
than  the  standard  rate  in  the  U.S.,  so  rumors  of 
companies  importing  cheap  labor  are  unfounded, 
Cohen  says. 

“A  company  would  not  choose  this  involved 
process  if  it  did  not  desperately  need  the  talent  on 
staff,”  she  says. 

IMRI  used  a  staffing  agency  to  help  recruit  H-1B 


workers,  but  Daniel  doesn’t  recommend  this 
practice. 

“A  lot  of  the  time,  when  the  employee  came 
to  work,  he  did  not  have  the  experience  we 
requested,”  she  says.  “We  then  started  interview¬ 
ing  candidates  directly.” 

Other  difficulties  Daniel  encountered  with  her  H- 
1B  employees  involved  bridging  the  cultural  and 
language  barrier,  both  of  which  were  manageable 
with  some  extra  attention  to  the  workers’  needs. 

On  the  plus  side,  most  of  the  H-1B  workers  she 
encountered  were  extremely  flexible  and  willing  to 
move  anywhere  in  the  country  for  work.  Most 
Americans  aren’t  so  willing  to  relocate,  she  says. 
These  days,  IMRI  no  longer  needs  to  seek  out  for¬ 
eign  workers,  preferring  instead  to  focus  on  train¬ 
ing  the  local  work  force. 

However,  the  H-1B  program  is  critical  to  the  suc¬ 
cess  of  AC  Technologies,  a  Fairfax,  Va.,  software 
development  and  network  engineering  company 
with  seven  H-1B  workers  on  staff. 

“The  Hl-B  gives  us  as  a  small  company  the  ability 
to  get  a  lot  more  talent  in  this  job  market,”  says  David 
Lee,  program  manager  at  the  company. 

Moreover,  the  imported  employees  have  well- 
rounded  IT  skills  that  let  them  pick  up  the  ball  on 
multiple  projects,  Lee  notes.  For  example,  Peterson 
Han,  a  software  engineer  from  Beijing,  China,  assisted 
with  a  large  network  project  with  next  to  no  addi¬ 
tional  training. 

AC  Technologies  is  fortunate  enough  to  have  a 


human  resources  department  that  knows  how  to 
apply  for  and  renew  H-1B  visas,  but  Lee  acknowl¬ 
edges  the  cultural  and  language  barriers  associated 
with  hiring  foreign  workers.  Managers  quickly 
learned  to  document  their  requirements  in  writing 
to  help  staffers  overcome  occasional  verbal  commu¬ 
nications  challenges. 

Aside  from  the  low  turnover  rate  and  expert 
skills  his  H-1B  employees  offer,  Lee  says  he  has 
learned  “an  incredible  amount  about  every  major 
culture  in  the  world  in  the  past  year.’’  Han  adds, 

“It’s  nice  to  get  to  know  different  people  and  all 
their  different  stories.” 

Han  is  working  to  obtain  a  green  card,  a  process 
that  can  take  up  to  three  years.  If  you  want  to  make 
your  short-term  H-1B  workers  long-term  assets  to 
the  company,  Mintz  Levin’s  Cohen  suggests  encour¬ 
aging  employees  to  start  the  paperwork  soon  after 
they  come  on  board. 

Depending  on  your  IT  needs  and  market  demand, 
the  H-1B  visa  can  provide  a  short-term  Band-Aid  to  a 
staffing  crisis.  But  your  firm  should  be  well-versed  in 
the  law  or  hire  someone  who  is  to  avoid  a  possible 
Immigration  and  Naturalization  Service  investiga¬ 
tion,  Cohen  adds. 

Still,  for  the  most  part,  if  you  adhere  to  the 
requirements,  there  is  little  risk  of  legal  conse¬ 
quences. 

“It’s  an  outstanding  asset  to  the  IT  industry  in 
this  country,”  AC  Technologies’  Lee  says.  “It  allows  us 
to  stay  competitive  with  the  world.”  E 


Using  your 
visa  card 


www.nwfusion.com 


IMMIGRATION 

ISSUES 

Get  help:  Paperwork  requirements. 

Chime  in:  Forum  about  foreign  workers. 

Sign  up:  Focus  on  Careers  newsletter. 
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University  of  Maryland 
Office  of  Information  Technology 


EXECUTIVE  DIRECTOR 
etworking  and  Telecommunications  Services 


I  he  Ex< «  at!  .•  Pi:  L  td-  Networking  and  Telecommunications  Services  is  responsi¬ 
ble  for  leadership,  vision,  planning,  and  operations  for  networking  and 
celeeommunii  Tons  for  the  University.  The  Executive  Director  reports  to  the 
Associan  \  .  President  and  Chief  Information  Officer  and  serves  as  a  member  of 

i  ■.  Vi  Nrship  team  for  the  Office  of  Information  Technology.  The  Executive 
I  '  ;  i  ..  r  provides  leadership  for  the  planning,  design,  and  implementation  of  net- 
v.nki.-g  and  telecommunications  services,  including  participation  in  regional  and 
narional  networks  that  position  the  University  as  a  world  class  leader. 

i  he  successful  applicant  will  have  seven  years  of  progressively  responsible  experience 
in  the  leadership  and  administration  of  major  technology/service  units  within  a 
l  diversity  environment,  a  thorough  knowledge  of  planning,  operation,  and  man¬ 
agement  within  a  public  sector  organization,  experience  in  customer  service  and  the 
management  of  self-support  and  revenue  generation  budgets,  and  strong  interper¬ 
sonal  skills.  The  successful  applicant  will  also  have  demonstrated  successful 
experience  in  leading  and  managing  networking  and  telecommunications  units; 
managerial  skill  in  planning,  organizing,  evaluating,  and  delegating;  a  vision  for  the 
oversight  of  major  technology/service  units;  demonstrated  successful  experience  in 
managing  unit  and  departmental  budgets;  ability  to  communicate  effectively  with  all 
levels  of  staff;  ability  to  lead,  manage,  and  motivate  workforce  as  well  as  to  develop 
staff  capabilities;  technical  competency  in  the  areas  of  networking  and  telecommuni¬ 
cations  technology;  ability  to  work  collaboratively  with  faculty,  researchers,  technical 
staff,  and  administrators  as  well  as  constituents  outside  of  the  University;  ability  to 
represent  the  University  at  local,  state,  regional,  and  national  forums. 

A  Bachelors  Degree  is  required  for  this  position,  and  a  Master’s  Degree  is  preferred. 
Preferred  areas  of  concentration  include  engineering,  administration,  and  technol¬ 
ogy  management.  Salary  for  this  position  is  commensurate  with  experience. 
Screening  of  applicants  will  begin  by  January  7,  2000  and  will  continue  until  the 
position  is  filled.  Submit  resume  and  three  professional  references  to: 


Over  1  Million  Readers. 
Viewers,  Attendees 


Online 

Advertising  Options 


Highly  Specialized 
fekv  Career  Fairs 


79 - O 700  X6304 
ReCfSfejieht  Advertising 


Dec  20  -  Ad  Close:  Dec  8 
The  secrets  of  the 
tariff  game. 

Dec  27/Jan  3  -  Ad  Close:  Dec  15 
Signature  Series: 


Jan  10  -Ad  Close:  Dec 29 
Survey:  Network  Budgets 

Jan  17  -Ad  Close:  Jan  5 
Special  Section: 
Application  Service  Providers 


Angela  A.  Walker,  EDNTS  Search 
University  of  Maryland 
Office  of  Information  Technology 
Computer  &  Space  Sciences  Bldg. 

College  Park,  MD  20742-2411 

Resumes  may  also  be  mailed  to:  oit-resume@umail.umd.edu 


ffc  UNIVERSITY  OF 

i*'  MARYLAND 


Power  Issue 

Talk  To  Network  World 


Programmer  Analyst,  Analyze  and 
complete  complex  programming  from 
EDP  and  business  user  requirements; 
design,  test,  implement,  troubleshoot 
and  document  per  client  objectives. 
Fine-tune  and  optimize  network  data¬ 
base  application  software;  provide  on¬ 
site  customer  support  and  mainte¬ 
nance.  Must  use  Oracle  7  database, 
PL/SQL  2.0,  Forms  4.5,  Reports  2.5, 
SQL* Forms  3.0,  SQL’Reportwriter 
1.1  running  under  UNIX,  LAN  and 
MS-Windows  operating  systems. 
Multiple  openings  available.  40 
hrs/wk.,  9:00  a. m. -5:00  p.m. 
$80,000/yr.  B.Sc.  in  comp,  science  or 
engin.  or  equiv.  +  2  yrs.  exp.  in  job 
offered  or  as  systems  analyst  or  soft¬ 
ware  engineer.  M.S.  +  1  yr.  exp. 
accepted  in  lieu  of  B.Sc.  +  2  yrs.  exp. 
Apply  to:  Sharper  Logics,  Inc.,  Ref. 
NWA5,  615  Beaver  Ruin  Rd.,  Ste.  A, 
Lilburn,  GA  30047. 


Systems  Analyst  sought 
by  Medical  Clinic  in 
Chicago.  To  analyze  and 
study  medical  data  pro¬ 
cessing  problems,  and 
design  &  develop  new 
systems  to  improve  pro¬ 
duction  by  upgrading 
s/  ware  and  h /  ware.  Must 
have  Bach  in  Comp 
Science. 

i 

Respond  to:  Director, 
Howard  &:  Greenview 
Medical  Clinic,  1506 
W.  Howard,  Chicago,  II. 
60626 


lelWOrkWOrld  Networking  Careers 


We've  Got 


You've  Got 


►Over  1  million  readers,  viewers, 
and  attendees 

►The  latest  breaking  enterprise 
networking  news 

►A  focus  on  management  strategies 

►Cost  effective  advertising  strategies 

►Online  recruitment  advertising  opportunities 

►Career  fair  programs  in  conjunction  with 
technical  trade  shows 


►  Information  technology  employment 
opportunities 

►The  need  to  reach  our  niche  audience 

►A  print  strategy  with  trade  publications 

►An  online  recruitment  advertising  focus 

►A  marketing  opportunity  with  an 
employment  focus 

►The  opportunity  to  put  your  message  in 
front  of  your  next  candidate 


To  Get  More  on  What  We've  Got 

Talk  to  Network  World  1-508-879-0700  x6304 
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Network  Managers:  Take  Control! 


Today,  power  management  means  high  availability.  For  network  operations,  remotely 
rebooting  locked  equipment  to  bring  each  device  back  on-line  quickly  boosts  productivity. 
APC  MasterSwitch  saves  corporations  many  unwanted  field  service  calls  and  costly 
downtime  expenses  due  to  remote  equipment  locking  up.  Make  APC  your  choice  for  high 
availability  solutions. 


MasterSwitch  benefits  include: 


•  New  intuitive  web  interface 

•  Multiple-user  accounts 

•  MD-5  Authentification 

•  Graceful  load  shedding 

•  Individual  outlet  control 

•  Support  for  all  your  redundant 


Web  interface  simplifies 
configuration  and  remote 
management  capabilities. 


I 


1L  ■  SJ 


power  equipment 

Provides  graceful 
server  shutdown 
with  APC 
PowerChute®  plus 
software  and  APC  UPSs. 

(Smart-UPS*.  Matrix-UPS ®  and  Symmetra ”  models  only) 


TjasT 


APC  MasterSwitch"'  plus  recently 
won  Internet  Telephony's  Product 
of  the  Year  award 


Visit  APC's  Web  site  today  to  receive  your  FREE 
APC  Network  Enhancement  Solutions  Kit  and  test 
drive  MasterSwitch  on-line  before  buying! 


http://promo.apcc.com 

CALL:  (888)  289-APCC  x7824  •  FAX:  (401)  788-2797 


KEY  CODE 

p  7  5  8  z 


Legendary  Reliability  " 
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Observer  identifies  network  trouble  spots,  and  costs  thousands  less  than 
expensive  hardware-based  analyzers.  If  you  have  network  slowdowns  would  you 
know  if  they  are  being  caused  by  packet  errors,  broadcast  storms  or  overloaded 
utilization?  Find  out  with  Observer  or  Distributed  Observer. 


> Full  packet  capture  and  decode  for  over 
300  protocols,  including  TCP/IP  (v4  and 
v6),  NetBIOS/NetBUEl,  IPX/SPX, 
Appletalk,  SNA,  and  DECnet. 


Observer’s  Extensions  add  to  the  functionality  of  Observer  and  Distributed 
Observer  by  providing  SNMP  object  tracking,  WEB  browser  based  reporting, 
RMON1/2  Probe  monitoring  and  Expert  mode  post-capture  analysis  -  all  within 
the  Observer  interface.  Network  Instruments’  Probes  are  also  available  as 
R MON  1/2  Probes  for  $295/each. 


>  Switched  mode  sees  all  ports  on  a 
switch  gathering  statistics  from  the  entire 
switch  or  packet  capture  from  any  port  or 
ports.  Finally  a  protocol  analyzer  that 
can  be  used  in  switched 
environments! 


LAIM/WAIM 


> Long-term  network  trending  collects 
statistical  baseline  data  for  days,  weeks, 
months  or  years  for  review  and 
reporting. 


AMD 


» Distributed  version  available  for  $1290 
(includes  1  local  and  1  remote  Probe). 
Additional  Probes  are  $295  per  local  or 
remote  segment  or  switch. 


•Network  Instruments’  optimized 
ErrorTrack™  NDIS  drivers  display  true 
errors-by-station.  Includes  collision 
expert  to  identify  problem  stations. 


Track  router  utilization/traffic  in  real  time 


Ethernet  (10/100/1000), 
Token  Ring,  FDD I 


See  what  you  have  been  missing!  Call  800-526-7919  for  a  FREE  DEMO  or  download  from  our  web  site. 


©  1999  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe  +44  (0)  1322  303045  FAX  +44  (0)  1322  303056 
info@networkinstruments.com  www.networkinstruments.com  Observer,  Network  Instruments  and  the  “N"  logo  are  registered  trademarks  of  Network  Instruments.  LLC  Minneapolis,  MM  USA 
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ANAGE  1,000  SERVERS 

from  4  or  more  KVM  stations 


Rose  has  done  it  again!  The  UltraMatrix  is  a  keyboard-video-mouse  (KVM)  switch  that  has  all 
the  features,  is  the  simplest  to  use,  and  costs  the  least. 


STATION  1 

STATION  2 

STATION  3 

STATION  4 

EXPANSION  CABLES  CONNECT  ULTRAMATRIX 
FROM  1  TO  1.000  COMPUTERS! 


Simultaneous  access  from  4  or  more  KVM  stations 
Supports  multiple  platforms:  PC,  Sun,  Unix,  others 
Full  keyboard  and  mouse  emulation  for  automatic 
booting 

Expands  easily  with  plug-in  cards 
Sleek  on-screen  display  simplifies  user  interface 
Innovative  cabling  system  makes  installation 
clean  and  easy 

Uses  less  rack  space  than  other  switches 
Security,  access  groups,  user  profiles,  status 
screen,  flash  memory,  and  more 


Rose  has  been  providing  innovative  solutions  since  1984.  We 
have  a  complete  line  of  KVM  switches  for  server  rooms, 
classrooms,  desktops,  and  other  uses.  Ask  us  about  our 
KVM  extenders  using  coax  or  twisted  pair.  We  also 
have  an  extensive  line  of  serial  and  parallel  data 
switches.  Call  us  today  to  discuss  your  application. 


GROW  WITH 
ROSE  PRODUCTS 


Aerospace/Military 


Computer  Room 


Plant  Control 


Trading  Room 


Control  Consoles  Class  Room/Corporate 


Call  800-333-9343  for  your  catalog 

'iVROSE 

iTS  ELECTRONICS 


USA  Office:  10707  Stancliff  Road  Houston,  Texas  77099  Phone  281 -933-7673  Fax  281 -933-0044 
UK  Office:  Phone  +44  (O)  1264  850574  Fax  +44  (O)  1264  850529 


WWW.ROSEL.COM 


The  problem  is,  ®  E21X2G 
your  timing's  off. 

Bad  timing  can  throw  a  wrench  into  the  workings  of  any  company. 

In  today's  global  e-business  marketplace,  time  is  money. 
Accurate,  synchronized  time  for  all  your  network  components 
is  essential  for  integrity  and  security.  The  answer?  TymServe, 
the  proven,  system  independent  solution  for  accurate  global 
time  synchronization.  Without  it,  you're  simply  out  of  time. 


Intelligent 

Computer 

Solutions 


www.ics-iq.com 
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reach? 


Put  your  servers  at  your  fingertips  with 
Key- View  II:  the  fast,  reliable  hardware 
solution  for  remote  access.  Control  your 
server  room  or  branch  servers,  even  when 
the  network  is  down.  Cybex  gives  you  the 
power  that  software  can’t  -  access  and 
control  of  your  servers,  even  if  they  are 


completely  locked  up.  With  Key-View  II 
server  control  is  always  within  reach. 


Computer  products  corporation 


Cybex,  the  Cybex  Logo,  and  Key-View  are  trademarks  or  registered  trademarks  of  Cybex  Computer  Products  Corporation 


nV  4n  firi  N_'f  wit  *c'  hji 

(9  •*!•¥?••• 

.«« 

••••»••••• 


U SAriL®J*A 


Clear  Display  11 
at  1900x1200^| 


ST-2X8 


compatible 


Extenir«i 

Your  Reach 


1-800-436-3284  /  www.dataprobe.com 


2  USERS  CONTROL  8  PC, 
SUN  &  MAC  COMPUTERS 


Available  in  sizes  up  to  8  users 
and  32  computers. 

Users  have  independent  or  shared 
control  of  up  to  512  computers  with 
optional  multiplexor. 

Plug-in  modules  can  be  added  or 
changed  in  the  field  . 

Supports  laptop  computers  and 
Intellimouse. 

Smooth  and  responsive  mouse 
movement. 

All  keystrokes  are  translated  across 
platforms  -  including  Sun  and 
Mac  “Power”  keys. 


Kiosks  ! 


Anything ! 


Member 


Mac  and  the  Mac  logo  are  trademarks  of  Apple 
Computer,  Inc.,  registered  in  the  U.S.  and  other  countries. 


NETWORK  TECHNOLOGIES  INC 
1275  Danner  Dr  •  Aurora,  OH  44202 
330-562-7070  •  800-742-8324  •  FAX:  330-562-1999 
E-Mail:  sales@ntil .  com  •  www.ntil .  com 


{FlexSwitch  600XC  2Gx> 


★  Functions  as  a  switch,  repeater,  bridge 
&  fiber  converter 


★ 

★ 

★ 

★ 

★ 


Extends  distances  up  to  50  km 
Full  wire-speed;  flow  control 
Compact  design 
Plug  and  play 
Lifetime  warranty 


is  here 


■  ■  ■ 


for  free 

Omnitron  Systems 

product  information! 

Technology,  Inc. 

(800)675-8410 

Excellence  in  Local  Area  Networking 

(949)250-6510 

Control  up  to  4  PC; 
with  just  one  pair 
of  hands. 


9  Raritan  SwitchMan®:  Starts  at  $169 

Take  control  of  your  desktop  with  Raritan  SwitchMan.  Use  one 
keyboard,  monitor,  and  mouse  to  run  up  to  four  PCs.  No  more 
cluttered  desktops.  No  more  swapping  keyboards.  No  more 
unnecessary  peripherals.  Get  professional  technology  at  a 
desktop  price!  30-day  money-back  guarantee. 

•  *169  MSRP  (2-channel) 

Order  today: 
www.raritanonline.com 
1-800-724-8090,  XI 5 


Reliability  runs  in  the  family. 
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I WO  r 


v  et  tv  o  t'K  tin  y 


I  be  //; it  b  of  the  Net  wimk:  !h 
'k  Buy  *  The  Hub  of  1  be  Xp 


Expert-led  training  solutions  for 
Office  2000  applications, 
Microsoft  Certification, 

Novell,  Cisco,  &  Lotus. 


LeamKty 


Learn  From 
The  Experts 


FOR  COMPUTER  USERS  &  IT  PROFESSIONALS 


Microsoft 


SELF-CONFIDENT 


SELF-RELIANT 


SELF-PACED 


Successful  Solutions 


.learnkey. 

Booth  #6766 


Source  Code  #109 


•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 
•Transparent  Network  Access 

•  Easy  to  Configure  &  Operate 

•  Remote  Web  Based  Management 

•  Cost  Effective 

•  Time  Based  Access  Control 

•  URL  &  Content  Filitering 

•  Email,  Pager  &  SNMP  Trap  Alerts 

•  Email  Proxy 

•  ISDN,  xDSL  &  Cable  Modem  Support 

•  Win95/NT  Management  Client 


$  995.00 

1 -800-775-4GTA 

Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel:  +1  -407-380-0220  Fax:  +1-407-380-6080 


Bo#, 

The  Simple,  Powerful  &  Affordable 


APC  ensures  network  uptime, 
anywhere  and  everywhere 


APC  delivers  enterprise-wide  network  up-time. 
Your  full  spectrum  of  network  and  power  pro¬ 
tection  products  are  easily  integrated  in  the 
innovative  APC  NetShelter"®. 

APC  NetShelter  simplifies  network  protec¬ 
tion  and  security  by  providing  a  premium, 
freestanding  network  enclosure.  It  arrives 
ready  to  install  and  costs  up  to  20%  less 
than  other  premium  enclosures. 

APC  NetShelter  saves  floor  space,  organiz¬ 
es  equipment,  eliminates  cabling  "rat's 
nests"  and  physically  protects  your  invest¬ 
ment.  NetShelter  provides  42U  (73.5")  or 


22U  (38.5")  of  vertical  space  for  industry- 
standard  19"  rackmount  equipment,  yet 
easily  fits  through  a  standard  7'  door. 

APC  NetShelter  accommodates  nearly  all 
rackmountable  equipment  lines,  including 
HP,  IBM,  Dell,  Cisco  and  3Com.  Custom 
mounting  kits  allow  easy  installation  of 
many  rack-mount  servers,  disk  storage 
or  accessories. 

Free  NetShelter  Configurator 
Software  on  CD  or  download¬ 
able  via  our  website  at 
www.apcc.com 


NetShelter® 


APCs  NetShelter  simplifies 
network  protection  and  security 
by  providing  a  premium, 
freestanding  network  enclosure. 


APCs  Smart-UPS  series  is  perfect 
for  fileservers,  minicomputers, 
internetworking  equipment 
telecommunications  systems  and 
other  mission-critical  applications. 


APCs  remote  power  control 
device  that  provides  individual 
outlet  reboot  capabilities  for 
locked-up  equipment 


PowerStack  from  APC  provides 
power  protection  and  battery 
back-up  for  stackable  data  com¬ 
munications  hubs,  switches  and 
small  routers. 


Legendary  Reliability' 


FREE  Internetworking  Kit. 

Learn  how  APC  can  make  your  network  more  manageahie. 

To  order  Visit  http://promo.apcc.com  Key  Code  p757z  •  CaB  888-289-APCC  x7713  •  Fas  401-788-279 

©1999  American  Power  Conversion.  All  Trademarks  are  the  property  of  their  owners.  NS4A9EP-US 
PowerFax:  (800)  347-FAXX  •  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Rd..  West  Kingston.  Rl  02892  USA 
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your  Network  Equipment  via  Telnet,  Dial-Up  and  Local  Console 


Network  equipment  sometimes  "locks-up"  requiring  a 
service  call  just  to  flip  the  power  switch  to  perform  a 
simple  reboot.  The  NPS  Network  Power  Switch  gives 
network  adminrstrators  the  ability  to  perform  this 
function  from  anywhere  on  the  LAN/ WAN,  or  if  the 
network  is  down,  to  simply  dial-in  from  a  standard 
external  modem  for  out-of-band  power  control. 

✓  TCP/IP  Security 

✓  Individual  Plug  Passwords 

✓  Dual  15  Amp  Power  Inputs 

✓  Eight  (8)  Individual  Outlets 

✓  Modem  and  Console  Ports 

✓  Co-Location  Features 

✓  115-VAC  and  230-VAC  Models 

✓  Modem  and  Telnet  Auto  Reset 


Individually 
Programmable 
Outlet  Plugs  (8) 


lOBase-T  Ethernet 
Interface 


1 9”  Rack  Brackets 
Allow  Front,  Back,  or 
Center  Mounting 


Dual  15  Amp 
Power  Circuits 


m\k. 


Modem  Port  for 
Out-of-Band 
Management 


□  western 
D  telematic  inc. 


Local  RS232 
Console  Port 


(800)  854-7226  •  www.wti.com 


5  Sterling  •  Irvine  •  California  92618-2517  •  (949)  586-9950  •  Fax:  (949)  583-9514 


It’s  an  Open  and  Shut  Case... 


ADVANTAGE  2000 


:vw'ww.  cj  reatcab  i  n  ets  _co  rrs 


814.734.7303  ♦  Fax:  814.734.3907*  Email:  glcc@greatcabinets.com 


At  Home, 

How  You  Surf  is 
Your  Business.... 


AT  WORK,  rrs  OURS 


Little  Brother  Displays: 

Who  uses  the  Internet 
What  kind  of  bandwidth  they  are  using 
Where  your  users  are  going 
When  your  users  visited  sites 
How  much  bandwidth  they  used 


inl 

[  BR£ 

546  Valley  Way,  Milpitas,  CA  95035 
Ph:  1.800.200.9881  Fax:  408.263.9883 
sales@littlebrother.com 


] 
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MANUFACTURER  DIRECT  PRICING 


•The  NS80, 42U 19"  Rack  Mount  Enclosure  for  $995.00. 

•  Ne^Station  orders  ship  within  24  hours  of  receipt  of  order 


eeds 


-X 

'J  \  1 


r  -if  7  ? 

grag  S 


■Manufacturer 
direct  pricing 


COMPUTER  GRADE  VENTILATION 


♦  Vented  front  door  and  fully  vented  rear  and  top  panel  ensure  front  to 
back  airflow  necessary  to  cool  servers  and  enclosed  equipment. 

•  Multiple  fan  options  available  for  maximum  cooling  efficiency  for 
closely  packed  equipment. 


Multiple 
Fan  Options 


7-*,-  •  • 


MULTI-VENDOR  COMPATIBILITY 


•  30.94  maximum  front  to  rear  rail  spacing  accommodates  all  major 
sever  manufacturers  including  E253  PowerEdge'f  EZZ£Zi2[3l 
ProLiant®  NetServersv  and  IBM.  Netfinity 


CABLE  MANAGEMENT 

•  Tool-less  cable  guides  ensure  easy  installation  and  organization  of 
cables  and  wiring. 

•  Cable  entry/ext  from  the  top  and  bottom  of  enclosure  provide 
superior  functionality. 


Mufti-Vender 
Compatibility 


Cable 

Management 


SHELVING  &  ACCESSORIES 


•  Net/Station  offers  numerous  shelving  and  storage  options  to  customize 
your  network. 

•  Options  include  sliding  shelves,  fixed  shelves,  and  a  90Y  degree 
rotating  keyboard  tray. 


Stands  &  Shelves 

* 


NS80P 

$1,095.00 


NS80 

$995.00 


NS 40 
$795.00 


NS30 

$695.00 


Co-Location 

Segmented  bays  on  the 
NS80P  Co-Lo  makes  this  the 
ideal  enclosure  for  Co-location  or 
ISP  applications. 

**  $1,595.00 


Call  1 -800-423-991 1  or  visit  us  online  at  www.net-stations.c 


» 
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< 
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How  old  is  the  UPS  protecting  your 
new  PC  or  server?  Upgrade  now! 


APC’s  Reliability  Upgrade 
Program  affordably  ensures 
the  best  protection  available 

An  old  UPS  (4  years  under 
normal  use)  increases  the 
risk  to  your  new  PC  or  server. 
Your  equipment  deserves 
the  best  power  protection. 

Now  is  your  chance  to  get  a 
great  discount  on  the  newer, 
more  advanced  APC  UPS 
products  with  APC's 
Reliability  Upgrade  Program. 

The  APC  Trade-UPS™  pro¬ 
gram  is  a  cost-effective  way 
to  upgrade  existing  units, 
thus  ensuring  their  reliability. 
Trade  in  any  UPS  (regardless 
of  manufacturer)  for  the  latest 
APC  UPS  technology.  Order 
new  units  today,  and  upon 
receipt,  APC  will  pay  to  have 
your  old  units  (up  to  150  lbs.) 
picked  up  and  returned  to  us 
for  proper  ecological  disposal. 

If  old  UPS  batteries  are  an 
issue,  APC's  Replacement 


Battery  Program  can  help 
replace  your  old  batteries 
with  new.  Each  replacement 
battery  is  user-replaceable 
and  hot-swappable.  With 


each  purchase  of  a  replace¬ 
ment  battery,  you  get  free 
freight  back  to  APC  for  dis¬ 
posal  of  your  old  batteries.* 

'Available  in  the  US  only. 


Contact  us  today!  Visit  APC's  Web  site  at 

http://promo.  apcc.  com 

and  enter  keycode  p756z  or  call  888-289-APCC  x7813 
to  find  out  about  APC's  Reliability  Upgrade  Program,  to  protect 
your  hardware  with  a  new  APC  unit  or  battery.  Or  contact  APC 
to  receive  your  FREE  68-page  Guide  to  Power  Protection. 


Legendary  Reliability" 


©1999  APC  All  Trademarks  are  the  property  of  their  owners  APC4A9CP-USb  •  E-mail  apcmfo@apcc.com  •  132  Fairgrounds  Road.  West  Kingston,  Rl  02892  USA 


Complete,  industry  standard,  software-based 
RMON2  and  RMON1  Probe  for  Windows 


Ejj^JetworMnstrument^RMOf^Probe 
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PCI  Fast  Ethernet  PEC  21 1 43  i 


•  Low  cost,  complete  RMON  monitoring  for  remote  sites  or  segments. 

•  Software-only,  non-dedicated  data  collection. 

•  Pure,  full  RMON  1  and  2  support.  Complete  implementation  of  both 
RMON  1  and  2  for  Ethernet  (10/100)  and  Token  Ring  (4/16).  Full 
adherence  to  RFCs  1513,  1757,  2021  and  2074. 

•  Runs  as  a  service  on  Windows  NT  or  Windows  2000. 

•  Works  with  ANY  RMON  management  console  or  collection  facility 
(Observer  Open  View  .  Concord ",  NetScout  ",  etc.). 

•  Compatible  with  Network  Instruments'  optimized  ErrorTrack™  NDIS 
drivers  display  true  errors-by -station. 

•  Multiple  concurrent  network  interface  monitoring  (up  to  10). 

•  Multiple  management  console  access. 

Why  PAY  THOUSANDS  MORE  FOR  THE  SAME  DATA? 

Call  800-526-7919  for  information,  or  see  our  web  site  at: 


(IvlCf  i 


onions 


3om 


1999  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545 
UK  awf  Europe  +44  (0)  1.322  303045  FAX  +44  (0)  1322  303056  info@networkinstruments  com  wwwnetworkmstruments.com 
vv  NeRvork  Instruments  and  the  “N*  logo  are  registered  trademarks  of  Network  Instruments.  LLC  Minneapolis.  MN  USA 


SNMPc  Enterprise 
Manager 

Distributed  management 
for  Windows  NT.  Supports 
remote  consoles  and 
polling  agents,  Web  Trend 
Reporting  and  more. 

SNMPc  WorkGroup 
Manager 

Affordable  management 
for  small  networks. 

With  an  installed  base 
of  over  60,000  copies, 
this  popular  tool  is  resold 
by  major  OEMs,  including 
Cisco  and  ACC. 


Network 

Management 

for  Microsoft  Windows 


.ted^S 
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Download  a  Free  Evaluation 

www.castlerock.com 


CastJe  Rack 

Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


How  Do  You  ReBoot 


Cisco 


Cisco 


StRVIR 


Remote  Equipment? 


With  Sentry! 

Now  with  Sentry,  you  can  reBoot  any  locked-up 
internetwork! ng  device  throush  a  standard  dial-up 
modem,  over  an  ethernet  network  via  TCP/IP  usins 
Telnet,  through  a  JAVA  interface  or  with  SNMP 
support.  The  Sentry  family  of  products  provides 
an  easy  practical,  and  secure  solution  for  power 
management  of  remote  internetworking  equip¬ 
ment.  Select  the  Sentry  model  best  for  you. 


Sentry -48  VDC 

•2  u  rack 

•  100  Amp  power 
input  feeds 

•Supports  2(JAmp 
and  35  Amp 
internetworking 
devices 

Reboot  control 

Group  name 
functions 

NEBs  compliant 


Sentry 


Commander 
110  VAC  and 


230  VAC 


•  1  u  rack 

•  Windows  NT 
Shutdown  support 

•  Console  port  access 

•  Multi  password 
levels 


Group  name 


functions 


Link  up  to  26  units 


Reboot  control 


Benefits 

•  Reduces  field 
service  visits  to 
POP  sites 

•  Faster  problem/ID  solution 
response  time 

•  Improved  network  availability 

•  Improved  network  service  levels 

•  Improved  facility  security 


See  our  complete  product  line  at: 

Web:  www.servertech.com 
Phone:  1-800-835-1515  or  1-408-745-0300 
Fax:1-408-745-0392 


Another  great  product  from 

Server  Technology  Inc. 


©  1999  Server  Technology  Inc.  Sentry  is  a  trademark  of  Server  Technology  Inc. 
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ERE  email  newsletters  from  the  most  trusted  name  in  networking.  ] 

Sign  up  Today  for  Network  World’s  free,  email  newsletters  developed  exclusively  for  busy  network  IS  professionals. 

These  newsletters  are  emailed  twice-weekly  and  will  alert  you  to  key  developments  affecting  the  networking  community. 

Take  your  pick  of  technology  in  areas  such  as: 


Frame  Relay,  Internet  Services,  Web  Applications, 
Network/ Systems  Management,  High-Speed  LANs,  Windows  NT, 
Messaging,  E-Commerce  for  the  Enterprise,  Directory  Services, 
VPNs,  Security,  Career  Advisor,  Voices  of  Networking,  Tech  Update 

Plus  -  NetFlash  Daily  -  a  daily  digest  of  late  breaking  networking  news! 
Exceptional  content  from  the  industry’s  best  columnists,  combined  with 
comprehensive  and  useful  links  to  resources  across  the  web,  make 
Network  World  newsletters  an  invaluable  tool  in  the  workplace! 

Subscribe  online  at  www.nwfusion.com/subscribe 


www.nwfusion.com/sufascrifae 


Direct  Response  Advertising 

Sales  Territory  Map 


Western  United  States 

Kate  Zinn,  Sr.  Account  Manager,  Tel:  800.622.1108  ext.  6505 


Central  United  States  and  Canada 

Karima  Zannotti,  Account  Manager,  Tel:  800.622.1108  ext.  6469 


Eastern  United  States 

Richard  Black,  Director,  Tel:  800.622.1108  ext.  6596 


Inch  Marketplace  -  entire  country 

Enku  Gubaie,  Account  Manager,  Tel:  800.622.1108  ext.  6465 


I  For  More  Information 

About  Marketplace 

1-800-622-1 108 


Systems, 


s/Memory 


EQUIPMENT 


Also  Available:  Wellfleet,  Bay,  Fore, 
Xylogics,  Livingston.  &  Ascend 

In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 


COMSTAR,  INC. 

The  HI  Network  Remarketer 

612*835*5502 

Fax  612*835*1927  E-Mall:sales®comstarinc.com 


nsgdataxoim 

N  t  T  W  (H?  H  SERVICES  GROUP 

specialists  in 
Year  2000 
telex  and  X.25 
solutions  worldwide 

1.800.270.2669  301.662.5901 

www.nsgdata.com 


REFURBISHED  NETWORKING  EQUIPMENT 


The  First  Name  in  Second  Source 
Networking  Equipment 

BUY,  SELL, 
LEASE/RENT,  TRADE 


Routers,  Hubs,  Switches,  Comm.  Servers 


BAY  NETWORKS,  3COM, 
ASCEND,  LIVINGSTON,  XYPLEX 

'All  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1 -800-832-6539 

FAX: 61 2-944-3534 
VOICE:  612-944-3440 
Email:  sales@interlinkcom.com 
http://www.interlinkcom.com 

COMMUNICATIONS 
7667  Cahill  Rd,  Sum  400,  Minneapous,  MN  55439 


USED  NETWORK 


Routers  •  Switches  •  T1/T3  DSU/CSU  ♦  Access  Servers  ♦  Cables  *  Memory 


i  -i 


1 


)  in 


/ 


Ascend  ♦  Livingston  ♦  Adtran  ♦  Kentrox 

Buy  /  Sell  /  Lease  ♦  Overnight  Delivery  *  Fully  Guaranteed 

■rf  f  .)  1  h  k)  1*1  I  i  j  / 


Fax  805-964-9405 


www.networkhardware.com 


3*£5  C?"s  Reai  A  Santa  3--ba~  *  CA  331'" 


Buy,  Sell  or  Announce 


Network  Products  and  Services  with 
Network  World's  Marketplace 
Call  800-622-1108  ext.  6507 
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i  Cable  University 

'  (800)  537-8254 
ww.CableU.net 

j  FREE  online  training  in  network 
cabling  installation  &  maintenance  I 


I  NCR  Customer  Education  | 

:  (800)  845-2273 
i  www.ncr.com/trainus 
I  Cisco,  MCSE,  NT  &  Networking, 

|  Training 


PMG 


NetAnalyst 

(800)  645-8486 
■  ww.pmg.com 


Network  Analysis  &  Tool  Training 


i  CrossTecS  NetOp  School 

(800)  675-0729 
j  www.CrossTec.Net 
!  Six  essential  tools  for  the  networked 

;  classroom.  Download  a  Free  Eval  p||  Certified  NetAnalyst  Testing 

Cyber  Pass  Inc. 

(613)  237-4991 

I  ww.certify.com 
A+,  CNE,  MCSE  exam 
simulation  software-FREE  to  try! 


9  Specialized  Solutions,  Inc 

(800)  942-1660 
ww.specializedsolutions.com 
MCSE,  A+,  Network-*-,  MS  Office,  CDIAj 
Unix,  Linux,  Cisco  FREE  Demo  Avail 


ForeFront  Direct 

(800)  475-5831 
[  ww.ffg.com 

!  Computer  based  training  for 
I  the  I.T.  industry 


TCIC 


(800)  322-2202 
U  ww.tcic.com 

Telecommunications  +  Data  Comm.,  | 
On-Site  +  CD’s  also  available. 


LearnIT  Corporation 

(800)  352-4806 
I  ww.Leamitcorp.com 
!  MCSE  &  End  User  State-of-the-Art 
j  Simulation  Technology 

— BBS 


LearnKey,  Inc. 

(800)  865-0165 
|  ww.leamkey.com 
Self-Paced  Training  for  Computer 
I  Users  &  IT  Professionals 


Transcender  Corporation 

(615)  726-8779 
ww.transcender.com 
I  MCSE,  MCSD,  MCP  Exam 
|  Simulations 

j  Wave  Technologies 

(800)  711-0286 
H  ww.wavetech.com 
j  MCSE,  Cisco,  MCSD,  A+,  Network-*-, 
R  CNE.Bootcamps,  Online,  Selfstudy 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


VISA 


Save  big  on  new/ usecf; 

►  Routers  ►Switches  ►XDSL  ►ATM 

►  ISDN  ►  Fast/GIGABIT/ENET  ►T1/T3  DSU 

►  Frame  Relay  buy/ SELL/ RENT 


NETrAST 


PARTNER 

PREMIER  CERTIFIED 


CISCO  ».  Ascend 
>.  Lucent 

wmw.  digitalwarehouse.  com 

►  PiGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Source^ 


communications  Inc.,  56-29  56th  Drive,  Maspeth,  NY  1 1378  USA 


Livingston  US  Robotics 

Ascend  ©AY  Micom 

•i?  Specialist  in  all  ^ 
Cisco  products 


W 

O 


including  Memory 


O 

* 

(A 


LAN/WAN  Products  _ 

^  „  .0 

New,  Used,  Lease,  .■* 
V.  Rent 


3Com  '»V  “ni  ^  Codex 
Adtran  ^  ‘NO***"  Xylogics 
Motorola  Wellfleet 

We  carry  all  Manufacturers 


Millennium  Solutions  Group,  Inc. 


•Routers,  Bridges 
•DSU/CSU’s 
•Switches,  ATM 


•Frame  Relay 
•Hubs,  Modems 
•Voice  over  Data 


I  NETWORKING 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  630-2000 
Visit  our  Web  Site  at: 
http://www.millenniumsolutions.net 


www.  bizin  t.  com 

NY  Office/USA  Sales:  Main  Office/lnt’l  Sales 

Tel:  (315)  458-9606  f  DI7I  Tel:  (978)  667-4926 
Fax:  (3 15)  458-9493  Fax:(978)  663-0607 


BAYNETWORKS 

NORTEL 


ASCENP/LUCENT 


IBM 


CISCO 


CABLETRON 


3COM 


XYLAN 


New  &  Used  Buy  •  Sell  •  Trade 


Do  you  offer  Training  or  Educational  Services? 


If  so,  call  Enku  today  to  find  out  how  to  place 
your  listing  in  our  Training  Directory. 

Call  800-622-1108  ext.  6465 


800-783-8979  gm 

Fax  91 6-781  -6962  fS  ■  Jg 

We  Carry  ALL  Manufacturers 


'  Specializing  In: 
3-Com 
Nortel 

Bay  Networks 
Cabletron 

CISCO 

Ascend 

Fibermux 

Livingston 

Micom 

Motorola 

Synoptics 

Data/Voice 

Network 

Solutions 


LAN/WAN 
BUY/SELL 
NEW/USED 
RENT/LEASE 
Fully  Warranted 

Switches 

Hubs 

Bridges 

Routers 

Multiplexers 

T-1  Equipt 

DSU/CSU 

Modems 

Alternative 

Data 

Communication 
Sources,  Inc. 
916-781-6952 


Cabletron  Equipment 

GUARANTEED 


-  •  100%  factory  refurbished 

\  •  only  factory-authorized  VAR 
1  *  30  day  hot  swap,  1  year  free  repair 

•  We  also  carry:  Bay  Networks. 
3Com,  Compex,  Cisco  &  more! 


Vnetek  Communications,  LLC 
sales@vnetek.com  •  www.vnetek.com 

Brand  names  are  registered  trademarks. 


"Good  As  New"  Networking  Equipment 
Good  As  New  Warranties 


Visit  us  On  the  Web  @  www.nle.com 


N&RTEL 

NETWORKS 

Bay  Networks 


CiscoSystems 

®  3 

Co 

! 

caaeiRon 

_ sYsrams 


•  Authorized  Nortel-Enterprise  Solutions  Provider 

•  Free  Technical  Support  on  Purchased  Equipment 

•  Free  Network  Design  Support 

•  Largest  Inventory  in  the  Industry 

•  Best  Priced  Memory  Upgrades 

888.891.4229  fecEx 

ftdciaJ  Kxptcm 

"TST  gj] 


m 


V  .  ,  ' 


C.O.D's  Terms 


Phone  801-377-0074 
Fax  801-377-0078 
1403  W  820  N.  Provo,  UT  84601 
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News 


Y2K 

continued  from  page  1 

“A  lot  of  people  say  this  is  the 
place  to  be  on  New  Year’s  Eve,” 
agrees  Deanna  Baker,  director  of 
the  Y2K  project  within  the  IT 
department  at  United  Airlines  in 
Chicago.  “Our  people  want 
New  Year’s  to  hurry  up  and  get 
here.  We’re  ready.” 

The  atmosphere  at  most  cor¬ 
porate  Y2K  command  centers 
will  be  businesslike  rather  than 
jovial.  Most  companies  have 
forbidden  employees  from 
bringing  spouses  or  children  to 
the  office  over  that  weekend. 
In  dress  and  demeanor, 
employees  are  expected  to 
behave  as  if  New  Year’s  Eve 
were  just  another  workday. 

Most  companies  will  have 
Y2K  teams  working  around  the 
clock  from  Friday  morning, 
Dec.  31,  through  Monday,  Jan.  3, 
with  shifts  lasting  eight  to  12 
hours.  Anywhere  from  10%  to 


25%  of  IT  workers  will  be  work¬ 
ing  that  weekend,  including 
Y2K  programmers  and  experts 
on  critical  systems  and  business 
applications. Additional  employ¬ 
ees  will  spend  the  weekend  on 
call,  in  case  systems  fail  and 
extra  help  is  needed. 

“Every  body  in  our  IT  depart¬ 
ment  is  on  call,”  says  Joe 
Massani,  director  for  IT  at  Boise 
Cascade  Office  Products  in 
Itasca,  Ill.  Massani’s  department 
has  300  people,  and  55  will  be 
on  duty  New  Year’s  Eve.  The 
rest  will  work  at  various  points 
over  the  weekend. 

“We  had  three  or  four 
naysayers  who  were  worried 
about  the  heat  going  off  or  the 
lights  going  out  [at  home]  .They 
were  concerned  for  their  fami¬ 
lies  and  kids,”  Massani  says.  But 
the  only  employees  he  spared 
from  working  over  the  week¬ 
end  were  those  who  had  trips 
planned  before  Y2K  work  shifts 
were  announced  more  than  a 


year  ago. 

Despite  the  hardship  for 
employees  who  can’t  spend  the 
historic  weekend  with  their 
families,  most  companies  are 
not  offering  extra  pay  except 
to  a  few  hourly  workers. 
Instead,  most  companies  are 
granting  comp  days  during 
December,  while  a  few  plan  to 
award  bonuses  in  January  if  the 
date  change  is  successfully 
processed. 

“Were  a  24-7  operation,” 
United’s  Baker  says.  “We’re  not 
really  treating  this  weekend  dif¬ 
ferent  than  any  other  time.” 

Indeed,  working  late  nights 
and  over  the  weekend  is  stan¬ 
dard  practice  for  network  man¬ 
agers,  who  regularly  deal  with 
work-related  disruptions  in 
their  personal  lives. 

“Whenever  we  do  a  merger, 
everyone  lives  in  the  command 
center  for  a  week  and  sleeps 
for  a  few  hours  a  day,”  says  Rich 
Alden,  vice  president  and  Y2K 


Virginia  Power's  Lyn  McDermid 
has  more  New  Year's  Eve  volun¬ 
teers  than  she  needs. 


program  manager  at  First 
Union  Bank  in  Charlotte,  N.C. 
“This  is  just  part  of  the  job.” 

While  most  Y2K  command 
centers  will  be  decorated  with 
balloons,  streamers  and  other 
New  Year’s  Eve  paraphernalia, 
employees  are  expected  to 
buckle  down  and  concentrate 
on  the  task  at  hand. 

“There  will  be  times  over  the 
weekend  where  the  mood  can 
be  cheery,  but  come  [Green¬ 
wich  Mean  Time]  and  at  mid¬ 
night  local  time,  it’s  going  to  be 
serious,”  United’s  Baker  says. 
“Everyone  will  be  patiently 
watching  their  systems.” 

Y2K  teams  also  will  be  mon¬ 
itoring  news  on  the  Internet 
and  television  throughout 
Friday,  as  the  time  change 
occurs  first  in  New  Zealand, 
then  in  Asia,  Eastern  Europe 
and  finally  in  London. 

“People  are  going  to  be  on 
alert  as  it  gets  closer  to  the  new 
year,”  says  Bill  Robertson,  Y2K 
program  director  for  the  infor¬ 
mation  systems  division  of  the 
American  Red  Cross  in  Falls 
Church,  Va.  “There’s  going  to  be 
a  fair  amount  of  excitement  . . . 
but  it’s  not  going  to  be  a  party 
atmosphere.” 

First  Union  Bank  considered 
having  a  party  in  one  of  its 
main  buildings  and  inviting  the 
families  ofY2K  workers  to  join 
them  for  the  midnight  shift.  But 
company  officials  nixed  that 
idea  as  too  risky. 

“We  were  worried  about  the 
safety  of  the  families.  If  they 
were  here  at  midnight,  then 
they  would  all  have  to  drive 
home,”  Alden  says.  “We  don’t 
have  enough  cots  for  everyone. 
And  we  couldn’t  afford  to  cater 
for  that  big  a  crowd.” 

The  one  area  in  which  com¬ 
panies  are  splurging  is  food. 
While  plenty  of  pizzas  and  deli 


WHAT  Y2K  MANAGERS  FEAR 


aving  fixed  and  tested  their  systems, 
corporate  Y2K  managers  are  confident 
they  will  successfully  process  the  mil¬ 
lennium  date  change.  What  they're  wor¬ 
ried  about  are  the  things  they  can't  con¬ 
trol:  acts  of  nature,  acts  of  God  and  the 
world's  fickle  financial  markets. 

"The  only  thing  that  I'm  really  worried  about 
is  the  weather,"  says  Lyn  McDermid,  chief 
information  officer  of  Virginia  Power  in  Rich¬ 
mond.  "If  we  have  a  major  ice  storm  or  snow¬ 
storm,  it's  not  that  our  systems  won't 
work,  but  that  we  could  have  out¬ 
ages  blamed  on  Y2K." 

To  prepare  for  that  possibility, 

Virginia  Power  has  hotel  rooms 
booked,  all-terrain  vehicles  on 
standby  and  extra  cellular 
telephones  ordered.  "We  have 
learned  over  the  years  that  like 
good  Boy  Scouts,  we  need  to  be 
prepared,"  McDermid  says. 

Weather  is  also  a  worry  for 
United  Airlines,  which  has  its  main  data 
center  in  Chicago.  "We  have  weather  contin¬ 
gencies  in  place.  We  have  people  with  laptops 
at  home.  We  have  a  facility  with  bedrooms 
where  our  folks  can  [bunk  down],"  says 
Deanna  Baker,  director  of  the  Y2K  project  for 
the  IT  department  at  United  Airlines. 

With  170  chemical  plants  around  the  world, 
DuPont's  exposure  to  potential  weather  prob¬ 
lems  is  as  great  as  can  be. 

"Our  systems  are  remediated.  The  thing  that 
you  cannot  account  for  is  what's  going  to  hap¬ 
pen  in  the  outside  world,"  says  Cinda  Hallman, 
senior  vice  president  and  Y2K  project  leader. 
"My  biggest  concern  is  that  there  will  be  some 


major  outage  of  electricity  somewhere.  Another 
thing  that  worries  me  is  the  weather.  We  could 
have  in  certain  parts  of  the  world  a  hurricane  or 
earthquake  that  could  cause  us  problems." 

DuPont  ran  a  Y2K  test  at  a  plant  in  Taiwan 
after  the  recent  earthquake  there. 

"They  had  80%  of  the  electricity  go  out,  and 
one  of  our  transformers  went  out  [because  of 
the  earthquake],"  Hallman  says.  "We  were  able 
to  test  the  systems  in  one  of  our  plants ...  and 
I'm  happy  to  report  that  everything  worked  well." 

Officials  at  First  Union  Bank  in  Charlotte, 
N.C.,  are  less  worried  about  Mother 
Nature  than  they  are  about  the  bull 
market.  "One  of  the  things  we 
cannot  control  is  the  market's 
behavior,"  says  Vice  President 
Rich  Alden,  the  bank's  Y2K 
manager.  "If  everyone  wants  to 
buy  or  sell,  there  would  be  an 
impact.  We  could  see  a  slow¬ 
down  not  because  of  the  Y2K  bug, 
but  because  of  the  volume  of  trades." 
First  Union  is  a  full-service  bank  that 
offers  personal  brokerage  services  as  well  as 
corporate  and  municipal  trading. 

Alden  says  bank  employees  are  trying  to  tell 
customers  what  to  expect  over  New  Year's 
weekend.  Tellers  are  instructed  to  inform  cus¬ 
tomers  about  when  deposits  made  on  or  near 
New  Year's  Eve  will  be  posted,  a  process  that 
usually  takes  a  few  days.  The  bank's  goal  is  to 
prevent  customers  from  interpreting  normal 
delays  as  Y2K  problems.  "We're  trying  to  edu¬ 
cate  customers  and  employees  about  our  nor¬ 
mal  processes,"  he  says. 

—  Carolyn  Duffy  Marsan 
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trays  will  be  delivered  to  cor¬ 
porate  office  parks  over  the 
weekend,  many  companies  are 
catering  four-star  meals  for 
their  Y2K  teams.  Susan  Kurtz,  a 
catering  manager  at  Regency 
Caterers  in  Reston,  Va.,  says 
Northern  Virginia  firms  are 
opting  for  “classic  elegant 
foods,”  including  lobster  tails, 
filet  mignon,  and  oyster  and 
shrimp  bars. 

“A  lot  of  our  clients  think 
that  if  their  employees  have  to 
work  over  New  Year’s,  at  least 
they  should  have  food  that  is 
festive,”  Kurtz  says.  “Since 
they’re  not  allowed  to  consume 
alcohol  at  work,  we’ve  come  up 
with  wonderful  virgin  cocktails 
and  flavored  coffee  drinks.” 

Although  the  most  extrava¬ 
gant  food  will  be  delivered  for 
dinner  on  New  Year’s  Eve,  cater¬ 
ers  will  be  working  overtime  to 
support  high-tech  workers  all 
weekend  long,  Kurtz  adds. 

“We  re  going  to  have  extraor¬ 
dinarily  good  food  .  .  .  and  fes¬ 
tive-looking  decorations,”  says 
Cinda  Hallman,  senior  vice 
president  and  Y2K  project 
leader  at  DuPont,  which  will 
have  IT  staff  working  New 
Year’s  Eve  at  command  centers 
in  Singapore;  Geneva;  Mexico 
City;  Sao  Paolo;  Mississauga, 
Ont.;  and  Wilmington,  Del. 
“We  re  going  to  make  it  as  com¬ 
fortable  as  we  can  so  our 
employees  can  concentrate  on 
what  they’re  doing.” 

Most  companies  are  also 
buying  gifts  for  employees  who 
have  to  work  over  that  week¬ 
end.  Among  the  most  popular 
items  are  gray  and  black  fleece 
vests  and  pullovers  embroi¬ 
dered  with  the  company’s  logo 
and  the  number  2000. 

“Around  Oct.  1,  all  of  a  sud¬ 
den  people  started  buying  stuff 
for  the  year  2000,”  says  Pam 
McCord,  a  marketing  represen¬ 
tative  with  corporate  gift 
provider  Harper  &  Co.  in  Silver 
Spring,  Md.  “We  had  a  glass 
champagne  flute  with  2000 
going  down  the  stem,  and  we 
can’t  get  that  anymore.  There 
also  was  a  glass  coffee  mug 
with  2000  etched  in  the  bot¬ 
tom  of  it.  The  orders  for  that 
have  been  phenomenal.” 

Anticipating  victory  on  New 
Year’s  Eve,  some  companies  are 
already  planning  celebrations 
for  later  in  January. 

“We  hope  to  have  a  party 
afterwards,  but  we  don’t  want 
to  put  the  cart  before  the 
horse,”  First  Union’s  Alden  says. 
Still,  he  adds,  “we’ve  got  the 
party  budgeted.”  S 
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Novell  pitches  'Net  e-mail  server 


Novell’s  new  Internet  mail  software 
may  be  late  to  the  service-provider 
party,  but  there  is  some  indication  the 
software  may  garner  interest  from  a  dif¬ 
ferent  source:  large  corporate  networks. 

The  company  last  week  rolled  out 
Novell  Internet  Messaging  System 
(NIMS),  an  open  standards-based  e-mail 
server  and  Web  browser  client.  The 
package  is  integrated  with  Novell’s 
eDirectory  data  repository. 

Chip  DiComo,  network  manager  for 
global  transportation  company  Hell- 
mann  Worldwide  Logistics,  says  he  was 
looking  for  a  standards-based  e-mail 
product  that  works  with  multiple 
clients.  DiComo  will  use  NIMS  to  create 
a  single  address  book  for  Hell- 
mann’s  customers  and  some  4,000 
users  located  in  its  Miami  headquarters 
and  in  remote  offices. 

“We  saved  $6  million  of  the  money 
we  were  planning  to  spend  for  a  Lotus 
Domino  installation,  configuration  and 
support  by  choosing  NIMS  instead,” 
DiComo  says.  Hellmann  spent  $400,000 
for  its  NIMS  installation. 

NIMS  lets  users  deploy  the  mail 
clients  of  their  choice  or  use  a  new 
Novell  mail  client  that  works  with  any 
Web  browser.  The  package  also  has  a 
mail  proxy  function  that  lets  users 
retrieve  messages  from  proprietary 
mail  systems. 

In  addition,  NIMS  provides  adminis¬ 
trative  tools  and  Web-based  manage¬ 
ment  that  allows  mail  administrators  to 
change  passwords  and  set  rules  for  mail 
forwarding  and  auto  reply,  as  well  as 
monitor  and  manage  the  mail  system. 

Some  industry  analysts  contend  that 
NIMS  will  have  limited  use  in  corporate 
networks  and  will  not  cause  a  migration 
from  proprietary  mail  networks,  which 
offer  collaborative  tools  such  as  sched¬ 
uling  and  task  management. 

“[NIMS]  is  unlikely  to  make  a  big 
splash  in  enterprise  networks,”  says 
Mark  Levitt,  an  analyst  with  Inter¬ 
national  Data  Corp.  in  Framingham, 
Mass.  Levitt  says  that  customers  using 
sendmail  or  another  Internet  mail  sys¬ 
tem  may  be  enticed  to  switch  to  NIMS. 

“Netscape  had  this  solution  several 
years  ago  and  found  that  only  limited 
portions  of  customers  were  willing  to 
switch  off  their  proprietary  mail  sys¬ 
tems  and  go  with  something  else,  no 
matter  how  good  that  product  was,” 
Levitt  says.  “That  hasn’t  changed,  and  it 
isn’t  likely  to.” 

James  Kobielus,  an  analyst  with  The 
Burton  Group  in  Midvale,  Utah,  says  cor¬ 
porate  networks  will  have  a  tendency  to 
complement  their  proprietary  mail  sys¬ 
tem  with  NIMS.  It  is  quite  possible  those 
companies  will  add  Internet  mail  capa¬ 


bility  for  communicating  with  business 
partners  and  customers,  as  well  as 
remote  users.  In  five  years,  Kobielus 


believes  there  will  be  parity  between 
Internet  mail  and  e-mail  in  corporate 
networks. 


Today  NIMS  is  available  on  NetWare, 
with  support  for  Windows  NT,  Solaris 
and  Linux  planned  later  this  month 
NIMS  is  available  to  corporate  network 
customers  for  $20  per  user,  although 
those  customers  with  license  agree¬ 
ments  with  Novell  can  purchase  it  at  a 
30%  discount.  S 
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BRIDGING  THE  R  EVOLUTION  OF  THE  LINUX  SOLUTION 


Jacob  Javits  Center 


New  York  City 
Conference:  February  1  -  4 
Expo:  February  2  -  4,  2000 


For  more  information  on  exhibiting, 

please  contact: 
LinuxWorld  Conference  ft  Expo 
3  Speen  Street,  Suite  320 
Framingham,  MA  01701 


For  more  information  or  to  register, 

please  visit: 
www.linuxworldexpo.com 
or  call  800.657.1474 


Take  control  of  your  operating 
system,  the  power  of  innovation 
is  in  your  hands!  Linux  users, 
software  developers,  and 
business  leaders,  participate  in 
the  evolution  of  the  enterprise. 
LinuxWorld  Conference  8  Expo  in 
New  York  City  is  the  premiere  event, 
for  supporters,  investors  and  those 
interested  in  the  Linux  operating 
system.  Hosted  in  the  financial 
capital  of  the  world,  the  knowledge 
shared  at  this  event  will  reinvent 
the  way  technology  an 
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Instant, 

continued  from  page  1 

instant  messaging,  according  to  indus¬ 
try  observers  who  say  interoperability 
is  required  if  corporations  are  ever  to 
adopt  the  technology  on  a  widespread 
basis. 

“Enteiprise  customers  already  have 
e-mail  interoperability.  As  they  move 
toward  instant  messaging,  they’re  going 
to  ask  the  obvious  question  of  ‘Why 
doesn’t  this  stuff  work  together?’  ”  says 
Mark  Day,  senior  scientist  at  SightPath 
and  a  leader  in  the  instant  messaging 
standardization  effort.  “If  AOL  is  really 
not  going  to  give  interoperability  to 
most  of  the  companies  trying  to  sell 
into  the  corporate  space,  then  there 
will  be  additional  incentive  for 
these  companies  to  work  it  out  on 
their  own.’ 

Adoption  of  an  instant  messaging 
standard  would  put  an  end  to  skir¬ 
mishes  such  as  the  one  last  week  and 
allow  end  users  to  communicate  in  real 
time  over  the  Internet  regardless  of  the 
type  of  client  software  they  use. 

The  Internet  Engineering  Task  Force 
(IETF)  formed  a  working  group  in 


February  to  develop  such  a  standard, 
known  as  the  Instant  Messaging  and 
Presence  Protocol  OMPP).  IMPP  would 
allow  end  users  of  compliant  software 
packages  to  see  when  people  on  their 
“buddy  lists”  are  online  and  chat  with 
them  instantaneously.  The  IMPP  work¬ 
ing  group  is  almost  done  defining  the 
protocol  requirements  and  plans  to 
have  a  draft  written  by  the  middle  of 
next  year. 

“The  IMPP  work  was  already  very 
important,”  says  Keith  Moore,  co-direc¬ 
tor  of  the  IETF’s  applications  area, 
which  oversees  the  IMPP  working 
group.  “The  recent  AOL  action  might 
reinforce  public  perception  that  a  stan¬ 
dard  is  needed,  but  I  think  the  public 
already  realized  this.” 

The  visibility  of  the  AOL- AT&T 
WorldNet  flap  may  push  customers  to 
request  instant  messaging  standards, 
says  Patrik  Falstrom,  the  other  director 
of  the  IETF’s  applications  area.  “The 
fact  that  a  specification  exists  might 
make  it  possible  for  various  players  — 
ISPs,  for  example  —  to  set  up  their 
own  servers  for  instant  messaging  and 
point  to  the  spec,”  he  says. “So  the  pure 
existence  of  a  spec  might  mean  that 


the  market  asks  for  this  instead  of  pro¬ 
prietary  protocols.” 

The  latest  flap  over  instant  messag¬ 
ing  interoperability  began  last  Wed¬ 
nesday,  when  AT&T  WorldNet  re¬ 
leased  a  new  version  of  its  I  M  Here 


Instant  messaging  players 

Here's  a  list  of  the  main  instant 
messaging  products  on  the  market 
today.  Each  product  has  its  own 
proprietary  technology: 

•  AOL  Instant  Messenger 

•  Microsoft  MSN  Messenger 

•  Lotus  Sametime 

•  Tribal  Voice  PowWow 

•  Activerse  Ding 


service.  Powered  by  Tribal  Voice’s 
PowWow  technology,  AT&T  World- 
Net’s  I  M  Here  supports  real-time 
communications  with  users  of  AOL 
Instant  Messenger  and  Microsoft  MSN 
Messenger.  A  few  hours  after  Version 
3  9  of  I  M  Here  was  released,  AOL 
began  blocking  the  instant  messaging 
traffic  from  AT&T  WorldNet  users. 
Tribal  Voice  responded  Thursday 
evening  with  a  work-around  that  rein¬ 
stated  communications  with  AOL 
Instant  Messenger. 

AOL  made  the  next  move  at  about  1 
a.m.  Friday  when  it  again  began  block¬ 
ing  AT&T  WorldNet  traffic.  Whereas 
AOL  had  earlier  prevented  I  M  Here 
users  from  even  registering  with  the 
AOL  Instant  Messenger  server,  this  time 
those  users  were  allowed  to  register 
but  were  prevented  from  receiving 
“buddy  list”  information.  That  move 
meant  that  AT&T  WorldNet  users  were 
unable  to  see  who  was  online  at  any 
given  time,  an  essential  feature  of  such 
products. 

With  more  than  37  million  users, 
AOL  Instant  Messenger  is  the  most 
popular  software  used  for  instant  mes¬ 
saging.  AT&T  WorldNet’s  I  M  Here 
serves  1.8  million  users. 

An  AOL  reversal? 

AOL’s  decision  to  block  instant  mes¬ 
saging  traffic  from  I  M  Here  seems  to 
be  a  reversal  of  the  ISP’s  earlier  state¬ 
ments  on  interoperability.  In  July,  AOL 
began  blocking  communications  from 
Microsoft  MSN  Messenger.  After  much 
criticism  from  the  Internet  community, 
AOL  announced  that  it  would  work 
closely  with  the  IETF  to  develop  an 
instant  messaging  standard.  AOL  also 
created  an  advisory  committee  on 
instant  messaging  standards  that 
includes  top  executives  of  Novell, 
RealNetworks  and  Apple. 

An  AOL  spokeswoman  did  not 
return  calls  for  this  story. 

“It  just  amazes  me  that  AOL  can  be 
so  intransigent,”  says  David  Strom,  a 
Port  Washington,  N.Y. -based  industry 
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analyst.  “AOL  Instant  Messenger  is  the 
industry  standard.  It’s  used  by  millions 
of  people. ...  It  would  be  in  their  best 
interest  to  see  that  everyone  else 
adopts  their  instant  messaging  stan¬ 
dards.  All  they’re  doing  by  blocking  traf¬ 
fic  is  encouraging  people  to  have  their 
own  instant  messaging  clients.” 

Tribal  Voice  officials  say  they  have 
tried  repeatedly  to  get  AOL’s  coopera¬ 
tion  on  interoperability  with  their 
instant  messaging  software. 

“We  used  the  protocols  and  source 
code  that  were  published  on  AOL’s 
Web  site,”  says  Beth  Nagengast,  instant 
messaging  product  manager  at  Tribal 
Voice.  “We  looked  at  the  documenta¬ 
tion  on  the  Web  site,  and  we  believe  we 
are  in  full  compliance.  We  tried  to  con¬ 
tact  AOL  [about  our  product  plans],  but 
they  did  not  return  any  of  our  phone 
calls  or  e-mails.” 

Nagengast  says  AOL  officials  have 
not  returned  calls  from  Tribal  Voice 
about  why  they  are  blocking  I  M  Here. 

“We’re  surprised  that  AOL  is  block¬ 
ing  a  company  that  is  using  their  stan¬ 
dard,”  she  says. 

Some  observers  say  AOL’s  actions  are 
less  about  standards  than  they  are 
about  business  models. 

“It’s  kind  of  a  textbook  case  that 
when  you  are  .  . .  the  leader  in  a  field, 
standardization  is  not  necessarily 
good,”  SightPath’s  Day  says.  “You  don’t 
want  to  be  seen  as  blocking  it,  but  you 
don’t  want  to  go  out  of  your  way  to  aid 
it,  either.” 

The  latest  version  of  AT&T 
WorldNet’s  I  M  Here  software  is  avail¬ 
able  at  www.att-imhere.com.  3 
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Presenting  the  ideal  integrated  firewall,  VPN  and  traffic  shaping  solution. 

The  dream  was  to  come  up  with  a  suite  of  integrated  security  products  offering  record-breaking 
wire-speed  performance,  scalability  and  manageability.  The  dream  is  now  a  reality.  NetScreen  has 
developed  a  powerful  architecture  and  custom  ASIC  design  that  integrates  critical  firewall,  VPN 
and  traffic  shaping  functionality.  NetScreen’s  vision  was  to  deliver  the  simplest,  most  effective 
solution  ever  deployed.  Which  means,  total  Internet  security  is  not  just  a  dream.  It's  actually  here. 


1-877-NETSCREEN 

www.netscreen.com 


NetScreen 


Integrating  Security  and  Performance 


©1999  NetScreen  Technologies,  Inc.  All  Rights  Reserved. 


The  latest  on  the 
Internet/intranet  industry 
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Taking  off  the  training  wheels 


o,  here  I  am  sitting  on  a  plane  in 
Las  Vegas  at  11:15  p  in.,  typing 
away  on  my  Sony  Vaio  Cl. 

This  machine  is  currently 
my  ideal  PC  for  traveling.  It 
doesn’t  take  up  my  entire  brief¬ 
case,  has  good  battery  life,  is 
reasonably  lightweight  and  has 
an  unusual  screen  size  (1,024 
by  480),  which  makes  it  a  lot 
less  likely  that  the  guy  in  front 
of  me  will  recline  his  seat  and 
crush  my  PC. 

Despite  my  enthusiasm  for 
the  Cl,  I  find  myself  a  lot  less 
enthusiastic  about  its  operating 
system,  Windows  98.  In  fact,  the 
only  thing  that  stops  me  from 
loading  a  serious  operating  sys¬ 
tem  (Linux  or  BeOS)  is  that  I 
wouldn’t  be  able  to  use  the  built- 
in  video  camera.  (Warning:  If 
you’re  ever  in  a 
meeting  with  me,  I 
may  be  discretely 
taking  snapshots  of 
you.) 

I  could  bitch 
about  Windows  98 
for  its  performance 
(poor),  architecture 
(compromised  by 
weak  design),  or  sta¬ 
bility  (nonexistent), 
but  I  have  some¬ 
thing  I  hate  even 
more:  its  version  of 
m  i\  in.  the  office  metaphor  for  the  user 

GIBBS  interface. 

The  idea  of  a  graphical  user 
interface  (GUI)  has  a  long  his¬ 
tory,  reaching  back  to  research  at 
Xerox’s  Palo  Alto  Research  Cen¬ 
ter  (PARC)  in  the  ’60s.  But  the 
blame  for  bringing  metaphors  to 
the  masses  can  be  fairly  laid  at 
the  feet  of  Apple. 

With  the  introduction  of  the 
original  Macintosh, Apple 
showed  us  that  a  user  interface 
could  be  simplified  by  basing  its 
appearance  and  behavior  on  the 
operations  of  an  office. Thus  it 
was  that  we  started  talking  about 
folders  and  desktops  and  trash 
bins. 

While  this  was  fine  and 
dandy,  when  Microsoft  jumped 
on  the  office  metaphor  band¬ 
wagon  the  fate  of  the  user  was 
sealed  to  forever  work  in  an 
office  metaphor. 

It  was  arguably  in  the  early 
’90s  that  the  rot  had  set  in  —  the 


clear  vision  of  the  office  meta¬ 
phor  for  the  Mac  was  sullied  by 
user  interface  “junk"  that  com¬ 
promised  the  clarity  of  function. 
In  other  words,  the  interface  got 
complicated. 

And  Microsoft,  bless  its  little 
heart,  ran  headlong  down  the 
same  path.  Windows  95  and  98 
have  so  many  additions  and  aug¬ 
mentations  that  the  GUI  meta¬ 
phor  could  be  better  described  as 
“Office”  by  Hieronymous  Bosch, 
the  Dutch  painter  known  for  his 
wacko  visions  of  Hell. 

In  the  Windows  outer  circle  of 
damnation,  we  have  users  who 
are  thoroughly  confused  and  sup¬ 
port  engineers  who  wind  up 
with  the  Herculean  task  of  trying 
to  explain  the  numerous  incon¬ 
sistencies  to  users  who  have 
been  told  about,  and  believe  in, 
the  advertised  idea  of  Windows 
being  easy  to  use. 

I  say  it  is  time  to  drop  the  pre¬ 
tence  that  a  modern  operating 
system  environment  is  in  any 
way  a  parallel  to  the  real  world. 
We  long  ago  passed  the  point 
where  the  actions  of  a  PC  oper¬ 
ating  system  and  its  applications 
are  analogous  to  everyday  expe¬ 
rience.  It  is  like  trying  to  explain 
a  Harrier  Jump  Jet  by  talking 
about  jumping  off  a  diving  board 
(sorry,  that  metaphor  just 
slipped  out). 

Let  us  not  pretend  that  PCs 
are  or  even  should  be  easy  to 
use.  Let  us  instead  proclaim  that 
mastering  the  interface  (what¬ 
ever  we’re  using)  takes  lots  of 
practice  and  patience.  Further¬ 
more,  unless  you,  Mr.  User,  get 
off  your  fat  butt  and  put  some 
effort  into  it,  you  will  pay  the 
price  —  reduced  productivity, 
huge  support  bills  and  endless 
frustration. 

No  more  “ease  of  use”  non¬ 
sense.  Operating  systems  are  seri¬ 
ous  tools.  Ask  the  users  if  they 
would  risk  chopping  off  their  fin¬ 
gers  simply  because  they  were 
too  lazy  to  understand  how  their 
table  saws  work. 

Time  for  users  to  take  off  the 
training  wheels  and  learn  to  ride 
for  real.  Now,  there’s  a  good 
metaphor. .  . . 

Interface  your  metaphor  at 
n  u  >column@gibbs.  com . 


You  can  be  certain  thatToysrus. 
com  won't  be  the  only  online  retailer  making 
Santa's  lump-of-coal  list  this  holiday  season. 

According  to  a  "vulnerability  index"  report 
from  Comdisco,  only  one  of  seven  companies 
doing  business  on  the  Internet  has  an  effec¬ 
tive  disaster-recovery  plan  protecting  their 
operations.  The  other  six  risk  the  type  of  indig¬ 
nity  endured  by  that  big-time  toy  seller,  which 
two  weeks  ago  experienced  a  Web  site  melt¬ 
down  so  severe  that  shoppers  could  have 
saved  time  by  walking  to  the  nearest  mall. 

"Nobody  is  scaling  to  the  volumes"  that 
their  sites  are  capable  of  generating,  says 
John  Jackson,  president  of  continuity  services  at  Comdisco.  Jackson's 
company  turns  a  buck  by  providing  IT  organizations  with  backup  sys¬ 
tems  for  handling  disasters  —  be  they  natural  or  demand-driven  —  so  it 
comes  as  no  surprise  that  he  preaches  the  need  for  such  redundancies. 

What's  surprising  is  that  so  few  e-commerce  operations  have  gotten 
religion  on  this  stuff. 

"A  lot  of  retailers  are  just  crossing  their  fingers  and  hoping  that  their 
servers  hang  in  there  for  another  few  weeks,"  Jackson  says. 

Such  recklessness  will  not  please  Mr.  Claus. 

Top-notch  continuity  services  are  not  cheap  —  perhaps  8%  of  a  'Net 
operation's  budget  —  but  neither  is  being  out  of  business  at  Christmas. 

Those  astronomical  initial  public  offerings  of  Internet  stocks 
look  impressive  enough  when  taken  one  gold  rush  at  a  time.  Sweep  11 
of  them  into  a  glimmering  pile,  though,  and  you  get  an  even  more  re¬ 
markable  picture  of  the  financial  weight  being  applied  to  e-commerce. 

Accel  Partners  is  just  one  of  a  number  of  A-list  venture  capital  firms 
turning  investor  millions  into  billions  these  days.  Eleven  Accel-backed 
companies  went  public  this  year  and  created  a  combined  market  capi¬ 
talization  of  $40  billion,  according  to  the  firm.  Accel's  $56  million  stake  in 
those  companies  —  which  include  Agile  Software,  Foundry  Networks 
and  Northpoint  Communications  —  is  now  worth  a  sweet  $5  billion. 

In  addition  to  making  a  lot  of  folks  filthy  rich,  these  phenomenal  mar¬ 
ket  caps  give  fledgling  companies  the  rocket  power  they  need  to  attain 

"escape  velocity,"  says  Jim  Breyer,  managing  partner  at  Accel _ 

Escape  velocity? 

"Internet  companies  that  execute  intensely  along  many  fronts  are 
able  to  distance  themselves  from  the  competition  or  prevent  competi¬ 
tion  altogether,"  Breyer  explains. 

Speaking  of  escape  velocity,  how  about  that  Mars  Polar  Lander? 

Somewhat  lost  in  all  the  hand-wringing  and  head-scratching  from 
NASA  over  what  might  have  happened  on  Mars  was  the  fact  that  three 
companies  —  Cable  &  Wireless,  F5  Networks  and  Network  Appliance 
—  were  deprived  of  their  moment  in  the  sun  by  whatever  befell  the 
spacecraft.  The  trio  had  teamed  with  NASA  to  build  and  hype  a  high- 
powered  Web  site  —  www.marspolarlander.org  —  that  was  backed  by 
the  latest  in  distribution  and  caching  technology.  The  operation  was  all 
set  to  field  an  anticipated  250  million  hits  from  visitors  looking  to  view 
real-time  images  from  Mars  . . .  images  the  spacecraft  never  delivered. 
(Even  so,  the  site  reported  almost  90  million  hits  Dec.  3.) 

Two  points  here: 

•  Never  underestimate  those  Martian  air-defense  systems. 

•  And  maybe  NASA  can  sell  all  that  Internet  gear  to  Toyrus.com. 

My  wife  and  I  recently  moved  to  Worcester,  Mass.,  the  city  where 
that  horrific  warehouse  fire  claimed  the  lives  of  six  firefighters  Dec.  3. 
The  anguish  of  those  left  grieving  has  been  simply  indescribable. 

The  Worcester  Telegram  &  Gazette  has  established  a  fund  to  help  the 
families  of  those  who  died.  Donations  may  be  made  through  that  news¬ 
paper's  Web  site,  www.telegram.com,  or  mailed  to  the  Firefighters  Fund, 
c/o  Flagship  Bank,  120  Front  St.,  Worcester,  Mass.,  01608. 

Tis  the  season  for  giving,  so  please  send  your  Internet  news 
tips  and  gossip  items  to  buzz@nww.com. 


PAUL 

MCNAMARA 
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Is  the  router  on  the  left 
really  worth  twice  as  much 
as  the  one  on  the  right? 

You  decide. 
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With  the  escalating  cost  of  routing,  why  would  you  pay 
twice  as  much  for  one  router  over  another  when  they  both 
do  virtually  the  same  thing  for  your  network?  You  wouldn't. 

Introducing  the  Nortel  Networks™  Open  IP  Environment, 
a  new  world  routing  software  that  embeds  routing  and  other 
IP  functions  directly  into  a  variety  of  hardware  platforms 
and  operating  systems,  making  stand-alone,  data-access 
routers  an  old-world  commodity.  In  other  words,  we’re 
changing  the  economics  of  network-routing  technology 
by  driving  down  the  cost.  Which  is  why  we’re  cutting  the 
price  of  our  data-access  routers  by  up  to  50  percent  below 
the  leading  competitor. 

You  see,  our  leading,  new  Open  IP  Environment  software 
makes  routing  universally  available.  Soon,  everything  from 
personal  appliances  to  processors  and  servers  will  be  Internet¬ 
routing  enabled  with  more  than  75  companies  already 
leveraging  Nortel  Networks'  Open  IP  technology. 

So  the  next  time  you’re  ready  to  write  a  check  for 
data-access  routers,  you  might  want  to  ask 
yourself  this  simple  question:  Why  pay  more?  yr  N CARTEL 


Come  together,  right  now  with  Nortel 
Networks,  nortelnetworks.com 


NETWORKS 

How  the  world  shares  ideas. 


Cost  comparison  is  based  on  end  user  suggested  list  pricing  of  the  Cisco  2611  access  router,  and  the  Nortel  Networks  ARN  router  with  common 
configurations.  Nortel  Networks,  the  Nortel  Networks  logo,  the  Globemark,  and  "How  the  world  shares  ideas"  are  trademarks  of  Nortel 
Networks.  ©1999  Nortel  Networks.  All  rights  reserved. 


Yours  is  no  ordinary  business,  and  the  Summit7i  is  no  ordinary  switch. 

It  combines  the  benefits  of  a  stackable  with  the  performance  and  density 
of  a  chassis  -  32  Gigabit  ports,  64  Gbps  capacity  and  48  million  pps 

throughput.  Which  ensures  wire-speed 
performance  and  resiliency  for  co-located 
servers.  Plus  prioritization  and  bandwidth 
control  for  ERP  and  e-commerce  traffic.  And 
it  runs  on  existing  Category  5  twisted-pair 
cabling.  Put  the  most  astonishing  thing 
about  Summit7i  is  the  incredibly  low  price  per  port.  It’ll  do  more  than  just 
turn  a  few  heads.  Por  more  information,  call  us  or  visit  our  web  site. 


www.extremenetworks.com/ad/seven.htm 
888-257-3000,  ext.  3131  (U.S.) 

♦1  408-579-3131  (Outside  U.S.) 


©  199S  Extreme  Networks.  All  rights  reserved.  Extreme  Networks  is  a  registered  trademark,  and  the  Extreme  Networks  logo 
and  oummit7i  are  trademarks  of  Extreme  Networks.  All  other  company  names  or  products  are  trademarks  or  registered 
trademarks  of  their  respective  companies. 
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